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A Forwarw Pass DOSSILLE 


N no way do we divert the merchant’s mind from the 

styles in shoes he must now sell when we ask him 

to make a “forward pass” into Spring, 1930. There 
are new thoughts and ideas of color and style now 
in development for the season ahead. The very 
fact that there is a wide difference of footwear for 
Winter wear indicates most clearly the merchant can 
make a forward pass into Spring, 1930, for styles will 
be radically different and colors even more so. 

* 

No Fall and Winter season has ever had a greater 
security in color and patterns than the one we are now 
in. The merchant therefore has full confidence in the 
stock that he now has his money invested in. From all 
parts of the country we sense a better Fall and Winter 
business than in many years. 

* 

Perhaps industry has discovered the secret of PER- 
PETUAL PROSPERITY. At any rate, the volume 
of goods made in 1929, in all industries, with full pay- 
tolls everywhere, indicates a distribution year ahead. 

* 
D* L. T. MULLEN, of San Angelo, Tex., writes: 
‘Every foot doctor should have your weekly, as it 

‘of as much interest to us as it is to the shoe merchant, 
vecause the right shoe ona sore foot is the best prescrip- 
‘ion toward cure or relief.” 

That’s telling in very few words the new spirit of 
“understanding” that has developed between ortho- 
pedists and shoe merchants. When a foot is in trouble 


it needs medical attention, and inasmuch as it has to be 
encased in a shoe—if the person is to go about his ways 
—the need of the right shoe is then most apparent. 

The shoe industry indeed is unique in the fact that in 
the sale of an article of fashion and utilitarian appeal, 
it carries with it the responsibility of foot health. 

- 

How cleverly the radio people and the automobil 
people have sold the public on the idea of owning things 
that give pleasure and comfort. Would it not be won- 
derful if we could say something like this in a_ shox 
advertisement: “As you roll along in the comfort of a 
super six, seeing beautiful sights, are your feet happy ° 
You will enjoy your ride more if you wear So-and-So 
Shoes.” Or this in a radio ad: “While you sit at home 
listening to the wonderful program tonight, wear a pair 
of our comfortable, correctly-fitted shoes.” 

Shoes are not brought to the inner consciousness of 
people as are autos and radio. Shoes are a thing apart 
in the public mind. 

* 
HE United States will continue to prosper because 
it has earned prosperity and has attained a high de- 
gree of fairness in the distribution of prosperity among 
all the people. It is not a prosperity that leads to soft- 
ness; it is the sort of prosperity that encourages ambi- 
tion, effort and national thrift. 
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The best Bet in this issue 


Fashion’s Work Sheet—see page 48 
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Andre Perugia and his 
shop in Paris 


ERUGIA, the artist and creator of gorgeous footwear, came 
from Nice to Paris only nine years ago. Why? Because, to 
give expression to his talents, he adopted Paris as a workshop. 

Paris attracts the world’s smartest women of fashion and under its 
inspiration Perugia designs world-renowned footwear fashions. 

I was fortunate to get his latest creation right from his hands to 
show to the entire shoe world through the Boot AND SHOE RECORDER. 
Here is how he expresses the trend of fashion: 

“Expect this witer conservative, classical footwear in keeping with 
the somber wintry mood of Nature, but watch for the sunlight of 
spring time. The sun excites the eye and shoes must harmonize with 
Nature’s atmosphere. The next great expression of footwear will 





come through the types worn for beach-wear of the winter resorts. 
Through beach shoes and sandals, new and unique lines and designs 
will appear because they are the “play shoes” of fashion. The in- 
formality of dress, beach pajamas and unusual and dramatic costumes 
to give individuality to the varying beauties of many women, will 
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MANDA 


LY; 
Vin By GEorGE E. Gayou 


r Associate Editor, 
ear Boot & Shoe Recorder, 
Who Toured Europe This August 


Remarkable coincidence of 

sandal motif—from Caligula’s 

galley and Perugia’s shop 

the above design copyrighted 
in 27 countries 


bring out more magnificent footwear than has ever before been de 
signed.” Such is the forecast of Perugia, master of style. 

Here is a very characteristic picture of Andre Perugia, a tall 
Roman in size, with the flashing brilliancy of the Latin. His store is 
more than a shop. It is a studio in color and lights and modernistic 
design. His shoes start at $50 and range from there up. One cus- 
tomer spends as much as $20,000 a year for shoes. The entire sales 
staff is feminine, including a directoress. 

Here are the notes I took of his latest flashes on fashion: 

3rown is the principal color for fall; dark blue is second; dark 


mahogany for third place and dark green for fourth. 
The trimmings should assume the lighter shade of the base color 
Brown and lighter brown, blue and lighter blue were the combina- 


tions mentioned. 
Kid, suede and lizard would be the materials most prominent in 
the selection. A luster kid skin was used generously for trimmings 
[TURN TO PAGE 112, PLEASE] 
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Tropical Tan 

Venetian Purple 

Newport Sand Riviera Blue 
Nautical Blue 
Corrida Red 

Oxblood No. 2 Hampton Green 


English Brown 


Commander Blue 


HE fourth official Leather Opening is ready Oct. 14-15-1 
I the Grand Ballroom of the Hotel Astor. These showings ¢ 
a tangible demonstration of the leathers and colors discuss 
at the meetings of the conference and act as an authoritative 
those interested in styleful leathers. 
Soy eM Higear ee oeeek ; : baa It would seem that one of the outstanding features of the leat 
Openings is the simplicity and uniformity of the individual displ 
The elimination of pomp and ostentation offers a strong ap} t 
eae! industry that has been afflicted in the past with extravagan 
other direction. 
No shoe manufacturer, retailer or stylist can afford not 
Official leather opening, advantage of this timely showing of the new leathers and reccivé 
in conjunction with the authoritative guide for their next season’s business. The e» iib 
Joint Styles Conference originally scheduled for Monday and Tuesday, is extended ui 
by the Tanners Council Wednesday because Monday will be one of the Jewish hol) 








a 






of America, October TANNERS’ EXHIBIT COMMITTEE: 

14h, 15th and 16th— J. J. Lyons, C/ 
grand ballroom Hotel J. W. Griess, 
Astor, New York City. G. H. MEALLE’ 





F. X. WHOLLE’ 
F. H. Miter. 
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OWING of LEATHERS 


HE American leather industry is constantly striv- 

ing to improve its product from a fashion stand- 

point as well as from the technical angle so that 
hose various industries, which comprise its customers 
md particularly the shoe industry, may produce mer- 
handise which reflects this progress. 

A glance at the new spring leathers displayed at the 
yason opening at the Hotel Astor will reveal the meas- 
ure of success which has crowned the tanners’ efforts. 

Whatever the skin that constitutes the basic raw ma- 
rial of the tanner, the importance of color is a factor 
which compels his attention. So that the beiges and 
rows, purples and reds, blues and greens are not re- 
stricted to kidskin or to calf but are common also in the 
snakes and lizards of the reptile group. 

One of the most outstanding events of the tanning in- 
ustry in recent vears has been the development of a 


FIRST 
SPRING 
SHOWING 


LEATHER 
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new finer and lighter calf for women’s dress shoes which 
looms big on the spring fashion horizon. Available in 
smooth or embossed effects, this leather is certain to be 
of greater significance than heretofore. Its producers 
include the principal tanners of calf leather in the coun- 
try. Watersnake calf is regarded as a spring leader at 
present, the design being printed rather than embossed. 
This is a new note and one which has caused consider 
able enthusiasm by those who have observed the re- 
sults obtained. Ring lizard, Javanese lizard and Calcutta 
lizard grains are also expected to be popular and baby 
alligator in brown will undoubtedly be seen in footwear. 
Domestic reptile tanners are preparing for an 
avalanche of watersnake business. The karung is ex- 
pected to pass lizard in favor. While watersnake, like 
other reptile skins, is a thin material, it combines soft- 
[TURN TO PAGE 117, PLEASE] 


ENTER to 
Grow in Leather 
Wisdom. 














WH ENCE Com 


SHOE is a wonderful thing. No othe 
article of wearing apparel compares with 


it for ingenuity, skill of craftsmanship o; 
beauty. A shoe contains more of the wor‘: oj 
human hands than anything in the wardrobe. Its 
materials come from the four corners of th 
earth. The mere assembling of its parts is a fea 
of human endeavor. 

Cattle hides from the pampas of South Amer 
ica, or the great plains of our own Westen 
States! Picture the gauchos of the Argentin 
as they round up their vast herds on the feeling 
grounds of the Argentine. See in your mind’ 
eye picturesque American cowboys riding th 
plains of the great West. 























There is romance and courageous pioneering in the 
bringing together of hundreds of shoe items. All this 
must be done before the actual manufacturing of the shoe 
can begin. Think of the thousands of men employed in 
assembling shoe materials. Think of the transportation 
required—steamships, railway trains, wagons, pack mules, 
caravans of camels and dromedaries, packs on the backs 
of sturdy mountain men. What a picture it makes! 


40 
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HOE LEATHER 


Go with the herdsmen into the hills of India. 
China, or Europe, where goat skins for shoe 
leather are taken. Penetrate the swamps and 
jungles of tropical countries where reptiles are 
found, and see the gathering of skins for the 
making of fine shoes. 

Cotton from the Sudan, the Nile, or our own 
southern states. Flax from Ireland, or the Da- 
kotas; cork from Spain and Portugal: rubber 
from the Amazon; metals from the mines of the 
world; gum arabic, shellac, turpentine, linseed 
oil, dyes, stains, colors, scores of items from 
almost every land. And then you get only a part 
of the picture of the assembling of materials for 


shoes 
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HEN all the materials 

for the shoe are assem- 

bled there is still a great 
preliminary work to be done be- 
fore making may actually be 
started. 

Artists, draftsmen, style orig- 
inators must bring out of their 
minds models for the workmen 
to follow. There must be pat- 
terns, made to exact measure- 
ments, scientifically balanced, and 
correct to the thousandth of an 
inch. Each part of the shoe 
must have its own pattern or else 
it will not fit into and blend with 
the other parts. 





Fore- 
RUNNE 


HE importance of the work pe 
formed by the Style Confere; 
Committees, which meet semi-ann 
ally to promulgate style information as 
guide for tanners, manufacturers and ; 
tailers, now is generally admitted to | 
of the most outstanding works of joi 
operative service by the industry. 
The recommendations of the commit 
are based upon the most careful investi 
tion and survey of all sources that have a 


. influence on the style trend in mer 


*, women’s and children’s shoes and clothin: 


bi 
Pa The committee receives throug! 

Textile Color Card Association of Ameri 

MERCHANTS: “The meetings of the Na- the most authentic information of the color 

oh aig * pahele 5° so which will most influence style. Represent 

tional Style Committees have become a per- ’ 

manent and valuable fixture of our industry 

because of the very wide acceptance and rec- 

nition of their value in making possible a 

better understanding of the trend of style in 

footwear and an appreciation of the resulting 

benefits to every branch of the trade. 

Here is a striking demonstration of what 
can be accomplished by joint effort. 
JAMES H. STONE, Manager, Na- 


tional Shoe Retailers Association. 


TRAVELERS: I have re- 
ceived some very valuable 
thoughts through my being a 
member of the Style Conference 
of the various branches of the Allied 
Industry, which thoughts I have con- 
veyed to our trade in my many visits. In 
all my trips throughout the country, I al- 
ways have with me, when discussing styles 
and showing my samples, the official report of 
the Style Committees of the various branches of 
the Allied Industries.” 
FRANK B. KING, 
Chairman, Style Committee, National Shoe Travelers 
Association. 
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Fitr FASHION 


ork pe tives of other branches of the trade submit 
mnferen their ideas on colors, lasts and patterns. 
mi-ann This data is then placed before the several 
ion as committees which meet in executive sessions 
and | on the first day of the style meeting, where 
o he or all ideas and suggestions are carefully con- 
joint « sidered and the results incorporated into re- 


ports which are submitted and discussed in 


ominitt open meeting on the second day. With their 

nvestig adoption at this meeting they are promul- 

have a vated to the entire industry. 

men’s At the meeting on the morning of the 

clothing secon day there are demonstrations of style 

ight! by living models correctly gowned and wear- 

Ameri ing the correct footwear for different occa- 

1e color ff sions. interspersed with illuminating ad- MANUFACTURERS: “To publicize to the 
_—— dresses by leaders in style and its develop- shoe world the informative value of these 


ment. Styles Conferences is to high-light the greatest 
co-operative effort of the Allied Shoe and 
Leather Industries so that the preparation of 
footwear in colors, six months in advance of 
the season at retail. Thru conferences we can 

develop new powers of anticipation 

JOHN C. McKEON, 

Chairman, Conference Committee, Na 
tional Boot and Shoe Manufacturers 
\ssociation. 
















TANNERS: “The Tan- 

ning interests feel that manu 

facturers and retailers may come 

to this opening with a proper and 

reasonable assurance that their com 

ing will be rewarded. 

“During the brief period in which these 

openings have been held along the lines in- 

dicated, the testimony of all those interested 

is to the effect that the object desired has been 

achieved. There is only one sound hasis for occa 

sions of this kind and that is that they give opportu 

nity for material profit to all interested.” 
FRASER M. MOFFAT, 

President, Tanners’ Council of 
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Getting More Shoes Sold Right 





The Shoe Store Forever 


THER people have bumped up against one angle 
or another of the shoe trade in times past. Some 
twenty years ago, there was a great movement among 
department stores in the direction of taking on shoes 
as an addition to the general stock of merchandise with- 
out making any special provision for expert manage- 
ment and without realizing the need of a specially trained 
salesforce. The shoes were simply dumped on the 
shelves to be sold by anybody who happened not to be 
selling something else. These installations were largely 
disappointing failures. Putting in a stock of shoes was 
a more complicated matter than merely adding a new 
fabric to the dress goods department, so these experi- 
menters discovered. It did not pay to put in shoes 
merely as ultimate filling for bargain tables. 

The successful shoe departments of today are simply 
fully equipped shoe stores, surrounded by a number of 
other stores under the same roof. They have real 
shoemen as managers, and an experienced salesforce. 

The selling of shoes at retail is a special line of busi- 
ness requiring a training, at least what might be called a 
semi-professional degree of knowledge and skill. These 
requirements must be met if a satisfactory degree of 
service is to be rendered to the buying public. This fact 
fortifies, entrenches and insures the shoe store for all 














future time. It will always hold its identity as a distine; 
and separate business, just as much so as that of th 
druggist, or the jeweler, or the grocer. Its specifi 
technique has developed and broadened within ten year. 


and there will be further growth in this directic 


in, Sls. 


Color Up 


OT weather the world round, this year, helped ; 
make this last spring and summer the greate: 
season of dress and footwear expression ever, and a 


hopes are now for a bigger and better year—1930. 


For that reason, it is well to start the machinery ; 


preparation and this issue serves as a fore-runner | 
spring and summer footwear 1930. 
As a guide to the study of the essential dimensions 





footwear 


There is a need for anticipation in minds, materials ar 
methods of merchandising. To serve that purpose, t 


Color Conference on Oct. 15 brings back, in an order! 


manner, the habits of thought that were in industry 


dozen years ago. Then it was necessary to order shoe 
six months in advance. Modern speed of production ha: 
changed all that but there still is the necessity for plan 
ning six months in advance, so we hope this issue serve 
as a mental announcement of the game called for Oct. 1: 
—when time and color, two of the four essential dimer- 


sions in footwear, are discussed in a friendly and c 
operative gathering of all of the branches of the industr 


4 4». 


This Producing Prosperity 


F prosperity, just take a wide open look at th 
entire national picture, particularly at industria 
farmers, miners and workers, who hav 
a commodity that will be in demand this winter. Ther 
is some basic satisfaction in viewing such signs of pros 
perity. Remember this, too, that with high wages ther 





communities 


can be no other alternative but high buying power. 


There is national resistance among workers agait 
any reduction in wages and certainly the componer! 
materials produced by labor will not permit anythin 


else but broad buying power. 
We have a rich and fertile land, about as large as t! 


whole of Europe, and with only a fraction of Europe: 


population and development. We have many acres st! 


to be brought into use to feed the world, to clothe th 
world, to produce material for the manufactured prot 
ucts of every sort which the world needs. It will n0 


do to get the idea that this is anywhere near a finish 


world, industrially and commercially. The next gret 
problem is marketing. The need for distribution 0 
finished goods and farm products is now the outstan’ 
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lasts, patterns, color and time lines beine th 
quartet—we draw the attention of the trade to the vrea 
importance of right color preparation for next scasor 
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Sing problem of the day. 
} wage envelope will insure it. 


A continuance of a healthy 


“Nothing now observable holds a hint of warning 


that a change in the prosperity enjoyed by American 


ihusiness is coming during the current year,” says 
Sales \lanagement. It sounds this optimistic note in 
analyzing the recently completed survey of 650 na- 


tionally known industrial and public utility corporations, 


which shows that practically all recorded substantially 


larger profits during the first six months of 1929 than 

jor the corresponding period of 1928. The aggregate 
bnet profits of the 650 institutions for the half year just 
Fended was $2,083,823,000, a gain of 24.4 per cent over 
the $1.074,888,000 reported at this time last year. 

“Omitting the 366 transportation and other public 
utility corporations included in the list, we find that 284 
corporations engaged in manufacturing and trade had 
net profits this year of $871,844,000, compared with 
3654,454,000 last year, a gain of 33.2 per cent,” the 
analysis points out. 

These figures, it is observed, reveal that so far as in- 
lustrial interests are concerned, the nation’s business is 
it a peak of prosperity which relatively dwarfs the 
heights reached in 1926. 

“Twenty-three iron and steel concerns head the list 
in gains, with 103 per cent,” the analysis continues, 
“while 15 automobile firms, while first in volume of 
profits, are last in gains, 


More Than a Slipper Appeal 


HE radio is said to be a factor in diminishing the 
sale of shoes. People stay at home and listen to 
the radio, therefore they do not go out and demolish 
their shoes, says a shoe man. Yes, but how about that 
other fellow’s accusation of automobile? He says it 
takes people away from home and off their feet. He 
says they ride too much and you say they sit too much 
How about dance programs, do they not wear out a 
lot of shoes in the parlor? 

Let’s look into this radio matter. 
radio mad? 
radio has been sold to people as a necessity. 


Why is the world 
Because, as in the case of automobiles, 
You are 
told that a receiving set is as/ indispensable as a tele- 
phone, or ice box. You are told, and sold on the idea, 
that radio is imperative to home comfort and enjoyment 
Creature comfort appeal, you see. 

Radio is not sold on style appeal. Leathers, lasts, 
heels, vogue, color, etc., have nothing to do with radio 
selling. Radio brings pleasure, entertainment, instruc- 
tion, contact with the great world of things, places, hap- 
penings. 

The home without a radio feels as much isolated as 
Daniel Boone in his remote pioneering. The radio peo- 
ple have seen to that. 

Radio spends millions 


f dollars in keeping peo- 





43 per cent. Losses are 
recorded in only two 
groups, leather and res- 
taurant chains. 

“This does not mean, 


of course, that these 


—Good News— 


“I congratulate you on the merger of The 


Shoe Retailer and the Recorder. 


ple interested in radio. 
National 
bring to millions of peo- 


broadcasts 


ple, right into their living 
rooms, such events as the 


It places Zeppelin. 


tour of the 


superlatively good times 
are universally enjoyed. 
The figures deal only 
with leading 
tions able to take fullest 


corpora- 


advantage of favorable 
Of the re- 
sults of operations on a 
limited 
known save that employ- 


conditions. 
scale, little is 


ment and payroll indices 
are high, and that the 
uumber of commercial 
failures is by no means 
excessive.” 
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the retail merchant in a position to know 
that he is getting all the available news con- 
cerning his business that can be had. Have 
been a reader of your valuable paper for the 
last twenty years—and to be without your 
weekly copy would be a loss. We always find 
information which we can use to our advan- 
tage.” 
FRANK A. MONAGHAN, 
“The Boot Shop” 
Middletown, N. Y. 


Twenty years at retail is a proper slice of life 
devoted to one of the most fascinating busi- 
nesses. No merchant who has read our paper 
for that span of years has been without his con- 
tacts with every new and improved development. 
That merchant has also had an opportunity to 
know other merchants through the experiences 
recorded and the opinions given. The printed 
page surely is the greatest link between the 
minds of men seriously engaged in the profitable 
merchandising of footwear. 


a 
Sut f taTen.2_ 


President. 








5, 1929 


Every great event is 
brought into homes all 
over the world. 


Is there not food for 
thought in the above? Is 
it not a fact that a na- 
tional broadcast has 
largely increased interest 
in certain lines of shoes? 
When a merchant in- 
stalls a complete radio 
broadcasting station in 
his store—it’s a sign of 
a new tool to help sell 


more shoes. 
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Oct. 14, Hotel Astor 
PRE-CONFERENCE OF 


nw. &. 


R. A. STYLES 


COMMITTEES 


Consultation 


with fabric and 


fashion experts 


oe ok * 


First SpRING SHOWING AMERI- 
CAN LEATHERS—BALLROOM 


Disptays By TANNERsS’ CouNCcII 


Oct. 15, Hotel Astor 
BELVEDERE Room 
FASHION FORUM 
Joint Chairmen: 
Gorpon McNEIL 
N. S. R. A. 
Joun C. McKeon 
N. B. & S. M. A. 

* ok * 
MORNING SESSION 
10 A. M. 
Spring and Summer 

l‘orewords. 

. Color — By Margaret 
Hayden-Rorke, Textile 
Color Card Ass'n. 
Fashion in Dress—By 
Kathleen Howard of 
Harper’s Bazar. 

In Shoes—By 
Margot Hamilton Jef- 
fries of Boot AND SHOE 
RECORDER. 

. Cheney Presents the 
Mode — By Henry 
Creange, Art Director. 

». The Summer Mode Ex- 
plained—By Marian 
Stephenson, Cheney's. 
Controversy, Men’s 
Styles—Jesse Adler vs. 
George Geuting. 

. Open Forum. 


Fashion 


Oct. 14, 15, 16 


Noon, Hotret Astor 
INTER-TRADE LUNCHEON 
ON RooFr GARDEN 

* 
\FTERNOON SESSION 
Spring and Summer Styles 

Platform in the Making 

N. & &. 
Women’s Shoes, Gordon 
McNeil. 

N. S. R. A.—Report on 
Men’s Shoes, Jesse Adler, 


A.—Report on 


George Geuting. 

N. S. R. A.—Report on 
Children’s _ Shoes, 
Maurice J. Yoskin. 

Consolidation of reports 
into official Style Pro- 
gram. 

Ballroom — Reopening of 
of First Spring show, 
American Leather. 


/ N preparation for a spring season, an industr 


t 


should have as many fashion facts before it « 
For that reason and to sery 


are possible to collect. 
an exceedingly practical purpose, I have prepar 
the following work sheets as guide and interpret 
tion of the relation of women’s apparel to the 
quired footwear. 


To the best of my ability, I have translated t! 


high spots of color, texture, fabric and pattern 1 
apparel into the color, pattern and materials of shoe 


so that the shoe industry can understand their ¢ 


ordination and follow through my eyes, style fror 


its source to its footwear culmination. 


The work sheets shown in the following pages ar 
drawn up in parallel to illustrate the direct connec 
tion between an apparel style and its footwear 


prototype. 


Spring is always the season for fashion expressi 

-for Nature then unfolds its many beauties a 
just so sure as leisure follows prosperity so too 
fashion follow into its greatest modern expression 
the Spring and Summer of 1930. 


val 


Fashion Editor 
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LE six colors of the spectrum are distinguished 





1s primary or simple, or as binary or composite. 

The three colors red, yellow and blue are 

called primary, or simple, because they cannot be ob- 
ined by means of any mixture of other colors. 

The :hree other colors, green, purple and orange, are 
alled |inary, or composite, because they are made up 
from a combination of two of the primary colors: 
oreen is a mixture of blue and yellow; purple a mix- 
ture of blue and red; orange, a mixture of red and 
yellow. 

In resume, there are three initial colors—blue, yel- 
low, red. 

From these three colors the entire coloration of 
\ature is derived. 

As, in the science of sound, seven notes serve as 
point of departure for our ears, likewise the three 
colors, blue, yellow and red, serve as starting point and 
primitive basis of the whole science of colors. 

All coloration, with its infinite variety, results from 
innumerable combinations of these three colors and of 
their derivatives. 

The multiplication of shades in coloring has no more 
limit than have the sounds in music. 

These are tones, half-tones, harmony or dissonance 
—all the laws which preside over the union of sounds 
are analogous with laws governing the marriage of 
colors. 

Just as our hearing registers agreeable or shocking 
impressions following the striking of two notes which 
are in accord or dissonant, so, when we see two dif- 
erent colors placed side by side, our sight is soothed or 
offended, depending upon whether the colors harmonize 
vell or badly. 

Two adjacent colors are commonly spoken of as pro- 
lucing a good or bad effect. 

There are colors which are contented together, others 
which hate each other and flee from each other. 

Thus we see that there exist between colors mutual 
ympathies or antipathies, affinities or repugnances 
which are reciprocal. 

It is most often ignorance or disdain of this myste- 
lous but inviolable code which makes a picture, other- 
wise well designed and composed with understanding, 
lisplease us when it should win our favor. 
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And iis 
Application to Shoes 


General (Color Notes 


Through association as well as deductions, colors 


have come to have certain general meanings. 


A, Dark, cr 01 


strength, reserve and possible depression. 


colors weight, mass, 


suggest 

Bb. Light, cool colors suggest freshness, repose, 
expanse, fragility. 

Dark, warm colors suggest stability, dignity. 
vitality, power, richness and clarity. 

D. Bright, warm colors, such as orange, golden, 
yellow, vermilion, etc., suggest excitement, 
aggressiveness, exhilaration. 

E. Light, warm colors, such as pinks, creams, etc., 


suggest cheer, delicacy and hospitality. 


(Considerations of Tints 


Tints represent the lighter colors which are usually 
appropriate for delicate or fragile things, for evening 
gowns, etc. They suggest cheer, play, fantasy, youth or 
femininity. 

Light tints, especially of blues, seém to enlarge an 
area and create an impression of distance. 





arb IONS 


Work/bee 


What Vomen Will Wear — and How it InFluences Footwear 


IN DRESS 


For SPRING and SUMMER 


The tremendous importance of sportswear influence ) 
must be seriously considered by the shoe industry. 

The suntanned mode is wide in its acceptance. 

The joy of living, as expressed at the world’s play- 
grounds, must influence shoes and their contours. 


In sport, whether as a participant or spectator, the | 
individual never forgets the touch that makes him or} 
her slightly different from the others. 

Tailored types with freedom of line in semi- fitted | 


models will interpret the new silhouette. 


A particular sport, such as tennis, while it indicates 
the cut of a garment so as to permit necessary free- 
dom, does not obliterate the fashion line. 

Colors are being introduced either by accent or two 
or three contrasts. 


Jor Tramping 





Tramping, hiking and week-end parties are all on| 
the playground program. Odd woolen skirts, leather 


jackets, brushed wool blouses and pull-overs are worn | 


in contrast with skirts of red, blue or green. Plaided 
effects or monotones in beige coloring, continue. 
White, chartreuse and yellow, also white, and white 
with celor, especially white with the new light yellow | 
green. 





For Tennis ) 


| 


Linen, crepe de Chine, flat and frost crepe, washable 


silk and soudanette, also cashmere and loosely woven ¢ 


materials are in the tennis mode. Athletic ensembles, 
divided skirts with shortees, and circular and plaided 
skirts with chucker pull-overs are in favor. 


Jor Golf 


) 
' 
| 
| 
Angora and novelty woolen effects will be worn| 
with scapula coats over long sleeved blouses. The p 
favored sleeveless blouse of last season will also be| 
worn. Sweaters are fashioned like the fitted silk | 
blouse. 


IN SHOES 


For SPRING and SUMMERL 


{ ‘The leisure class accepts two expressions of summe 

attire. The pajama mode, or lounging costume, fo; 
daytime and soft, clinging, trailing confections fo 
evening. Hence the cut-out shoe and sandal type 
will register the outstanding theme for spring «a 
summer footwear. 


( The braided sandal, which was a peasant type ww! 
‘of the Balkans, has stimulated the adoption of the 
4 more graceful Grecian-Roman patterns. 

Note—Designs on sculpture in the museums; f 
example, Apollo Belvedere. 


The classified sport shoe for each occasion differs 
because of its uses. Sports activities are here to sta) 
and are so strongly felt that it becomes necessary t 
evolve new expressions in sports footwear each year 
Sandal types will have a tremendous season whe 
adapted in pattern to the sports of their use. 


The hiking shoes of elk, walrus and other durabl 
leather are higher than the ordinary high shoe and 
usually have the double buckle and strapping on the 
leg line. Seamless quarters are forecast for tramping 
and hiking footwear. 


( Rubber sole, colored linen sneakers with white 
foxings and trims, welted wheeled lines on soles, whit: 
J binding and laces-—also plaid, and checked duck 
3eige and two-toned brown. White and black, whit 
| with blue saddles, two-toned green and some red and 
| white effects. 


( White buck or elk perforated tips and 
| white calf with punch-hole effects, either win; 
quarter or plain toe in blucher or bal throat 
deep russet and white oxfords, some monk 
all-over and combinations, also black and wl 
| binations. 
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What Vomen Will ear — and How it Influences Footwear 
IN DRESS IN SHOES 


For SPRING and SUMMER For SPRING and SUMMER 


summe For Spectator Sports 


ons for Saas . : . 
al types Com)inations of chucker shirts and coat suits in The tremendous play for the all-white shoe is 
ing a rough and smooth silks, and cotton crepes. Tweeds about to take place this season. The colored tip and 
and flannels in deep tones with blending or contrasting | back-stay seaming and the all-white or colored leather 


\ 
jackets ’ | heel is anticipated for spectator sports; the flat heel 
Soft silk unlined hats and scarf winders, for gypsy | and 16/8 are the popular heights. 
and Spanish head ties. 
Note—The effect of the increasing ange’ 
of Polo. 


ditters At the ‘Races 


to stay 

sary t | 

ch year One- and two-piece suits in opaque and tired colors 

1 wher combined with first and secondary colors. 

Blond Rose, a new tone combined with black. 

tones of green and chartreuse. Blues in a range from 
navy to peacock. Black and white. All white in 
volume. Watermelon shades with strong and crayon 
‘olor effect. Yellow and yellow with white. 

durable Note—Followers of the paddock have always 

1oe and been noted for striking colors in dress. 

on the 

amping 


Off Crayon and sharp colorings in footwear are fore- 
cast. However, the white vogue will swing in so 
heavily that it will be a matter of choice and indi 
viduality as to color ensembles. 





cAt the (lub 


While the afternoon clothing is more formal, the ; : bn a terete 
soft tailored theme or the pajama stylings are univer- ( Smart fabrics will vie with the white and colored 
sally accepted. The girdled belt of two or three tones > | leathers for first_ position. Raffa and straw effects 
hit is important as is the box-pleated blouse with cowl | will be seen in all types of open footwear and sandal 
’ po neckline. | effects. 
white Note—Smart clubs are conservative but permit an | 
d and accent of individuality. 


white 


At Bridge 


Chiffons, georgettes and veilings in large, formal | ( Bridge footwear will be most luxurious—odd shad- 
patterns are smart for an afternoon of bridge. lings, embroidered fabrics, crepes with colorful de- 
The advent of the longer skirt and moulded waist- | signs, pettipoint and fancy shaped inlays. One- 
line gives opportunity for studied drapings. (straps will share equal place with the favored pump 
Note—Indications point to volume sales for | 
chiffons and georgettes and some stiffer silks. | 
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What Vomen Will ear — and How if Influences Footwear 
IN DRESS IN SHOES 


For SPRING and SUMMER For SPRING and SUMMERL 




















IN 






Town and (Country Wear 






Two-piece suits in flannel, balbriggan and cotton. 






































Soft colorings and sharp accents. Monotones are All-over calf, with or without perforations. s Bh 
forecast in one, two and three piece suits of tweeds - 4 bian smocking, kid in blond, brown and beige. ° color: 
and worsteds. | (blue shoe should be very important. contri 
Note—By sharp accents is meant a dash of con- . 
trasting coloring, the hat or bag ornamenta- | : 
tion, necklace, and so forth. 
At the Yacht ‘Races 
The nautical blue and white motif is basic, the| 
square corners in the jacket are giving way to more | ( Cruiser types with rubber sole or the white bu Wh 
rounded lines, even to the extreme cutaway. and kid combination. The white heel is very much in models 
Retaining the basic white, individuality may be em-( | the shoe style picture, also white rubber sole. positio 
phasized by replacing blue with the red or yellow | Plain toe effects and welted or wheeled sole lines ar N 
jacket. (favored for boat wear. : 
Note—Certain types of active women insist on | 
the all-white ensemble, consisting of a chucker | 
blouse and circular skirt and a beret. 
On the Beach 
The 
A lounging costume of a pajama suit beach cape | : ” pressior 
with contrasting lining will be the mode. Formal | Clogs, sandals and scuff types are essential by the 
patterns, floral preferred, will be popular. Head J beach wear. lhe importance of an extra pair grass cl 
scarfs, brilliant colors, often rubberized, are worn |{ | shoes mn duck awning cloth and fancy Americ _ 
gypsy fashion. | prints in oiled colors is felt in the sports mod« Neo 
Note—The use of the lounging mattress over 
which a gay colored robe is thrown is cited | C 
at the playgrounds. 
At the Theatre 
_ Tailor 
Pastel shades in silks and chiffons are fitting for the | Pastel kids and brilliant colorings. Red “ d 1 Be in th 
theatre. The moulded waistline and the effect of full f bagpipe black and white, all-white, shacles white ba 
drapings stress the more feminine atmosphere. blue and embroidered effects, floral patterns pre tern N 
Note—Capes of unlined velvet or metal cloth are 4 
used as frames for simple frocks. J - 
ar 
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ork Abeet 


What Vomen Will ear — and How it Influences Footwear 


IN DRESS 


For SPRING and SUMMER 


Shopping 


Blue, beige, brown and green are the predicted | 
colors. Three-toned blends or a sharp two-toned | 
contrast are popular morning combinations. [ 

Noie—Shopping costumes are dignified. There- | 
fore, woolens and silks are, as a rule, chosen | 
by the town woman. J 


cAt the Office 


| 

| 

= ial White backgrounds characterize the summer | 

nuch in models. Silks and crepes in plaids and floral com- | 
positions are standard. 

— Note—The more somber garments of last sea- 

son will be replaced with lighter tonings by | 


means of the light backgrounds. 


Gardening 


The country house gives opportunity for color ex- | 
pression in gardening togs. These are often designed | 
by the wearer herself. Linens, chintz or jeguaaes 
grass cloth are the vogue. 

Note—Cutaway backs, patch pockets and —_ 
bindings made their appearance in France and | 
on Long Island last season. 


cAt Home ) 


Tailored house coats in brilliant colorings so popu-| 
at in the South will be shown in prints largely on} 
shite backgrounds. ( 

Note—Home costumes have lately become much | 
more luxurious by reason of the use of lace 
and diaphonous fabrics. | 
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IN SHOES 


For SPRING and SUMMERL 


{ Brown, sun-blond and neutral footwear will be 
worn with the blue ensemble as well as blue and the 
all-white shoes. One-straps and pumps will be in 
| volume. 


Dark brown is favored by the business woman, also 
) Shades of blue, green and beige. However, the white 
shoe will be worn, as people now realize that a soiled 


shoe is a soiled shoe, whether it is white or black. 


| Shoes of natural elk, moccasin types or the six- 
eyelet tie with composition sole are popular on the 


yarden paths. All-pink and blue fabrics, pink and 


Js 
) 
|W hite check, yellow and white check and candy strip- 
lings, also awning cloth, will be used in cruiser 


(stylings. 


| Sandal and sneaker types will be favored by the 
woman at home. Colorful sneaker types of fancy 
prints and white shoes with colored saddles are all in 
the house shoe program. Sandal and open shoe types 
(are also favored. 





| | 4 Os | | bo At the Conference 


NATIONAL SHOE RETAILERS 
ASSOCIATION 


GORDON McNEIL, General Chairman, Styles Committee 
JAMES H. STONE, Managing Director, Chicago, Il. 


WOMEN’S STYLES COMMITTEE 
E. C. ORR, Chairman, Cincinnati, Ohio 


CARL BURGSTAHLER 
O. G. ADAMS 
HARRY A. GIBSON 


Chicago, Ill. 
Chicago, IIl. 
San Francisco, Cal. 


ADVISORY COMMITTEE ON WOMEN’S 
STYLES 


E. C. ORR, Chairman, Cincinnati, Ohio 

. H. BARTON. Buffalo, N. Y. 
= 2 Nashville, Tenn. 
INS init Cocca SeGleGaswent gan awewH Los Angeles, Cal. 
W. A. GEUTING Philadelphia, Pa. 
M. G. HARPER Philadelphia, Pa. 
A | ere Des Moines, Iowa 
WILLIAM KAUFMANN ...............San Francisco, Cal. 
WILL KNIGHT Portland, Ore. 
J. LANGLEY St. Paul, Minn. 
are sia sia srencanaaereesee Cleveland, Ohio 
J. McGIFFIN Los Angeles, Cal. 
Geese NEARING. ......ccccccccccces New York, N. Y. 
TRIE, 5 oo ccocceesesessoseeseon New York, N. Y. 
M. C. PETERSEN Toledo, Ohio 
EVERETT PETOT Cleveland, Ohio 
a re Minneapolis, Minn. 
Little Rock, Ark. 
Cincinnati, Ohio 
Spokane, Wash. 


FRED H. RASMUSSEN 


S. A. SCHULEIN 
DORE Pi Ny diss 66 sseccdccevesoones Des Moines, Iowa 


I secede since ss'es secede Chicago, II1. 
eg, a. 6. 4.6:9:55 «ne wsenndevessese Detroit, Mich. 


Houston, Tex. 


LOUIS F. TUFFLY 
C. A. VERNER Pittsburgh, Pa. 
H. H. WATSON Texarkana, Ark. 
CAROL 6. WILLS......................San Francisco, Cal. 
MORRIS WOLOCK Chicago, II. 


MEN’S STYLES COMMITTEE 
JESSE ADLER, Chairman, New York, N. Y. 
A, E. TAYLOR Chicago, II. 
GEORGE N. GEUTING Philadelphia, Pa. 
W. B. HUETTE, JR St. Louis, Mo. 
HARRY SILVER Chicago, IIl. 
ee ETB cd edeesssc ds s0%sdereeeeros Los Angeles, Cal. 





ADVISORY COMMITTEE ON MEN’S STYyLpR< 
JESSE ADLER, Chairman, New York, N. Y. 

Providence, R. | 
Washington, D. | 
occ eee RRitimo Id 
.++e+-Johnstown, Py 
Little Rock, Ark 
.+++++Memphis, Ten; 
Hartford, Cony 
-o+eeeeCineinnati, Oh; 
Pittsburgh, P; 

Kansas City, i 
KENNETH WATTERS....................Buffalo, N. } 
te 6 6 San Francisco, (a 


CHILDREN’S STYLES COMMITTE! 
MAURICE J. YOSKIN, Chairman, Philadelphia, Pa 
ARTHUR EBBS, Vice-Chairman, St. Louis, Mo 


et 8 ere Los Angeles, Ca 
JOHN H. DOWNEY Baltimore, Md 


ADVISORY COMMITTEE ON CHILDREN’S 
STYLES 


MAURICE J. YOSKIN, Chairman, Philadelphia, Pa 
ines, Towa 
Providence, |} 
Newark, N. J 
Rochester, N. Y 
aha, Net 


oe Ee ere ee 
eT ree ee 
DAVE KEMPNER 
ee rereee 
T. J. MILDREN 
BENTON ORR 
DF. Pere 


JOHN G. BUCKLEY Houston, Tex 

a! a Macon, Ga 

A. R. CALLAHAN New York, N. Y 

New York, N. Y 

Cleveland, Ohi 

Oklahoma City, Okla 

Cincinnati, Ohi 

SCHUYLER HARRISON.............. East Orange, N. ] 
JOSEPH HART 

FRANK N. HUMPHREY............... Little Rock, Ark 

MICHAEL J. MORRISEY................ New York, N. Y 

Ee A: i Hartford, Con 

re Evanston, III 
J. H. ROBERTS 
C. H. RUNYON 

JOSEPH STEWART s, Ohi 

CLYDE TAYLOR troit, Mich 

JACK VEAX n, D.C 


HOSIERY COMMITTEE 
JOHN H. SCHRADER, Chairman, St. Louis, Mo 


JOHN O'CONNOR Chicago, Ill 
IRVING MILLER................Long Island City, N. ¥ 
Misnereuenes Philadelphia, Pa 

...Los Angeles, Gl 

D S, Tex 
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NATIONAL BOOT & SHOE MANUFACTUR- 
ERS ASSOCIATION 
JOHN C. McKEON, Chairman, Philadelphia, Pa. 
HAROLD C. KEITH, President, Brockton, Mass. 
JAY O rIS BALL, Managing Director, New York, N. Y. 


HERMAN MEYER.. 


oN ee 


HENRY W. COOK...... 


wien J. BLISS.......... 


FRANK S. FARNUM.... 


EVERETT BRADLEY...... 


HOWARD V. STEPHENS.... 
PRAM PAYNE.....0..2..0-.. ; 


MAURICE WRIGHT 
FRED L. EMERSON 


GEORGE W. BAKER, JR.. 


i) Ss 36 ee 
Av. SANCEOPT ......... 
PAUL O. MacBRIDE 


RAYMOND P. MORSE.... 


JOHN R. GARSIDE 
NEILL OVERMAN 
OLIVER E. DeRIDDER. 
JOHN G. HOLTERS.. 
L. W. PROCTOR... 


ROGER SELBY. 


...Philadelphia, Pa. 
....--Auburn, Me. 
.. Syracuse, N. Y. 
Auburn, Me. 

.. Whitman, Mass. 
.. Brockton, Mass. 
..Haverhill, Mass. 
.Stoughton, Mass. 
..Brockton, Mass. 
..5t. Louis, Mo. 

.. St. Louis, Mo. 
..-Mt. Joy, Pa. 

.. St. Louis, Mo. 
...-Auburn, N. Y. 
.. Brooklyn, N. Y. 
...Baltimore, Md. 
Boston, Mass. 
Milford, Mass. 
Brooklyn, N. Y. 


..Long Island City, N. Y. 


Newark, N. J. 
..Rochester, N. Y. 
...Cincinnati, Ohio 
.Brooklyn, N. Y. 
..Cincinnati, Ohio 
...Portsmouth, Ohio 


TANNERS COUNCIL OF AMERICA 


BURT W. RANKIN, Chairman, Boston, Mass. 
J. L. NELSON, Secretary, New York, N. Y. 


ROBERT E. BINGER.. 


W. H. BARRETT... 
D. L. HERRICK.. 


BENJAMIN SIMONS.. 
J. W. GRIESS....... 
JAMES J. LYONS... 


F. X. WHOLLEY. 
E. A. SEIDEL. 
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New York, N. Y. 
....Boston, Mass. 
. Philadelphia, Pa. 
...Newark, N. J. 
. Milwaukee, Wis. 
New York, N. Y. 
. Philadelphia, Pa. 

.. Boston, Mass. 
. Peabody, Mass. 
Philadelphia, Pa. 
New York, N. Y. 
Philadelphia, Pa. 
. Milwaukee, Wis 
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NATIONAL ASSOCIATION OF SHOE 
WHOLESALERS 


ELKAN R. MYERS, Chairman, Baltimore, Md 
THOMAS F. ANDERSON, Secretary, Boston, Mass 


WILLIAM T. BAILEY Toledo, Ohio 
FRED BROWN... Dallas, Tex. 


NATIONAL SHOE TRAVELERS 
ASSOCIATION 


FRANK B. KING, Chairman, Chicago, III. 
THOMAS A. DELANEY, Secretary, Boston, Mass 


HARRIS M. BARNES 
GEORGE WINN.... 
HALSEY ELWELL. 
ROBERT B. SMITH 
J. LAUGHLIN... 
DAVE DAVIS... 

W. E. CAMPBELL 

N. P. MERRILL. 

L. N. BOWER... 

P. J. WATSON 


.. Boston, Mass 
.Chicago, Hl 
Chicago, Ill 

.New York, N. Y 
.New York, N. Y. 
...-Chicago, Ill 

.... Brockton, Mass 

. Newburyport, Mass. 
.New York, N. Y. 
New York, N. Y. 


SPECIAL COMMITTEE ON STYLES FOR 
VOLUME SHOES 


Retailing from $4.00 to $6.00 


Manufacturers 


S. B. LIVINGSTON.... 
28. 
JOHN T. GORMAN.. 


. St. Louis, Mo. 
. St. Louis, Mo. 
Auburn, N. Y. 


Retailers 


OSCAR MUSINSKY.. 
HARRY J. WOOD.... 
RICHARD FOSTER . 
FRED PERLBERG. 


.Columbus, Ohio 
New York, N.Y. 

Chicago, I11. 
New York, N.:Y: 


a o- 
—— 


Wholesalers 


Baltimore, Md. 
St. Louis, Mo. 


ELKAN R. MYERS. 
FRED L. DOERR..»+ 








OR two weeks after Billy joined the Fretton 
kK Chamber of Commerce business moved along 

without any unusual happenings. The visits of 
salesmen with tempting offers were frequent enough to 
make Billy lose that first early thrill he experienced 
from the deference and subtle flattery of the traveling 
men to the young shoe merchant. 

True, he had difficulty in getting extra help for Sat- 
urday and it was not until he asked the aid of his old 
boss, Parker, that he secured a suitable person. He had 
advertised for extra Saturday help (man or woman) in 
the Fretton Courier, but while he received a number 
of applicants, he found no one whom he considered 
suitable. 

“I’m up against it to get a special for Saturday,” he 
mentioned casually to Parker, who had stopped him in 
the street to ask how business was. 

“That’s more or less a problem that’s always with 
you,” Parker smiled. “I think this help problem is 
one that we retailers haven’t tackled properly. I’m 
pretty well fixed, yet it has taken years to build even 
a half way responsible sales force. To tell you candidly, 
Billy, and as one merchant to another,” Billy flushed 
with pleasure at the implied compliment, “I haven't 
found the answer to this help problem.” 

“But your help’s been with you for years!” 

“True, and I’m rather ashamed of some of it. I be- 
lieve I should have fired a couple of ’em years ago. They 
are stupid, opinionated and lazy—yet they are honest. 
It’s only because I was afraid I couldn’t do any better 
that I kept ’em. Now it’s too late for them and me. If 
I let them go now, they’d never get another job—but 
they’d be amazed to hear it.” 

Billy had a shrewd idea as to which of his former 
fellow salesmen Parker meant, but wisely he refrained 





Ioiity Rocer 


He Finds Out What It Means to Get Into a Law 
Suit and Learns That the Sales Force Can 


Make or Break a Business 


from comment. 
continued. 
“A few months ago I did have to talk plain! 


chap, who told me that he’d had no raise for five 
“What did you say?” Billy asked with real int 
“T told him that years of service were no indic 


merit. The only reason for increasing a sa 


salary is through increased usefulness—and tha! 
be measured by the increase in a salesman’s sa! 


the decrease of returns and of complaints from 
tomers. Of course, a shoe salesman has otlx 


A man who watches stock and has thought en 


report shortages, and who notices any spe 


trends and so anticipates demand, is worth a lo! 
were good at that, Billy; you are a real good sal 


“Thank you, Mr. Parker; if I am a good s 
it’s thanks to your training. . . . But this help 
is perplexing. Here’s Joe Rowe, a nice enou; 
chap, but he’s dumb—all he thinks of is maki 
cracks. And Captain Jacks—he’s a great old 
he’s so hot tempered that he flares up at the le: 
Both want to do the right thing, I’m sure, but 
know.” Billy shrugged his shoulders. “An 
an extra for Saturday—but I can’t get one 
shoe experience worth a hoot!” 

“Have you thought of getting a high school 
no experience to come in the evening to straig! 
and help generally, and gradually learn the 
with the idea of working for you permanently \ 
through school ?” 

“Gosh, that’s a good idea,” exclaimed Billy. 

“Then you could go to the employment bur: 
fe ee 

“T never thought of that—and me a membx 

[TURN TO PAGE 118 
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EPISODE X 


By 
Harold Whitehead 


Business C onsultant 


r Parker 


y to one 
e years.” 
itcrest, 
Cc tion of 
ilesman’s 


dat could 


ales, and THE STORY 


— THUS FAR 


assets. 


nough toll DILLY ROGERS wanted to own a 
‘ial style shoe store. He had $17,000 an 


: some practical experience ecquired as 

ot. YoufM salesman in Parker’s Shoe Shop. 

lesman.” ff George Morland was willing to sell 

his store for $22,000. Too willing, in 

fact, as it appeared when Billy, act- 

‘roblemfM ing on the advice of June Solent, 

; consulted Jethro Blunt, president of 

1) yOUNS HH Fretton National Bank, and the lat- 

wise- fl tet scanned the figures on Morland’s 

B® business. Under Blunt’s relentless 

y, bu questioning, Billy presently discovered 

+ thing MM that he had plenty to learn about 

, fe running a_ business. The banker 

[ dontfM™ shrewdly advised Billy to see Mr. 

| need Parker, whose employ he had quit 

when he decided to blossom out as a 

with any i full-fledged competitor. Billy over- 

came his reluctance to call on his old 

., Bp oss and was more than ever con- 

y WIth vinced that there were lots of things 

n stock he didn’t know. But he soon mas- 

; tered a few basic principles and was 

1siness eager to learn more. June also con- 

hen hed tributed some helpfui ideas. Billy 

) n finall “ 

nally opened his store after many 

trials. His first morning was a busy 

one, too busy to be comfortable, and 

; in the afternoon June came in to help 

at the im. Experience that day taught 

them that store management has its 

problems. Billy’s competitors made 

trouble by cutting prices, and to meet 

the Situation the young merchant 

studied the possibilities of advertising. 

He also found out what it means to 

appease the wrath of the displeased 

customer and learned the importance 
of watching incidental expense. 


salesman, 
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THE SPIRIT OF THE CONFERENCE 
‘Anticipation in -Mind, Materials and Merchandising 


HE value to the wholesaler of the semi-annual 

I official Shoe Styles Conference is sounded by 

Elkan R. Myers, chairman of the committee of 
the National Association of Shoe Wholesalers, as 
follows : 

“It has been a real privilege to sit in at these con- 
ferences during the past two years and to observe their 
constant increase in attendance and interest. I do not 
see how anyone attending these conferences can fail to 
eet something of value from them, not only in regard 
to style information 
and guidance but in 
the important matter 
of social contact and 
acquaintance. As 
chairman of the 
Shoe Styles Com- 
mittee of the Na- 
tional Association of 
Shoe Wholesalers, | 
find it a_ pleasant 
duty to report on 
the results of these 
conferences at our 
annual meetings, 
and can testify that 
there is today 
throughout the 
wholesale shoe trade 
a genuine apprecia- 
tion of the import- 
ance of following footwear 

“Our wholesalers, however, have heretofore felt that 
the direct influence of the style conference has been 
centered *more largely in that department of our trade 
represented by the higher priced merchandise, and it is 
gratifying to all of us to realize that there is now a 
movement looking to the broadening of the conference’s 
recommendations so as to include manufacturers and 
distributors interested in shoes retailing from $4 to $6 
a pair. 

“By all means let us as a trade unite in supporting 
this valuable institution.” 


style developments. 


* * * 


Jay Otis Ball, managing director of National Boot 
and Shoe Manufacturers’ Association, summarizes the 
great value of the meeting of manufacturers, tanners, 
merchants, wholesalers and salesmen in the following : 
“The Allied Style Conferences, held under the joint 
auspices of the several associations in the shoe and 
leather industry, are indications of what can be accom- 
plished to harness up and put to work, for practical 


Living models—a human color card—explained and 
interpreted in dress and shoes for Spring and Summer 


1929 


commercial the temperamental and ditticy) 
team of ‘style and color.’ 

“The constantly increasing attendance of shoe many 
facturers, retailers and tanners at these meetings is per 
haps a better indication than any other of the increase; 
value of these style conferences to the industry. 

“We receive many comments from our members a 
to the value they receive in the standardization of color 
and style; and regarding the elimination of losses, whic! 
were incurred before there was a concerted effort o 

the part of the in. 
dustry to sense an 
unite on these very 
elusive trends 0 
style and color tha 
are becoming mor 
and more important 
in merchanilising 
shoes.” 


purposes, 


* 7 * 


EN shades for 

women’s 
are to be featured on 
the 1930 Spring 
Shoe and Leather 
Card, issued by the 
Textile Color Card 
Association, accord- 
ing to an announce- 
ment made today by 
Margaret Hayden Rorke, managing director. 

These colors, which are to be widely promoted for the 
1930 Spring and Summer season, were selected by the 
official color committee of the Tanners’ Council of 
America, the National Boot and Shoe Manufacturers 
Association and the National Shoe Retailers Association 
in cooperation with the Textile Color Card Association 
The new colors are: Beige Clair, Suntan Beige, Almora, 
Prado Brown, Tropical Tan, Venetian Purple, Riviera 
Blue, Nautical Blue, Corrida Red, Hampton Green. 


shoes 


* * * 


The Textile Color Card Association has just released 
its 1930 Spring Woolen Card to members, it was at- 
nounced today by Margaret Hayden Rorke, managing 
director. Advance swatches of these colors were seft 
out to members in the woolen industry several weeks ago 

The names of the forty-six colors appear on the card 
which will be released to the trade in several weeks 
Colors in fabrics have an important bearing on shoe 
styles and footwear fashion trends. 
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EOPLE DEMAND 
SMART-LOOKING 
ical SPORT SHOES 


Manu 
iS per 
reased 


The better looking sport shoes are, the easier they 
are to sell, There isn’t any doubt about this—and every 
shoe retailer knows it. 


Hood’s new Modernist rubber sole and heel mater- 
ially improve the appearance of the sport shoes to which 
: they are attached. The practical, modern design of 
which these new rubber sport soles provides a most attractive 
rt on two-tone effect and at the same time makes them entire- 

ly different and unique. ' 


CTS as 
color 


and These new Modernist soles and heels are made of 


> Very first quality, firm, resilient rubber for both men’s and 
s of women’s sport shoes in six popular colors * to harmonize 
r that with the sport shoe leathers and trims for the coming 


season. 
more = 


ortant Ask the shoe manufacturers from whom you buy, 
dising to show you sport shoe samples with this new Modern- 
ist sole. You will recognize at once the retail sales ad- 
vantages that these new soles add to smart sports foot- 


wear. 

s for "The Hood Modernist rubber sole and 
P heel is made in the following colors: 
shoes Chocolate Brown Steel Gre 
° | Tropical Tan Nautical Blue 

red on Henna Ebony 
Spring 
eather CHOCOLATE BROWN 

'y the 
Card 

ccord- 


puNce- 
lay by 


or the 
by the 
cil of 
‘turers 
jation, 
‘tation 
mora, 
Riviera 


n. 


‘leased ea 

- 1 Yiodernis 

aging ? . ee =" 

e sent 

hes ber SOLE AND HEEL 
e card 

ah Manufactured y HOOD RUBBER COMPANY, Inc. 

, shoe WATERTOWN, MASS., U. S. A. 


"00D MAKES - CANVAS SHOES - RUBBER FOOTWEAR - TIRES - RUBBER SOLES & HEELS - RUBBER FLOOR TILING 
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Metal Trades 


The Iron Age 


Hardware Trade 
Hardware Age 
Hardware Age Catalog 


Textile 


Dry Goods Economist 

National Dry Goods Reporter and 
Drygoodsman 

National Dry 
Wholesale 


Shoes and Hosiery 
Boot & Shoe Recorder 
Hosiery Retailer 


Jewelry & Optical 
Jewelers Circular 
Optical Journal 
Jewelers Circular Buyers Directory 


Automotive 


Automotive Industries 

Trade Journal and 
Motor Age 

Motor World Wholesale 

Commercial Car Journal and Opera- 
tion & Maintenance 

Automotive Industrial Red Book 

Chilton Catalog & Directory 

Chilton Aero Directory and Catalog 


Automobile 


Oil 


Oil Field Engineering 
Petroleum Register 
Allen’s Superintendents Hand Book 


Toys 
Toy World 


Plumbing & Heating 
Sanitary & Heating Age 


Warehousing 


Distribution & Warehousing 


Insurance 
The Spectator 


U.B.P. Publications Broadly 
Cover the Following Indus- 
tries and Trades 































































Goods Reporter 
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Controlled by the 


United Business Publishers, Inc. 
239 West 39th Street New York City 


OFFICERS: 





A. C. Pearson, Chairman C. A. Musselman, Vice-Pres. 
F. J. Frank, Pres. Arnold L. Davis, Sec’y F. C. Stevens, Treas. 
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SERVING JEWELERS FOR 
MORE THAN 60 YEARS 


In its 61st year, Jewelers’ Circular is universally 
regarded as the outstanding business publication in 
the jewelry field. It has merited that recognition 
through constant service to the retail jewelers of the 
country—a service that is based on a knowledge of 
the industry’s problems, plus a spirit of helpfulness 
in the solution of these problems. 








The jewelry industry today, in common with so many 
others, is concerned with the matter of selling more 
jewelry of the right kind at the right profit. Jewelers’ 
Circular has emphasized “right kind” just as much 
as it has argued for “right profit.” 





No more convincing proof that it has fulfilled its 
purpose could be cited than the fact that Jewelers’ 
Circular Information Bureau is being constantly used 
by subscribers and advertisers alike. 


OPTICAL JOURNAL 
and REVIEW OF OPTOMETRY 


A consolidation of four early publications. Now in its 
“440th year, the Optical Journal is regarded as an authorita- 


JEWELERS CIRCULAR BUYERS 
DIRECTORY 


A classified geographically arranged index listing manu- 
facturers, importers and wholesalers of jewelry and allied 
lines, giving the names, addresses and products. It is a 
standard indispensable trade directory for the jeweler and 


Gtive publication in the optical and optometric field. Pri- 


marily devoted to the interests of the professional 
optometrists, it likewise serves weekly dispensing opticians, 
as well as the manufacturing and wholesale branches of 
the industry. It combines the features of a professional 
journal with those of a business publication. 


buyer in the industry. 


TRADE MARK DIRECTORY-A unique publi- 


cation; the only authoritative record of trade marks, trade 
names and titles used by manufacturers, wholesalers and 
importers of jewelrv, silverware and kindred lines. The 
necessary reference book in the jewelry field. 


JEWELERS’ CIRCULAR 
published by 
JEWELERS PUBLISHING CORPORATION 
239 West 39th Street, New York City 


Controlled by 
UNITED BUSINESS PUBLISHERS, INC. 
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TIRES TUBES ACCESSORIES 


AND REPAIR MATERIALS . DRUG SUN 
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SEE SHUGLOV 
and Buy 


OU can't expect a customer to be satisfied with anything else, once 
she has seen Shuglovs. 


Women today are buying style. And Shuslovs are giving style— 
something that women never expected to get in protective footwear. 


The great stores of the country were quick to sense this style appeal of 
Shuglovs. They bought Shuglovs and pushed them—and were rewarded 
by seeing sales mount higher than they ever dreamed. 


This is going to be the greatest Shuglov year yet. A greater variety 
of styles, both cloth and rubber; more snap and smartness; more adver- 
tising, both national and local. And more demand—for women have 
learned about Shuglovs—and they don’t want anything else! 


We have prepared for a sensational demand by establishing warehouse 
stocks all over the country—New York, Chicago, Boston, Minneapolis, 
Salt Lake City, San Francisco, Akron, Philadelphia, Pittsburgh, Cincinnatt, 
Buffalo, Denver, Detroit, and Portland, Ore. You'll get faster delivery Two styles: button- 
service than ever before. But don’t send any customers away—complete over and concesled 
tock Talon Hookless Fast- 
your Bock now. ener with distinctive 

buckle and 
THE MILLER RUBBER CO. ofN.y. Akron, Ohio, U.S.A. strap. 


BATHING WEAR - SHUGLOV FOOTWEAR - RUBBER BALLS AND TOYS - MOLDED RUBBER GOODS 
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RAC 


Celastic Box Toes accurately repro- 


duce the graceful style lines the de. 
signer has fashioned into the last. The 
remarkable fusing action, which i 
characteristic of Celastic, gives the tox: 
of the shoe a smart, distinctive appear - 
ance that affracts customers . . . and 
the comfort, wear and satisfaction that 
holds them. Then again, you will find 
that the shoe is easier to fit when the 


toe of the last is accurately reproduced 


with Celastic — The Quality Box Toe. 


United Shoe Machinery Corporation 


Boston, Massachusetts 


In Ste 


Pater 
butto: 


THE QUALITY 
BOX TOE 


U/C 
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BLACK 
SUEDE 











In Stock No. B-804 


Brown kid 2-strap with trim of mauvette kid. 


In Stock No. M-247 


$5.85 


16-8 Cuban wood covered heel 


$5.75 


Mat kid vamp and quarter. Gunmetal kid trim. 16-8 Cuban wood covered heel 


No. 25 brown kid vamp and quarter. 
Mauvette eyelet facing and tip. 16-8 
142 last. 


@ 


Cuban wood covered heel. 


GUILD 
InStock No. P-216 - - $5.60 


Patent vamp, black suede quarter, nickel 
button slide. 14-8 suede heel. 


BLACK SUEDE— 
BROWN SUEDE— 
BROWN and BLACK 

KID—PATENT— 

DULL MAT KID 


42 last. Widths AAA to D 


HABANA 
In Stock No. S-800 
Black suede vamp and quarter, patent 
trim, 16-8 covered wood heel. 142 last 
Widths AAA to D. 


OLGA 


In Stock No. P-252.. $5.25 


Patent leather vamp and quarter. Black 
suede cut out straps. 14-8 cellulvid heel. 


In Stock No. K-202 $5.25 


In 


Black kid, lizard strap. 14-8 covered 


wood heel. 


Stock No. B-232 $5.60 
Brown kid vamp and quarter. Mauvette 
apron and strap. 14-8 covered heel. No 
button slide. 


$5.85 


VELEZ 
In Stock No. S-802 


Brown suede vamp, quarter and heel; 
No. 25 brown kid —_- 16-8 wood cov- 
ered heel. 142 last. Widths AAA to D. 


MANOR 
In Stock No. M-801 $6.00 


Mat kid with genuine steel beaded buckle. 
16-8 Cuban heel. 142 last. Widths AAA 
to ° 


SEND FOR 
COMPLETE 
CATALOG 


HE LAPE & ADLER CO., COLUMBUs, OHIO 


Foot-Friend Shoes are made under patents of Dr. John M. Hiss, B.Sc., D.O., M.D. 
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SPORT ELK 


SOLITAIRE CALF 
REPTILIAN 


The complete line of Barnet leathers, in- 
cluding Solitaire Calf, Sport Elk and the 
well-known Barnet Reptilian line manufac- 
tured at the Little Falls and Woburn tan- 
neries of the Barnet Leather Company will 
be on display at Booth 35 at the Hotel 
Astor at the Joint Styles Conference, Octo- 
ber 14-15-16. Here is your opportunity 
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ON DISPLAY 
BOOTH 35 


JOINT STYLES 
CONFERENCE 


to examine the complete line of Barnet 
Leathers at close range—to determine to 
your complete satisfaction that there is a 
definite margin of superiority which is the 
substantial and worthy basis upon which 
the outstanding leadership of Barnet has 
been established. 


LEATHER CO. 


TANNERIES, WOBURN, MASS., & LITTLE FALLS, N. Y. 
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BUY. 


“Queen of all operas” 
Conceded to be the best fitting 
and best selling pump in popular 
priced footwear ! 
Always CARRIED IN STOCK 
in every desired leather and ma-#> 
terial! PRICES ON REQUEST @& 


“If it’s good enough to copy, It’s out enough to buy!” 


_Duane_Shoe ©mpany, 


143 DUANE STREET 





A FAST SELLING CRESCENT PUMP - 


IN STOCK—IMMEDIATE DELIVERY 


Sizes: 22 to 8—Widths: A-B-C 


In Patent, — >: Black 
$3.25 Satin and $3.60 and Brown 


Kaffor Kid Suede 


co 


159 DUANE STREET NEW YORK 





A NEW STEP-IN 


Keystone Goodyear Welts 
All Solid Leather 


IN STOCK 


1795—Patent Lgather, Black Trim, 1794—Patent Leather, Black Trim 
10/8 College Heel 8% to 1l; D 
B-C-D; 3 to 7 . * 
Sizes 8% to 11 Pump and Oxford Carry Rubber Wedge Heels 
Write for illustrated booklet of Goodyear Welt Shoes. 


CONCORD SHOE CO., Inc. 


116 DUANE STREET, N. Y. 


THE NE Wy 


B. Friedman Shogo 
the Fiftielh Yecr ogSu 


HE B. FRIEDMAN SHOE COMPANY, INC vars the 
109 Reade Street, New York City is in the © ‘tieth yegiiheit PoP 

of its existence and is one of the oldest establi: ed whim The bi 
salers of shoes in the New York market. ptrollit 
This concern was established by Bernard Fridman yiqgecU'e 
in 1880 started to make nailed boys’ and men’s - '\oes Jes 
thirty-seven years he was active head of the c 1” Ri 
was responsible for building up the business f di store 
local coverage to an extensive national scope. \[r. Fria The 
man gradually, as his business increased, improv (| the ty — 
of shce featured and each year managed to Pure 
values then before in style shoes at a popular p: The Ri 
3ernard Friedman passed away in 1917 a::-r ha onstant! 
established his business as one of the foremo-: concermgmmemand 
in the New York wholesale market. His s a Mr. L 
Friedman, upon his return from the World \\ in 19)Qgmper toda, 
took over the active management of the concer n 19 enabli 
the B. Friedman Shoe Company to give real cooperat In dis 
meet existing conditions and Leonard Friedman took R “The 
Loew- and Marc Schneider into the firm as partiers. — 
ferchat 


The policy of the B. Friedman Shoe Company 
I i eep a 


been to help the independent dealer to profitab! trash 
dise novelty footwear. In recent years they | great 
ized in shoes to retail at $3.00 and $4.00. For t! threfimther wis 





Black 
Blacl 


No. 3539—Patent Center Strap, ssuack . Brow 
Lizard tip d quarter. Same in No. 3546—Patent Center 

Brown kid Brown Lizard trim- out on quarter and foxé 8 High 
ming. Same in Mat kid and Black in Black velvet and Pat é ign 
Patent trimming. High, Cuban and pent in Black Suede Pat 

Baby Heels. mming. High = Cc 


BLEECKER SHOE CO., Inc. 
138-140 Duane Street 





IMPORTED ENGLISH MADE ‘ 
LEATHER BOUND BROADCLOTH SPATS 
Four Hole Buttons 
Carried in the tollowing colors: 
Light Gray, Medium Gray, 
Light Fawn, Medium Fawn. 
SIZES 6 TO 12 


$2.25 PER PAIR 


IN STOCK—IMMEDIATE DELIVERY 


Also domestic Spats in stock 
from $1.00 per pair up. 


BLOG SHOE COMPANY, Inc. 


147 DUANE STREET 








SAKS PRESENTS A NEW OXFORD 
IN A HIGH GRADE TURN 


IN STOCK 


6066—Brown Suede Oxford with Beige Kid 
Piped Brown Kid Saddle. New Brooklyn nar- 
row toe last. 20/8 Spanish Heel. Turn. .$4.85 


6067—-Same in Black Suede with Grey Kid Piped 
Black Calf Saddle 


6068—Same in Blue Suede with Grey 
Kid Piped Blue Kid Saddle....$4.85 


6069—-Same in Green Suede with Gold 
Silk Kid Piped Green Kid Saddle, $4.85 


The above carried in Widths AA to C. 
6066 


H 
\44 DUANE NS < C0 


NEW 
“1 ITSNEW= HAS IT" YORK 
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Shoguompany, Inc., in 
cr gsuccessful Business 


ars they ave been featuring imported sandals as well as 
cir popu!’ line of domestic shoes. 

The busivss has grown so rapidly that they now own 
strolling snterests in several large factories which manu- 
Lcture a ; »pular grade of ladies’ novelty footwear. At 


‘, ea 
tieth veg 


is ied whol 












ng Be present time they not only occupy the entire building 
.pany 109 Rea Street but are forced to use large outside space 
. " r storage and shipping. 
[r. Fre The many years otf shoe experience and the intimate 


i heal ssociation ith merchants and manu facturers has enab'ed 
“@. B. Friciman Shoe Company to give real cooperation 
dealers a] exceptional value in footwear. Their slogan. 
The Right Shoes on Time” exemplifies their policy of 
havingmonstantly C.signing new shoes to supplv an ever-increasing 
concerimemand for style numbers to retail at $3.00 and $4.00. 
Leonari& Mr. Leonird Friedman is firmly convinced that the job- 
in 19\Qqmper today is furnishing a much needed service to merchants 
In nga enabling ‘hem to buy in-stock merchandise as needed. 


operat In discussing this he recently said, , 
k Robe “The independent merchant of today realizes the imprac- 
rs, icability of stocking large quantities of novelty footwear 
- ferchants, through buying from the jobber, are able to 
keep a mucl) smaller stock and one which they are able 
Merchayio freshen vp constantly with new styles. This results in 
* Speci greater turn-over and much larger profits than would 


past threilitherwise be possible.” 


FRIEDMAN FEATURES FOR FALL 






ss —_— 
The Right Shoes on Time 


Black Patent, Black Lizard Trim 
Black Ooze Calf, Black Patent Trim 


Brown Qoz Calf, Brown Kid Trim 





High, Cuban and Baby Heels 
Sizes 3 to § 


Iong Vamp only B and © Widths 
Kid Lined All $2.85 


B. FRIEDMAN SHOE CO., Inc. 


109 READE STREET ESTABLISHED 1880 












RK MA 









clan 
a 
lin a bungee it 

THE SEASON’S SENSATION! 


To Retail a. $2.95 
AE biggest novelty number we have ever had! 
We have sold more pairs of this style than any 
other shoe we have had in stock! 
A Dull Mat Kid Billie Tie 
with high tongue effect. Patent 
Leather Trimming on Vamp. 


RK 7 em am 


Wire or mail your orders now! 
IMMEDIATE SHIPMENTS 
18 and 36 pair lots only 


DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes under Market Prices” 


H adquarters for Mail Order Houses, Department Stores and Burgain Basements 














RE you alive to the real opportunities to be had in to-day’s 

all year field of leather slipper merchandising—to the de 
mand for keenly styled slippers, colorfully trimmed and tailored 
in the New York manner ? 
Carried in Vici Kid with Patent Over 
lay; Lotus Calf with self collars; in 
Brown, Green, Blue, Red and Black 
Heavy Lemon Upholstery wool felt 
linings, Soles to match uppers. Solid 








counters, 


‘MM PRICE 
82.25 


Sizes: 6 to 12 


POWELL & CAMPBELL 


{22 DUANE STREET Established 1879 















ey Z 
g — ws 


4) 
oy N exceptional line of slippers ®> 
e@ designed to meet every pos- 
sible requirement of merchants 
throughout the world. In stock now. 


Also “Chanteclair,” the outstanding 
line of French mules. 

Sy Both the products of the & 
Aa oN 
A” : DE DANY ov 
ys GOLO SLIPPER COMPANY Q 


~ ~ . . i ola a »° 
> 129 DUANE STREET Sy 





BETTER SHOES AT LOWER 



























$2.25 





$2.25 


109—Patent, Suede Trim; Same _ in 
J Brown Suede, Brown Lizard Trim; 
= with Kaffor Kid Striping. French Black Suede, Gunmetal Patent Trim; 
ee Hich, Baby, Cuban and Col- Brown Lizard, Suede Trim French 
lege 10/8 Heels, Corded. High, Baby, Cuban Heels. 


EB ABOVE SHOES WILL COMMAND HIGHER PRICES. 


LEVEY BROTHERS SHOE Co. 


145 DUANE STREET 











1082—Bla Patent with Gunmetal 
Patent Striping; Same in Black Pat- 


















3007 
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THREE EYELET BLUCHER = 


Biack Kaffor Kid with Black Java Lizard 
122—19/8 Spike; 23—15/8 Junior 
Black Suede with Black Java Lizard 
124—19/8 Spike; 125—-15/8 Junior 
Brown Suede with Brown Java Lizard 
126—-19/8 Spike; 127—15/8 Junior 
Brown Kid with Brown Lizard 
28—19/8 Spike; 129—15/8 Junior 
Black Fox with Gunmetal Patent 
130—-19/8 Spike; 131—15/8 Junior 
Brown Fox with Brown Kid 
132—19/8 Spike; 133—15/8 Junior 





Ris: BO Be cicicccndvus 823.00 





J. WEISS SHOE CO., Inc. 
137 DUANE STREET 
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COLOR 
LIST 


Color 
Color 
Almora Color 
Prado Brown Color 
Café Beige 
Havana Brown Color 
Color 
Color 
Color 


Color 


Beige Clair 
Suntan Beige 


Color 


Java Brown 
Light Blue 
Dark Blue 
Gray 


27 
38 
54 
100 
50 
75 
79 


\ tandardize on 


E vans Brands 
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With pride, and confidence, we present our 
version of next Spring’s color picture. in 


PEACOCK Aniline Dyed Colors. 


The production of Peacock aniline dyed 
colors is highly “specialized.” 


Philadelphia Boston 


Cincinnati 
































SO a ERNE a 
















at our —a special unit plant. And behind all this the basic EVANS pur- 
re. in —a special color expert in charge. pose to make leathers that develop and ex- 
—a special crew of operators who work tend customer confidence, season after 
au only on Peacock Colored Kid. season—year after year. 
y : : : 
” —a special selected class of raw skins. Your ready reference pad of Peacock 


Spring Colors is awaiting your request. 


om JOHN R. EVANS & CO. St. Louis Milwaukee Rochester 
CAMDEN, N. J. 


The entire line of Evans Leathers including 


RUBY KID—PEACOCK COLORS AND MAXIMUS PATENT LEATHER 
will be on display at Booth 20 
Tanners Council of America Exhibit, 
Hotel Astor, October 14-15-16 











yes 


Leather 
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Visit Our Booth at The Official Opening of 1930 Spring and Summer Leathers 
HOTEL ASTOR, NEW YORK - OCTOBER 14 and 15, 1929 





SETON LEATHER CO NEWARK 
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The Story of ‘Two Stores 
that started side by side 




















“¥*HEY STARTED in the same 
block together —-two brand - 
new stores. It was in the “good 
old days” when merchandising was 
largely guesswork. These two 
merchants were no exception. 

They “guessed” they'd take such- 
and-such a bill of goods from the 
drummer. They guessed what their 
customers would buy. 

They guessed how mutch stock 
they had on hand. They often 
guessed at what they’d taken in and 
paid out during the day. 

For three years they moved 
along evenly. Each merchant built 
up a fair trade. Each made a fair 
profit. Both. felt that sometime 
“things would break” if only they 
kept on the job and gave their cus- 
tomers what they asked for. 

Then along in their fourth busi- 
ness year, there came a change. 
One of the merchants said: 
“Guessing is a fair gamble when 
everybody’s doing it—but the 
guesser hasn’t a chance when he 
bets against competitors who put 
their money on known facts.’ 

And so he started studying the 
methods of other merchants—of 
more successful merchants. He 
studied every bit of printed matter 
he could find that dealt with success- 
ful merchandising. He applied the 


things he learned to his own store. chants as J]. C. Penney, W. T. 
the Grant, the late Col. David May, 
Joseph Chapman, Edgar J. Kauf- 
mann, J. W. Knapp, Clayton Pot- 
ter, Charles Milgrim, and others 
equally well known. 

Here are a few of the problems 
which the Course will help you 
solve: 

How to collect past due accounts 

How to move slow stock 

How to advertise 

How to increase the average sale 

How to increase employes’ inter- 

est in the business 

Better window display 

How to meet chain store com- 

petition 

How to meet mail-order com- 

petition 

How to conduct a special sale 


Gradually a difference in 
two stores began to be evident. 
One remained the typical old- 
fashioned store, while the other 
started to take on a more modern 
aspect. 

Five years passed. One of the 
stores is now doing a thriving busi- 
ness. Its owner is one of the big 
men of the town. The other store, 
with its easy-going, old-fashioned 
proprietor, held its last sale a few 
weeks ago. Today a “For Rent” 
sign is hanging in the window. 

What the Institute offers 

Retail merchandising has been 
brought to a point at which it may 
fairly be regarded as an exact 
science. It is governed by rules 
and conditions that can be charted and many other important phases 
with reliable accuracy. The formu- of entities aie ‘ 
las for the success of a retail busi The story of how this Course 
ness can be set down as clearly to- will increase your profits is told in 
day as the architect drafts his plans on interecting booklet called 
for a building. “Progress and Profits.” This book 

This is done by the Alexander is free. We will gladly send you a 
Hamilton Institute in a new Service copy. We urge you to mail the 
Course entitled Modern Merchan- coupon promptly, as the edition is 
dising. limited and the demand for copies 

Through this is great. 

Course you can row 

learn in a short time = = 
the intensely practical | | ALEXANDER HAMILTON INSTITUTE 
ideas of such mer- 291. Astor Place New York City 





Please mail me, free, a copy of “Progress and 


Alexander Hamilton Institute |) 2%" 


Executive Training for Business Men 


Position 


Company 




















Business Address 


Iv Cawana, address the Alerander Hamilton \Mogers] Institute Ltd., C. P. R. Bldg., Toronto 
IN AvS9RALIA, address the Alerander Hamilton Inst. of Australia, 1 1¢ Castlereagh St., Sydney 
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The bracing, 
of PONTI-PEDS§s 
styling. Aptlyhi 
taste and require 
look and 


These 
Styles 


IN 
STOC 






































Medium Dark Brown Kid. 4-Eyelet Tie. Arch Sup- 
rt. Brown Rajah Tongue and Underlay. Com 
ination Last. 14/8 Leather Heel. Uskide Top 








tt 
Last 124. e 4% 10 Days al 
No. 2026—Same in Black Kid............ $4.25 iti 
50c. extra for sizes 9% and 10. " 3% 30 Days tt 
AAA 5%— 9 B 4%—10 
AA 5%— 9 C4 —tI0 







A 6 —10 dn4 —tH 
‘ —N STOCK 












No. W2464. .. . 85.00 
Brown Suede One Strap. Rajah A; 
plique. Arch Sapport. Combinati 
Last. 14/8 Wood Heel. Last ; 


No. 2024—Same in Black Py 














No. 2025—Same in Black pre 
afl 






























No. 2030—Same in Black Ki 7 
$4.50 Bla 

AAA 5%—9 B 4%) Las 
AA 5%—9 (4 124 
A 5 —9 D4 We. 
in No.2 AA 

onl AA 

IN STOCK 4 

No. 

Sam 

Kid 





No. 2068... eo 
Black Patent Leather. One Strap. 
Side Buckle. Black Suede Underlay 
Areh Support. Combination Last 
14/8 Leather Heel. Uskide Top Lift 
Last 138. 


No. 2075—Same in Black Kid with 






PPR nS Cine Sa eR 















. Kaffor Kid Underlay......... $4.25 
6 a Rte ed ee ae lee Did ama $4.25 No. 2431—Same in Medium Dark } 
Black Patent. Cutout Tie. Arch Support. Com- Brown Kid with Brown Suede Un- j 
bination Last. 14/8 Leather Heel. Uskide Top GRP .wccvvccéeevececs . 84.50 







Lift. Last 124 













AAA 5%—9 B4%—9 
No. 2278—Same in Medium Brown Kid.....84.50 AA ae Cc amr 
No. 1678—Same in Black Kid............ $4.25 a 8 7 oe = 
AAA 5%— 9 B 4%4—10 IN STOCK 
AA 5%—9 C4 —10 
a 6 —10 D4 —10 
50c. Extra for Sizes 94% and 10 










IN STOCK 






Boot 
om 
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ittuned to both the 
irements of women who 
ndfeel at ease. 


. Pon [lacy 


|Pontiped 


The most rapid, most sizeable and most certain 
growth of public demand in the women’s shoe field 
is on practical arch support welts. 














Let Pontiac help you grow stronger in this depart- 
ment. 


Styles that make particular women happy, in 
shoes that make their feet happy. 


IN-STOCK service that you can bank on. 
Write for IN-STOCK catalog. 


. vr 
Black Patent Tip and Quarter. Combination ‘ Oxford. ‘an Para Calf Tongue and Trim. Com 
Last, 14/8 Leather Heel, Rubber Top. Last f bination Last. 12/8 Leather Heel. Uskide Top 
124. ‘ Last 129. 
Me. . 
ie, extra for sizes . nto S 4 g No. 2128—Same in Black Eric Calf. 84.15 
=) a 
Cc 3—10 | fim. > al No. 2111—Same in Black Patent... 84.15 


D 3—10 VA es Se cooai F IN STOCK 


The PONTIAC SHOE MFG. CO. 


PONTIAC, ILLINOIS 
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Diamond Brand Visible Fast Color 
Eyelets simplify lacing, allow the 
upper to snug down comfortably 
to the instep and preserve the style 
lines of the upper. Customers ap- 
preciate these advantages. Quality 
shoemakers never neglect such an 
important detail as Visible Eyelets. 
Color No. 300 harmonizes perfectly 
with dark brown leathers. 
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LOTUS 774 — Unique construction 
makes the famous ‘‘Veldtschoen’’ 
water-proof. It is literally a shoe 
within a shoe. Constructed of 
Martin’s brown Zug leather, it will 
wear from Freshman year to gradua- 
tion—and longer. The shoe for the 
country, for wet city streets, and 
for golf, when studs have been in- 
serted in the generous sole 


These qualities 


mike the Lotus what tt is— 
Premter Shoe of England 


In the Lotus Shoe authentic and permanent smartness and defiant service are far 
from accidental. They result from the traditions of generations of fine shoe making. 


Lotus Shoes are made from selected leathers of the greatest European tanneries. 
In those unseen places of the welt, the counter, toe puff, insole, lining—the 


materials are always the best, the linings and leathers best, with workmanship 
supreme. Illustrated are some of the Lotus Scotch-grain shoes. These are made 
over rocker bottom lasts in order to reduce creasing and eliminate “biting”. These 
Lotus Scotch-grain shoes will give your customers almost unbelievable wear, 
earning their respect for your store and your merchandise. Their appearance will 
even improve with age. And in comfort they are glove-like from the start. Lotus 
Shoes are advertised nationally in publications which appeal to your better trade. 
Mr. Douglas B. McIntosh, of Lotus Shoes, Inc., will answer inquiries in regard to 
the sales opportunities in this fine line of shoes. Lotus Shoes, Inc., 130 West 42nd 
Street, New York City. (Lotus Shoes retail from $14 to $20.) 


LOTUS 479 TAN and 480 BLACK 
—To be well dressed without con 
spicuousness is a high attainment 
This shoe is the choice of men with 
such an end in view. Quiet and 
distinguished, medium-weight, made 
of Martin's Moor calf Made for 
the conservative but knowing business 
man. Surpassingly comfortable 


IOTUS 775 TAN and 777 BLACK 

Here is the same comfortable, out- 
door last that has met with so much 
favor in the ‘‘Veldtschoen.”’ This 
lighter shoe of Blucher pattern is 
fashioned of Secotch-grained leather 
It has a tremendous following anong 
the college trade and among business 
men as well. 


LOTUS SHOES 


Made in Northampton, England 
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Your footprint in leathe, 


in the 


feature shoe 
on the 
market 


If you are featuring Ten Dollars—here’s the best Ten 
Dollar Feature shoe on today’s market just waiting your 
order. To all our good customers we say—“Prepare for 
our expansion plans soon to be launched on a national 
scale, which will make this Ten Dollar Feature Line the 
real profitable line of the present and future.” 


No. 1161 In-Stock Nov. 1. A new catalogue of our com- 
plete In-Stock Line is now ready. 


The MATRIX Shoe 


FOR MEN 


Made Under Authority and Supervision of E. P. Reed & Co. 
of Rochester, N. Y., Makers of the Matrix Shoe for Women, 


by 
ALDEN, WALKER & WILDE, Inc. 
Rockland, Mass. 
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a. is usually exciting 
but not, invariably, fun. 
Especially in the shoe business! 


Bets placed on KANGOLA can’t 
go wrong. Shoes of this leather 
are featured by the smartest 
shops. 


The customer, after wearing 
them, backs his dealer’s good 
judgment. KANGOLA business 
repeats because it gives the 
greatest all-around satisfaction 
in wear. 


REG.U.S. 


C.D.BROWN @ CoO. Mic 
Rochester, NY. 








— 
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Shoes Made of Z 
Schmidts. Eric Grain 


are ‘included in the ee 
lines of leadinghigh — 
class manutacturers. 
This leather, which has — 
long been recognized 


for its attractiveness, is 
available in all the new 


ESSERE SE aS 2 RR RNA Re A LRT Sede OER et 


_ Shades tor the coming 
season. 


Swatches will be gladly 


furnished upon request 


Carl E & honidh O (0, 


—~—— 


DETROIT 
the Schmidt Ce alt Leathers 


Our full line of Colors on Display. Joint Styles Conference, 
Oct. 14-15, at Hotel Astor, New York City 
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Men Patent Opera ; Over- 
lay Trimmings, Solid Counter: 
Leather, Felt or Satin Lin- 
ings 


“SLIPPERS OF MERIT” 


SPECIALISTS IN QUALITY 
POPULAR PRICED 
SLIPPERS 
PROVEN SELLERS 
PROFIT 
MAKERS 


No. 7913 


Men's Colored Kid Opera; 
Overlay trimmed, Wool Felt 
Linings, Solid Counter styles. 
Popular Priced Volume Men's 
slippers. 


KEENLY STYLED FOR Fast SELLING 
Dricew For Reat Prorirs 


“Kozy Komforts” 
merchandising and opportunity for Real Profits. 
find Guaranteed Quality—Keenly Styled Patterns; 


and Woolskin, Sheepskin Slippers, styles to your Own Requirements; 
A SLIPPER STYLE FOR EVERY DEMAND. 


No. 28263—W omen’s Colored Kid 
“Gypsie  Bootee, yood 
Heels, Woolskin Cuff and 
Trim. A_ sure Winning 
Fall and Xmas Style. 

> 

Write for Complete 


Catalogue 


Richards | 
Street 
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Leather Slippers offer you a Newer and Greater field in 
In Kozy Komforts you will 
Wood Heels, Padded Soles 
with 
Investigate this Outstanding 


QUALITY-POPULAR PRICED LINE TODAY 


“Kozy Komforts” are All Year Items. 
Show-Displaying Creates that Extra 
Sale with PROFITS. 
dising plan is alive and awake to 
your possibilities for Added Profits. 
Write for it today. 


Our Merchan- 


Colored Kid 
D'Orsay: our largest vol- 
ume producer All colors 


“IN STOCK SERVICE” Sy 3 alias 
ASSURED ALL STYLES a 
WOOLSKIN and SHEEPSKINS 


- e Mig. Co, Milwaukee 


No. 28783—Women's 
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Excelsior Style Leaders that wil 


x Boys’ Shoes in 
58 Different Styles 


Here are six of 58 of the fastest selling $4 
and $5 retailers we ever made. Shoes that 
won't stay on the shelves long enough to ge 


pene: th dusty, and sell at a price that means worth. 
ucber xford, rmestrong cor »x. ne. p. ateh + . ° 
$3.35 while profits to you. Sell to the boy and win 


eyelets. Leather heel. Price, $3.35. 
Style No. 8S 3204, Same as above, in black calf 
Price, $3.35. 


the family. 


Style No. S 3195. Boys’ Black Grain Blucher Oxford. 
Azmesrene cork box. Match eyelets. Leather heel. Price, 
“Style No. §$ 4195. Same as above, in brown grain 
Price, $3.35. 

" Style No. 1468. Boys’ Medium Shade Brown Veal 
Blucher Oxford. Armstrong cork box. Nickel eyelets 
Price, $2.75. ‘ 


Style No. 468. Same as above, in black veal. Price 
75. 


Carried in stock, C and D widths 





A GOOD LUCK 
COIN WITH 
EVERY PAIR 


le No.°4224, Boys’ Brown Grain Blucher Oxford 
rown veal trimmings. Brass eyelets. Armstrong cork 

box. Price, 85. 
1 a No. 3224. Same as above, in black. Price 


Carried in stock, C and D widths. 


Style No. 469. Boys’ Black Veal Blucher (sford 
Armstrong cork box. Large match eyelets. Price, $2.75. 


Style No. 1469. Same as above, in medium ade 
brown veal. Price, $2.75. 


Carried in stock, C and D widths. 


IN STOCK 


Style No. § 1069. Gents’ Black Calf Blucher Ox- . 
ford. Armstrong cork box. Match eyelets. Price, $2.75. ° 
Style No. § 2069. Same as above, in medium shade '} 
brown calf. Price, $2.75. I HE E K ( E I S] 
Boys’, sizes, 1 to 6, B-C-D widths. Gents’, sizes, 9 to 132, : 
C-D widths, unless otherwise listed. 
es AUTHORIZED MANUFACTURER OF OFFICI! 


All 1 bend soles, unl 
ae on er BOY SCOUT AND SEASCOUT SHOES 
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vilgmash Competition and Boost Sales 


40 Sales Opportunities 
in Men’s Shoes 


These styles are a few of the best $6 retailers 
you ever handled, and there are 40 varieties 
in stock. They are bound to sell because Style No. 8185. A heavy, stzlleh Brogue, bullt_in 


brown Scotch grain, which will withstand hard wear 
Made on a comfortable broad toe last. Stitched and per 
heavy oak sole, flanged leather 


they are better than your customers ever ex- Sock, aembeslt bet’ ten tage Uinad epciots, Fries, 400. 


Style No. 7135. Same style as above, in black 


Seotch grain. Price, $4.00. 


pected at the price. Striking designs that vn a ko ate as Gin 6 


command attention. 


Style No. 7100. An unusually attractive young men'> 
MANUFACTURERS model, in a high gloss black calf with Scotch grain saddle 
and vamp overlay. Medium full edge extension, leather 
heel, blind eyelets, semi-soft box toe. Price, 0. 
Carried in stock, B, © and D widths. Sizes, 6 to 11 


Style No. 8216. A smart, popular number in medium 
shade brown calf, styled to meet a popular price range. 
Rolled tip with harness stitching, four rows stitching on 
quarter. Armstrong cork box, leather sole, wide edge 
extension, rubber heel. Price, 50. 


Style No. 7216. Same as above, in black calf 
Price, $3.50. 


Carried in stock, B, © and D widths. Sizes, 6 to 11 


Style No. 8256, The season's newest Brogue. Medium 
broal last, made in the latest shade of rich brown Tony 
maple calf. Attractive blucher pattern, smartly detailed 
on quarter and tip stitching, semi-soft toe box, leather 
sole, medinm edge extension, half rubber heel, large match 
eyelets. Price, 00, 

Style No. 7256. Same style as above, in calf. Price 
#4.00 


Carried in stock, B, © and TD widths. Sizes, 6 to 11 


Style No. 7078. A model designed for the smart, 
colleginte type. Made of black calfskin on a comfortable 
broad last. Fancy stitching and perforations, wide extension 
elge, leather sole, flanged leather heel, large blind eyelets. 
Price, $4.00, 


Style No. 8078. Same as style above, in rich dark 
brown calf. Price, $4.00. 


Carried in stock, B, C and D widths. Sizes, 6 to 11 


Style No. 7255. A wmodified balloon last that is ex 
tremely popular with the young men Detailed in high 
gloss black calf in the latest style, with special stitching 

—_— on quarter, saddle and tip. Broad edge extension. Flanged 
wea, 
% 


m leather heels. Oblong matched eyelets. Semi-soft toe box 
Price, $4.00, 


Sty No. 8255. Same style bo i ch, ' 
Portsmouth, Ohio, Vv. S. A. gloss teown calf, Price. #4 00. ee ae = 


Carried in stock, B, C and D widths. Sizes 6 to 
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CREATIVIE 


ESSEX CREATES 


STILL HIGHER STANDARDS OF PERFECTION 


THE A LO PROCESS 


Where ordinarily processed reptilian 
leathers show two color tones at most 
—the Hilo Process produces three or 


four;— it is distinctly— 


—the last word in lifelike reptilian 


grain reproduction, 


—affording also a never before at- 


tained high surface brilliance. 


Having once seen the evident advan- 
tages of the Hilo Process, you will 
never be content with anything less 


perfect. 


Remember—the Hilo Process can 


only be had in ESSEX LEATHERS. 


Samples sent promptly, but only on 


request, 


ESSEX TANNING CoO., INC. 


PEABODY, MASS. 
LTTE LAE LORE IBM LI 


CRAFTSMEN - IN - GHROME - CALFSKIN 





Exclusive proprietors for U. S. A. of TARSO PHOTOGRAPHIC PROCESS 





grain and colors. 


which assures the most perfect reproduction « 
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CUSTOMER 








I'm 
back 


again! 


You couldn’ t coax 
my feet into 
another store 


‘C AY, if this store ever closed 

up, my feet would be or- 
phans. Why, I’ve been coming 
here so many years they just 
head for this place like homing 
pigeons. Comfort does the 
trick! Oh, I appreciate style 
and price all right, but it’s com- 
fort that keeps the feet friendly. 
and that’s what really counts. I 
haven’t had to break in a pair of 
shoes for years! Why should I? 
I'l leave all the hard-boiled 
shoes to the fellows with cast- 
iron feet. As for me, life is too 
short to spend good time and 
money buying shoes that make 
me weary.” 

. ek @ 


The customer who comes 
back! He’s the man who pays 
your expenses and your profits. 
He’s the man who builds your 
business. Transient trade may 
come and go but the store that 


CONFESSIONS 





builds up a clientele of satisfied 
customers may well go on for- 
ever. It’s expensive business 
continually winning new custom- 
ers, but there’s very little cost 
connected with selling to old cus- 
tomers. They sell themselves. 





They even help your sales to 
others. 


Every customer looks for 
comfort. Most of them want 
style, too . . . style that lasts as 
long as the shoe. Offer them 
shoes equipped with Armstrong’s 
Cork Box Toes and Counters. 
Such shoes are _ foot-friendly 
from the try-on until the shoes 
are worn out. Such shoes never 
look old, either. Armstrong’s 
Cork Box Toes and Counters are 
light and flexible, yielding easily 
to every foot movement. But 
they’re also sturdy and hold 
every shoe line right in place in 
spite of wear and weather. 


Join the nation-wide company 
of modern shoe merchants who 
have discovered the comfort- 
style way to greater profits. 
We'll be glad to send you a list 
of prominent shoe manufactur- 
ers who feature Armstrong’s 
Cork-Comforts in their shoes. 
Then send for a few sample pairs 
and test them in any way you 
wish. You'll find that shoe com- 
fort is a profitable item to carry 
in stock. 





ARMSTRONG CORK 
COMPANY 
Specialties Division 
Lancaster, Pa. 

Boston, Mass 197 South St. 
Milwaukee, Wis..811 Majestic Bldg. 
Cincinnati, O 1017 Broadway 
St. Louis, Mo.....204 S. Third St. 

11 Brant St. 
1001 McGill Bldg. 














ARMSTRONGS CORK 
BOX TOES avd COUNTERS 
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Infants’ Flexible Shoes! 


—built in beautiful styles with 


Soles that Won’t Come Off! 


—attached by pneumatic pressure to shape and hold the soles in place 
during the drying of a SPECIAL DU PONT WATERPROOF PYROXY- 
LIN CEMENT, which holds the uppers and soles permanently together. 


Send for Samples 


No. 70098—Patent; Champagne No. 7027—Champagne Kid, Lizar 
Lacing Trim. Elam Compo. Trim. Elam Compo. 


We worked patiently for more than 10 
months on the COMPO Process for 
Infants’ Shoes. We perfected this shoe 
and every day we are adding new and 
large customers to our list of delighted 


No. 8005—Patent; Beaver Kid 


No. 8012—Patent; Champagne buyers. 
Top; Elam Compo. 


Top; Elam Compo. 


Tackless! Stitchless! Threadless! Smooth Soles! 





Don’t Cling to Tradition! Buy IMPROVED Footwear! 


ELAM 


@me() 





—had Seams, Stitches, Wax —has Perfectly Smooth Soles 
and Lumps also an uneven Inside and Out. No thread 
surface to hurt the _ soles. or metal to hurt tender little 
Not necessary now. growing feet! 











F these weren’t the best Infants’ shoes made we 

wouldn’t urge you to try them. We never made 
shoes nearly so good—you'll be more than satisfied 
with them. 


F. S. Elam Shoe Company, Inc., Manufacturers Rochester, N. ¥. 
Samples on display Boston Office, 532 Statler Building | 
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RUBBER 
SOLE 


ALFRED HALE RUBBER COMPANY 


ATLANTIC, MASS. 
ESTABLISHED 1837 
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THE STANDARD 
OF OVER 
HALF A CENTURY 
REALLY MEANS 
SOMETHING 
IN 


RQ 





EARS of experience have given 


Standard’s tailors a know. 


ledge of exactly how to cut and style 


a spat for perfect fit... for distinctive 
appearance ... for smartness of fabric 
and of tailoring unequalled by any 


other spat maker in the world. 


These are not superlatives ; they are 
the cold facts that well-dressed men 
know ...and the reasons why they 
ask for STANDARD SPATS. 


Best —and best sellers. The STANDARD SPAT line 
includes a comp!ete selection of fine spats to retail profit- 
ably from $1.50 to $5.00. A stock department is main- 
tained for your conveniencé. Send for descriptive price 


list and details of our national advertising campaign. 
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HARCO 


PLANTATION FINISHED 
CREPE IS THE BEST FOR 


SPORT FOOTWEAR! 





The growing popularity of Harco soles 





shows that more manufacturers are finding 
this true each season. We are moving into 
larger quarters to take care of the increasing 


demand of the trade. 





Practically all rubbers are plantation rub- 
given bers, but if you wish to obtain the real gen- 
uine plantation finished rubber, you should 
specify the word “PLANTATION FIN- 


ISHED.” 


NOW: 


| style 


nctive 


2O- +4 P+ 2 fw 


/ HARCO crepe soles are strictly ““PLAN- 
fabric TATION FINISHED” and cost no more 


+ any than the ordinary kind of crepe soles. 


y are 
| men 


they 


T line 
sof it- 


main 


aign. 


HART WELL-HARTLEY CO 


10) =) ») ot ae dO) DU Ol 
MALDEN - MASS. 





5, 1929 
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3 Important Essentials 














For Successful Shoe Store Operation 
Now Given You In 
American Interlocking Shoe Store Chairs 


More and Better Trade—Customer Confi- 
dence—Greater Profit— American Inter- 
locking Shoe Store Chairs contribute these 
3 major essentials to build up your shoe 
store business. Your store takes on an air 
of distinction when “American” equipped. 
Is made attractive —inviting to more and 
better trade. For “American” Chairs 
provide that atmosphere of refine- 





building beauty, comfort and utility into 
shoe store chairs, Cur engineering and 
draiting departments are at your disposal. 
Write us, furnishing dimensions of your 
store and general layout. We will submit to 
you, without obligation, a seating plan that 
will give you greater seating capacity and 
add greatly to the decorative effect. 


ment which discriminatingshop- = ==, Free 32-Page Book 
pers seek. Build that customer Neve, Styles A free copy of this helpful and 





confidence so necessary to repeat 
business. Reflect sound manage- 
ment and better values. The result 
will be a bigger profit that makes 
possible successful shoe store 





NO 
op SEAT 





practical book, “New Styles in 
Shop Seating,” will be mailed to 
interested shoe store owners and 
managers. 32 pages of seating sug- 
gestions for modern shops. Shows 


operation. theta Gaecent the way to better trade and pres- 
For fifteen years we have been “active stvies and tipe, Write for a copy, today. 


American Seating (Ompany 


1060 Lytton Bldg. 


BRANCH OFFICES 








Chicago, Ilinois 
New York: Rm, 600; 119 W. 40th St. 
Boston: Rm. 304, 69 Canal St. 
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WARNING!!! 
To Makers and Users of Buckles 


We are going to take legal action against anyone who is infringing on 
our Hook Bar, patented in July, 1922. Proper license for use of this 
Bar can be obtained from 


C. & G. MANUFACTURING CO., 


Pat. No. 1,419,034 


61 Peck Street 


SSMS SSSSSSSSSNNSLLLLANSASAN 


y 
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yy nm SHOE co. 
LF?” gre Mm 1OE Co. 


OO BOMUOR EEE 


Here’s 


a shoe that 
will increase 
your 
SALES and 
PROFITS 


BU JOHOR 


Lace Turn; Champa 
1 to 5 SL. 15 


Order No. 147—Patent, 
Top; Patent Lace Trim; no Heel; 
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Here’s a wonderful “side line!” 
expenses selling ‘Sunbeams.” 


SALESMEN! 
Make your 
Write. 











OEROTTOTIO NOLO 


ayo 











Holds price 
cards, large or 
small, in any 
desired position. 
Per Gross 
$2.95 
Extra discounts on 
quantity lots 


Send for circular 


R. ORTHWINE 


344 W. 34th ST. 
NEW YORK 


WA) 


Maize Shoe Co., Mfrs., Rochester, N. Y. 


RHINESTONE SHOE ORNAMENTS 
and other Up-to-Date Novelties 


~~>SSSSSSSSSSSSSSSSVSSSSSSSVSSVSVVsssy aS SSS SSS SSS SSS SSS SS SSS SSS SSNS SS SSNS 


WON NOLO G/ O/C C0) COTO ROR OROMOROM OI OE COT 


Vi@\BY@\IYe\h/@\t/@\\7a\l 7x /e\tl 





N@Vi (aN RYaN Ie TO\IVaN ON 10\ 7 \tyeXty 





INC, 


Manufacturers of 


Providence, R. I. 











MANUFACTURERS’ | ‘OWN | STOCK. 
BUY DIRECT FROM MAKERS. 
NO JOBBERS. NO MIDDLEMEN. 
GENTS.—B. C. D. Widths LADIES.—A. B.C. D. Width 
Tan and Black- - 12.25 Tan and Black - ¢ 11.25 
Tan Field Hoots Tan and Black 
ian Jodbpurs - Jodhpurs - 


CHILDREN’S RIDING BOOTS. 
D. Width - + 9.75 and 11.00 


MANFIELD & SONS 


1629 Chestnut St. 
PHILADELPHIA 


IN STOCK 


SEND FOR CATALOGUE 


7.75 


























“Good as Old Wheat”’ 


That’s what our customers say 

about Greeley Boudoirs. in 

black and colored leathers, 
with leather or rubber 
heels as you prefer. Your 
jobber should have them 
but if he does not—write 
to us. 


A. W. GREELEY 


42 Duncan St. - ~ Haverhill, Mass. BK 
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the choice 
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meticulous 
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Boor anp SHOE 


RUEPING'S 


OHAWK CALF 


Same last—same pattern—same shoemaking exactly. Put one 


pair of shoes made of Rueping’s Mohawk beside another pair of 
“just good calf” and ask your customer to choose between them. 
You will find that the public is leather conscious—that the fine 
qualities of Mohawk are apparent on the surface. And, as you 
know, they go right through. No matter how good the shoes, 
Rueping’s Mohawk Calf adds salability and stay-sold-ability. 


Swatches on Request 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


BOSTON MILWAUKEE CINCINNATI ROCHESTER SAN FRANCISCO 
MONTREAL ST. LOUIS NEW YORK LEICESTER, ENGLAND 
PARIS, FRANCE MILAN, ITALY FRANKFURT, GERMANY 


REcoRD 
combining Tue SHom RETaiLer, Oct. 5, 1929 91 
























Spring, 1930 


howe for 














No. 850 Camellia —a pale beige 

No. 800 Ormond —a champagne beige 

No. 950 Ambrosia —a neutral beige 
No. 910-N Beach Tan —a suntan beige 

No. 50 Cocoa —a medium brown 

No. 172 Suanee —a dark brown 

No. 3-N Creole —a golden-brown 





No. 1305 Hydrangea Blue—a pastel blue 

No. 1315 Larkspur Blue —a bright dark blue 
| No. 1300 Grotto Blue —a navy-blue 

No. 1310 Serge Blue midnight blue 


No. 1171 _ Pistache 
No. 1141 Dragon Vert 


No. 1020  ~Violine 














soft light green 
dark green 






medium purple 







tdi dll 


No. 1050 Dark Pansy dark purple 
No. 1225-N Turkey Red bright red 
No. 1400 Acajou deep red 





VISIT BOOTH 11—OFFICIAL OPENING OF SPRING LEATHERS—HOTEL ASTOR, 
NEW YORK, OCTOBER 14th, 15th, AND 16th, 1929; UNDER AUSPICES OF 
TANNERS’ COUNCIL OF AMERICA 















She New Crstl i C,. ti. 


= “5 


Samples by request to p< 1702 - 100 Gold Street, New York 
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-SHACKFORD ® 
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© AULT-SHACKFOR vp 


-SHACKFORD 


-SHACKFORD @ AULT 





@AULT-SHACKFORD@AULT-SHACKFORD@AULT-SHACKFORD 


ANN ELISE—the Youthful Line 
of Arch-Supporting Welts 


Many Dealers are Seeking 





© 
> 
— 
a 
ter | 


-SHACKFOR D 


ARE YOU one of the retailers who have been seeking 
for a smart up-to-the-minute line of extra-value welts— 
arch-supporting—and made by a company you have 
confidence in? 


a ULT 


~ 


Here it is-—the new Ann Elise line for Fall and Winter 
—welts, fashion welts and “Kollege Kick” Types 
planned and patterned for the Great Open Market 
made up of modern, youth-minded women who want 
smart, well made shoes at $5—$6—$7—$8. 


Smart, trim, modern welts with every pennyworth of 
the price put into extra values—and backed by a repu- 
tation for dependability and prompt service. 


“LINV @ @H¥OdAIAIVA SS” 


Write for the Agency Plan 


U.S.PAT. OF, 


a 


F1586—Black Calf Three-Eye- 
let Tie, Lizard Kiltie 
hn 9/8 heel. In 

stock Auburn AA, A, B 

D 8: 4 


ae?; 


LITAV @ @u¥OAMWAIVAS 


0-5204—Black Kid Overlay One- 
Strap 15/8 heel. In 
stock Auburn AA, A, 
B, Cc, D 83.60 




















© AULT-SHACKFORD @ AULT-SHACKFORD @©@ AULT-SHACKFOR D 


M6204—Same in Patent Leather 
with 15/8 Wood heel. 

- stock Auburn AA, 

, B, C, D $3.75 

L8204— is in Brown Kid 


with 15/8 Leather heel. 
In stock Auburn AA, 
, C, D..... 8.98 


AULT 


BOSTON, MASS. 
(Sales Office) 





IN-STOCK ae c 
SERVICE 7186—Same in Brown Calf. 


In mock Auburn AA, A, 
3 D $3.35 
from 


St. Louis and Auburn, Me. 


SHACKFOR 


SHOE COMPANY 


AUBURN, ME. 
(Factory and In-stock Dept.) 


ST. LOUIS, MO. 
(In-stock Dept.) 








AULT-SHACKFORD@OAULT-SHACKFORD@AULT-SHACK 
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SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


ELONGATED SLOT 
PERMITS SLIDING 
ACTION 
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ReEsI1iENcy is as vital to the shank of the shoe as it 
is to the suspension bridge. To withstand the weight and severe 


strain, the Crawford Arch Supporting Shank — like the suspen- 
sion bridge — is constructed so that it will move up and down 
as weight is applied and removed. 

The Crawford Arch Supporting Shank embodies the combina- 
tion of rigidity and flexibility. It is a resilient steel brace built 
into the shoe. A truss, riveted to the under side of the shank, 
keeps it in its original curved shape. One end of the shank is 
slotted and fitted around a split rivet, so that it will slide back 
and forth as the weight of the body is applied and removed from 
the foot, yielding just enough, under pressure, to accommodate the 
natural flattening of the arch. When the foot is raised, it springs 
back into its original position. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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L<=<mm@g COMPLETE WELT Shoes for Children === 


Let growing feet 
grow in comfort 


Note These Nine Features: 


1 Solid leather counters, 
* moulded to our own lasts, 
insure corr ect fitting 5 
qualities. 


Soft, genuine kid quarter 
*linings, lace stays and 
top bands. 
2 Double fleeced inner lin- 
* ings on vamps and quar- 
ters help Chums to hold 6, Flexible inner soles, in- 
their shape. suring correct action to 
develop the foot muscles. 
Steinbrecher Arch Sup- 
port Shanks in the 
misses’, youths’, and Ground cork filler for 
growing girls’ sizes—cor- * cushion resiliency. 
rect support for the arch. 
The Complete Welt—ex- Damp proof soles, double 
tending all around the 8. cua’ wear, non-slipping, 
heel—leaves no_ lasting flexible 
tacks or nailed heels to 
injure the feet. 


Foot Form Lasts, all combination—two widths 
* narrower at the heel than at the ball. 


These features are more than mere talking points. They 
are important contributions to complete satisfactions in 
children’s shoes. Yet we don’t ask you to pay any fancy 
premium on them. You'd look far to find shoes not 
having them that could match Chums in materials and 
workmanship at the price. 


Number 723 


Patent Leather Cut Out Side 
Buckle One Strap. In Stock Sizes 
11%-2, B, C and D_ widths. 


Seowtns Girls Square Toe Last. 
12/8 heel, A, B and C widths. 


Write for IN-STOCK Catalog 


CEDAR GROVE SHOE MFG. CO. 


CEDAR GROVE, WISCONSIN 








ey 


THE JODHPUR 


A RIDING BOOT AS 
ORIGINATED IN INDIA 
It has devel- 
oped a_ great 
vogue with 
really smart 
people. Ours 
are English 
m a d e—direct- 
ly imported and 
made of the 
highest grade 
English leather 
—by crafts- 
men schooled in the art of shoemaking. The 
Jodhpur represents the perfection of fit, style 
and quality. IN STOCK 
B1788—Men’s Tan; Widths C and D; 6 to |! 
$8.00 
B5790—Women’s Tan; Widths A to D; 3 to 8 
7.50 
B5798—W omen’s Bie‘, Widths B to D; 3 to 8 
$7.50 


COLT CROMWELL CO., Ine. 


1239 Broadway New York City 
Catalog of imported riding, field and hunting boots, 
riding accessories and puttees upon request. 

















WARNER SPATS FIT 


e wae er Ee Paty 21 TOR 2 et 


In All Shades 
and Grades 
$10.50 to $30.00 
per doz. 


The most important feature’ in selling spats is 
“Fit.” One pair of poorly fitted spats will kill 
more sales than ten well-fitted spats will create. 
Perfect fitting spats cannot be created overnight. 
for in addition to correct patterns such elements 
as workmanship and experience in selection of 
materials affect the fitting quality of a _ spat. 
Warner Spats are made of the finest spat mate- 
rials available in America. No better quality in 
spats can be bought this side of England. Send 
for our in stock catalog and samples. 


THE W. W. WARNER MFG. CO. | 
217 E. Eighth Street Cincinnati, Ohio | 


Successors to THE BROWN WARNER MFG. CO., formerly of | 
FRANKLIN, OHIO 
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There Are BD 7° od reasons 


ony 


you should visit booth 


at. the 
Joint S. tyles Conterence 


Whether you are interested in Men’s or 











Women’s Sport Shoes—or Children’s Shoes 
—or just Shoes—you will find something 
interesting and worth while at Booth No. 
37, Hotel Astor, New York City, on October 
14th and 15th. 


KEPNER ELK will be featured in all 
shades, some new, some old, but all good. 
This is your opportunity to examine at 
close range a full line of KEPNER 
LEATHERS including Patent Sides in Black 
and colors now being produced in volume 


at our new, splendidly equipped Tannery. 


You see the leather—You be the judge! 
judg 


139 South Street 
Boston. Mass. 


C. D. KEPNER LEATHER CO. 
Branches in New York 


and St. Louis The friendly house of Boston 


KEPNER SPORT ELK 
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STYLES Of 
TOMORROW-> 


InpverenvENt now presents you with more 
actual opportunities to excite customer inter- 
est than ever before — and “‘Billie,”’ pictured 
below, is one of them. 


With all of its originality of design and smart 
combination of leathers, it bespeaks a refine- 
ment and practicalness that will please that 
big group of customers who cannot be sold on 
styles that live for a day. 


Arrange now for a showing of Independent 
footwear, remembering that all patterns have 
been created expressly for the purpose of 
satisfying the demands of definite groups of 
shoppers that comprise your trade. 


Patent Leather Step-In 
Pump, Mat Kid Quarter, 
+ a oe metry bey 
‘ ope 99 ast, 18/ ru 
“Billie Breasted Heel. 
AAA to C Widths 


This pattern may also be 
had in all desirable mate- 
rials and combinations. 


Special Make Only 


wy 


oy 


li. a .-- 
Independent Jhoe Manu 


aint Louir Mirrouri 


Ltd 
aS 








- 


1140 Washington “« @) ey 
) > we 
rie bs ae Db, d 


BRIER 














TO YOUR 
FACTORY 








An 
Attractive Buckle 
Adds Smartness 


to an 


Attractive Shoe 


BRIER MFG. CO. 


PROVIDENCE, R. I. 














Hox AN 
{CHESTERFIELD 


150 West 49° St, sarDaws 8 


sw Youn Cirr 


600 Rooms 


Single Rooms sees... sheee 
Double Rooms ............ 3.00 
Single, private bath ...... 3.00 
Double, private bath ...... 4.00 


Special Weekly Rates 


Circulating Ice Water 


COURTESY . . COMFORT . . CONVENIENCE 
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ANNOUNCING 
NATIONAL ADVERTISING 
IN 1930 
FOR 


TRADE MARK 


To Make the 
Coming Year Bigger 
in Sales for 


DEAUVILLE DEALERS 


January 1930 will initiate a national advertising campaign for Deauville 
Sandals— month after month—in magazines of widespread con- 
sumer influence. 

More than 8,000,000 women read these great magazines, featuring 
Deauvilles for style and comfort—Saturday Evening Post, Ladies’ 
Home Journal, Vogue, Harper's Bazar, Cosmopolitan, New Yorker, 
Photoplay, Smart Set. 

IMPORTANT: Protect yourself when stocking braided leather shoes. 
Consider only genuine Deauville Sandals — stamped on the soles of 
each pair with the name “Deauville Sandals". Trade mark fully cover- 
ed by U. S. Registration. 


GOLO SLIPPER CO. 


129 DUANE STREET ’ ’ NEW YORK CITY 
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This man is out of }] 
FAILURE’S reach > - 


are you still es ote 





; = 
% “tg , make 
worrying ? _ - 
yl £ e j make 
. merc 
i a i “1 
VEN the best salaried job cannot give you the 2 - 
sense of security for the future that partner- te — man 
ship in a vital company such as the J. C. Penney , \ and 1 
‘ ° c E x pari 1 thous 
Company gives. Mr. M. J. Maynard won success ‘es . ed shoes 
. »- he is sure of security. - to th 
“During the early period of my married life, I 4 ye. a 
was forced to think; think what I wanted to ac- —— Fre 
complish in the future. a «| — 
“At the time, I had a splendid position, good fy ™ “a , 
salary, but no assurance for the future. I wanted . Be ne ] 7 LA 
a business that would continue to work for me ‘. ~~ is 
when I was unable to work; that would provide - a #2 te 
for my family for all times. ‘ oF ces ’ | under 
“No salaried job would do these things for me. “y “ ‘ — ‘ 
Consequently, I was interested in a position with a ’ 4 be aie 
the J. C. Penney Company. I thought then and ’ : served 
‘ 7 . : , oil e : will be 
I know now that their plan would provide these » A pee 
things for me.” € 4 rector, 
To have this assurance of safety, a man must 3 7 
have the confidence of his friends and the good Fi knows 
opinion of his community; he must know that — 
financially, he can meet any emergency. M. J. 5 M. J. Maynard is ou 
most happy to see et 
young men gienea ped 
chance for success 
by the ic Penney Sax B 
( Company bers; 
ot dle itn tailers 
a —_ 
4 ‘ waukee 
a. cS. BY Shoe C 
PPECUCUTUCUSUUUSUTOSTEVSSECUTECUUSSUSSTUINISIISIEILISSEIIIEEEEEseeeeess . Wy Rog SI} 
aa ‘e ers 
cago; 
Co., Sc 
H.C, 
Wis.; | 
Co, W 
——— . Ther 
oe ‘ sans consin 
sively 
; . r New stores are opening all the time. We need enterpri: them ¢] 
~_ ~% a these re mag mean i ing young men to train for managership. indulgit 
ard routine work—long hours—and a never- 'S any 
failing willingness to do your level best to attain * * * = 
the high standards we have set ourselves—these ER 
things are on your road, but as Mr. Maynard ET in touch with us now if you feel that M vn 
says, the road leads to Success. you are the kind of man we want. In a vania ¢ 
. , ’ few years you may achieve your life’s ambition. Smith- 
We offer this opportunity to men who are well Write to J. C. Penney Company, Inc., Attention ester, , 
educated—who are experienced in the dry goods, Mr. J. a | Room 1703-N,. 330 vee — business 
. ‘ ~ Spar . - Street, New York, N. Y.; or Attention Mr. E. M. The f 
shoe or ¢lothing business who are 21 to 35 years DeMozs, Room 1351-N, 400 S. 14th Street, St. Snewies 
old and who have led straight lives. If you can Louis, Mo.; or Attention Mr. Wm. H. Dayton, leau Sm 
qualify and are interested, write to us immediately. a 1323-N3, Fann mops ag Pee * Peantiece, first as 
? * . ifornia; or Attention As ‘Mh. alters, Sales 
; _ have as good a chance for security as M. J. Room 1125-N3, Perrine Building, Oklahoma pods we 
Maynard. City, Oklahoma. other m 
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THE TRAVELING 


SHOE SALESMAN 


SALESMAN’S success is in 
knowing the type and style of 
shoes that his customers re- 
» and can sell at a good profit, and 
nly in seeing that the factory 
these shoes, but in guiding re- 
dealers in every way possible to 
of them real honest-to-goodness 
{ ants. 
ere is no mystery to selling shoes 
e has a line that he knows is hon- 
and attractively made. A sales- 
1ust gain the dealers’ confidence 
, ust always stick to the truth, even 
it may mean a smaller sale of 
Know the buyers’ wants, take 
factory the style suggestions, 
it these are carried out and al- 
ways »lease the customer.” 
Fro... “Jack” Galway, New York 
repres:ntative of C. P. Ford & Co., 
Inc., 0; Rochester, N. Y. 


LAN KINTON HOTEL, Milwaukee, 

is the place and the evening of Octo- 
ber 25th is the time for a real get- 
together for shoe travelers to be held 
under the direction of the Wisconsin 
Shoe Travelers Association. In addi- 
tion to some organization business to 
be conducted, a buffet luncheon will be 
served and an entertainment program 
will be provided. 

Ross sates, northwesern regional di- 
rector, is billed as the headliner for 
the Milwaukee meeting and everyone 
who has heard Ross Bates “tell ’em” 
knows he deserves the title of “the Pat 
Harrison of the Shoe Travelers”. 

At last week’s meeting of the Mil- 
waukee boys the membership list was 
strengthened and increased by the ad- 
dition of the following new members: 
Sax Brothers, Milwaukee findings job- 
bers;-Ray M. Powers, National Re- 
tailers Insurance Co., Milwaukee; A. 
Marshalek, F. M. Smith Shoe Co., Mil- 
waukee ; Ernest A. Nuoffer, Jarman 
Shoe Co., Chicago; Edward Roth, Cen- 
tral Shoe Co., Milwaukee; George E. 
Rogers, Tweedie Footwear Co., Chi- 
cago; R. A. Kuehne, Doerman Shoe 
Co. South Milwaukee; A. S. Adams, 
H. C. Godman Shoe Co., Eau Claire, 
Wis.; F. J. Kaltenecker, Adams Shoe 
Co. Wisconsin Rapids, Wis. 

There’s something about those Wis- 
consin shoe travelers which conclu- 
sively convinces everyone contacting 
them that the Badger State boys are 
indulging in no delusions that there 


8 any enduring substitute for real 
work, 


\fERLEAU C. SMITH 


4 


recently 
. Made a swing through Pennsyl- 
vania and Ohio for his own _ house, 
Smith-Perkins Shoe Co., Inc., of Roch- 
ester. He reports a very good fall 
business, with an increase over 1928. 
The factory has been doubled in size, 
ikewise the output. For years Mer- 
leau Smith was with Utz & Dunn Co., 
tst as a road salesman and later as 
sales manager. He has a country-wide 
acquaintance with shoe buyers and 
other members of the trade. 
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D B. FORD is now selling “Helm- 
* holz” children’s shoes in the De- 
troit district, covering his territory in 
an automobile of the same name. Mr. 
Ford was formerly with The James 
Shoe Mfg. Co., Milwaukee, subsequent 
to his experience with “Wiley, the 
Shoeman” of Waukegan, where Mr. 
Ford developed a natural liking for 
children’s footwear. 


HE shoe tra- 

veling fra- 
ternity of the 
state of Michigan 
met Friday eve- 
ning of last week 
in Detroit and 
formed a live as- 
sociation. Presi- 
dent Larkin, Sec- 
retary Delaney, 
Joe Kalisky, 
Charlie Slipher 
and other live 
wires of the Na- 
tional Shoe Tra- 
velers Association were present to 
lend encouragement and advice, with 
the result that a constitution was ad- 
opted, officers elected ad a resolution 
was adopted to affiliate with the 
N. S. T. A. 

Dues were paid in advance and, to 
the delight of Secretary Delaney, a 
number of the members took out life 
insurance policies under the associa- 
tion plan. George Gorman, a popular 
and able shoe salesman, was made 
president. He is associated with Free- 
man Beddow Shoe Manufacturing Co., 
of Beloit, Wis. Fred Rink, who sells 
the Riley Shoe Co. line of Columbus, 
Ohio, was chosen vice-president and 
the important position of secretary- 
treasurer fell to C. R. Grummond, who 
sells Queen Quality shoes. 


T. A. Delany 


EE A. SCHNEIDER is the latest 

acquisition to the sales force of 
E. P. Reed & Co., of Rochester. He 
will cover certain towns in Western 
Pennsylvania and most of the cities in 
the state of Ohio. Mr. Schneider is a 
graduate of the Duquesne University 
of Pittsburgh. He spent three years 
in the retail shoe business and later 
went into the wholesale end, selling 
shoes on the road for the Newell & 
Schneider Co., of Pittsburgh. For a 
week he was at the factory in Roches- 
ter intensively studying the making 
and merchandising of Matrix and other 
specialty shoes. 


§ ALESMEN of the Alden, Walker 
& Wilde, Inc., of Rockland, Mass., 
have concluded a successful sales con- 
ference here during which they were 
shown the new Matrix line and most 
of them now are on their way or in 
their new territories. The company a 
few months ago moved into a portion of 
the Emerson Shoe Co. factory from 
Weymouth. 
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“From Kalamazoo 
Direct To You” 


G HOE stores in Kalamazoo, Miehi- 
gan rank high when compared with 
stores in similar sized towns elsewhere. 
There is a total trading population of 
70,000; and there are two regular shoe 
stores and one shoe department whose 
sales are reputed to be each in excess 
of $100,000 a year. One store is cred- 
ited with selling more women’s shoes 
at prices ranging from $12.50 to $20.00 
than any other store in the state, in 
a town of equal size. It is estimated 
that 15% of the men’s and women’s 
sales, figured on a pair basis, are shoes 
priced at $10 and better; 65% are 
priced at $6 and less; while the re- 
maining 20% is between these two ex- 
tremes. 

Of the 21 shoe outlets in down-town 
Kalamazoo, 10 are chain stores but 
70 per cent of the total estimated shoe 
business of $1,166,000 is done by home- 
owned stores. It is interesting to note 
that of the 21 stores mentioned, 15 are 
subscribers to the Boot and Shoe Re- 
corder. Says one merchant: 

“When I started this store 36 years 
ago, my first thought was to have the 
‘Recorder’ come to me. Since that time 
I have read every issue and my son, 
who is taking my place, is doing the 
same. Many dollars have been saved 
by this regular reading.” 


A LETTER to the membership of 
The Wisconsin Shoe Travelers As- 
Secretary C. W. Johnson 
harks back to the days when govern- 
ment lands were opened and the rush 
of settlers to stake their claims pre- 


sociation, 


ceded new things for the West. He 
draws a pertinent lesson which shoe 
travelers already members of the Wis- 
consin and other associations may well 
follow, namely, to “stake their claims” 
by picking out their desired prospec- 
tive members for the shoe travelers 
associations and then, having staked 
their claims, to get busy and work 
these claims. 

The Milwaukee organization wants 
more members, And it isn’t just a 
theoretical desire either, as evidenced 
by the offer to award a ten dollar prize 
to the member supplying the most ac- 
cepted applications and a consolation 
prize of five dollars to every member 
selling five association memberships. 

The Wisconsin salesmen anticipate 
and nullify that old ““What-is-there-in- 
it-for-me?” alibi. 





No. 0967—Black Calf 
No. 0966—Brown Calf 
A to D In Stock 


A Powerful Tonic For Your 
Men’s Shoe Business! 


Scientifically constructed ARCH-RITE Health 
Shoes are equally as necessary in your men’s 
department as women’s arch support shoes have 
proven to be in your women’s department. 


Many styles of ARCH-RITE Full Grain Calf - 
and Silk-Like Kid carried in stock in all sizes, 
A to D. 


Attractive window trims for exclusive dealers. 
Write for agency. Ask for new style folder. 


BOB SMART SHOE COMPANY 


MILWAUKEE, WIS. 


kale ict eT 
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AY TRAYNOR, representing Strass- 
R burger Styles, Inc., Brooklyn, N. Y.. 
manufacturers of footwear, was in At- 
lanta recently en route on a trip with 
his new lines over the southern district. 


RED HALEY has joined the sales 

staff of the Williams-Marvin Shoe 
Company, his territory being the San 
Joaquin Valley of California, ‘the rich 
raisin district where men are men and 
women pick the grapes and wear out a 
lot of shoes. 
 gacceigeee returned from his Eu- 

ropean trip, Charles Seckler, west- 

ern representative of Mazer Brothers, 
importers and manufacturers of shoe 
ornaments and costume jewelry, is now 
showing west coast shoe men his new 
line 

DGAR BURDETT, of the Burdett 
E Shoe Co., is making his regular fall 
trip among the big cities of the West. 
L. F. Burdett, of the same firm, started 
about Oct. 1 for the South and the 
Sout): west. 


— C. GORDON, for years an 
active member of the Rochester 
Association of Traveling Shoe Sales- 
men, and for the past two years chair- 
man of the Welfare committee, has 
removed to Johnson City, N. Y., where 
he has accepted a position as sales- 
man for the Vulcan Last Co. 
Gordon severed his connection with the 
Schelter Last Co., of Rochester, where 
he had been a salesman for many 
years, to go to the Johnson City com- 
pany. 
R H. RAGLAND is covering the 
* District of Columbia, Maryland 
and the Virginias for The Chapline- 
Mayer Shoe Co., Milwaukee. He knows 
full well the intimate business prob- 


Mr. | 


| he was recently reported in these col- 
umns that J. E. Waugh, who has 
been traveling North and South Caro- 
lina territory for The Chapline-Mayer 
Shoe Co., Milwaukee, would trasfer his 
activities to the Virginias, Maryland 
and Delaware. ; 

Mr. Waugh hails from the home city 
of Pembroke, Ky., and with that stabil- 
ity which characterizes so many resi- 
dents of the Blue Grass State he finally 
decided to remain with those merchants 
in the Carolinas with whom he has 
worked for so many years. 


ARRY WEST HANNA, road rep- 

resentative for The E. S. Kiefer 
Tanning Co., died at his home in For- 
est Park, a Chicago suburb, September 
21st, aged 72 years. 

Born in St. Louis, Mr. Hanna ob- 
tained his early knowledge of the shoe 
and leather business through employ- 
ment at South St. Louis. His subse- 
quent connections included M. Teed & 
Co. at Pontiac and later at Kankakee, 
Ill., prior to his removal to Chicago, 
where he worked for a number of the 
shoe factories in that market. 

In 1893 he began his career of sell- 
ing leather, representing the former 





| 
| 
| 


| 


lems of the retail shoe merchant since | 


he is one himself. Mr. Ragland is one 
of the owners of The Ragland-Twy- 
ford Shoe Co., Clarksburg, W. Va., but 
again felt the call of the road and has 
become one of the most enthusiastic 
members of the “Chapline-Mayer” go- 
getters. 


L L. IMIG, with The Rich-Vogel 

* Shoe Co., Milwaukee, has ex- 
tended his territory to include Illinois, 
Iowa and Minnesota in addition to his 
own. copyrighted territory of Wis- 
consin. 

It may be a canard circulated from 
ulterior motives to the effect that 
“Lap” is selling the fourth generation 
semi-annual shipments of Julia Mar- 
lowe Shoes or their successors, 
there’s no question he’s one of the live- 
liest shoe travelers carrying a grip in 
Wisconsin today. As a retailer years 
ago in Sheboygan, as president for two 
terms with the Wisconsin Shoe Boys, 
a a “Mark-Hanna” in promoting 
presidential possibilities for his friends 
im the “National” travelers association 
of as an amateur aviator Mr. Imig is 
“batting ’em to the outfield” with fine 
regularity. At any rate no one is be- 
Studging him his success recently in 
Winning the diamond raffied by friends 
of another northwestern shoe traveler 
who needed the funds obtained for the 
spark” more than he needed. 
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Weil-Maxwell Co. and _ subsequently 
traveling for C. C. Wallin & Sons, The 
United States Leather Co. and other 
factors in the Chicago leather trade. 
His experience also included operating 
as hide buyer for Sears, Roebuck & 
Co., at the time the big mail order 
company operated several tanneries. 
He was actively engaged in selling un- 
til within two weeks of his death, be- 
ing overcome by the heat at Indian- 
apolis from where he was _ brought 
home. 

He is survived by his widow and 
seven children. A representative gath- 
ering of the Chicago shoe and leather 
trade assembled at the funeral, Tues- 
day September 24th. Interment was 
at Mount Carmel Cemetery. 


EORGE C. SELLS, widely known 
Chicago shoe traveler sends his 
greetings to shoemen from his home 
in Glen Ellyn, Ill., where he has been 


confined by illness since March. 


For many years Mr. Sells distributed 
Milwaukee-made men’s shoes in the 
Chicago territory and more subse- 
quently has sold the volume accounts 
from the Missouri River to the Atlan- 
tic seaboard, specializing in children’s 
shoes. He claims that his enforced 
layoff of the last six months about 
evens up many deferred vacations and 


| he hopes before long to be out and 
| with the trade again. 


| 
| 


HE Pacific Coast Shoe Travelers’ 

Association met in Room 231, Pa- 
cific Building, San Francisco, for their 
monthly meeting, with S. Schweitzer, 
president of the Association, presiding. 
The gathering proved an unusually in- 
teresting one and business of a routine 
nature was transacted. (UTPS) 


EMBERS of the Pacific North- 
west Shoe Travelers Association 
held a meeting on September 19th, at 
the same time that the monthly dinner 
of the Pacific Northwest Shoe Retailers 


| Association was held. 
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JUSTIN 
BOOTS 


Standard of the 
West 
Since 1879 


A 
Quality 
Line 


Justin’s Celebrated Cowboy 


BOOTS 


For 50 years Justin’s 
have made Cowboy 
Boots for the most 
exacting trade, “The 
American Cowboy”, 
qualifying “JUST- 
IN’S” as leaders 
among “Boot Build- 
ers”. 


Justin’s Famous Lace 
BOOTS 


“For All Outdoor 
Wear”. Many styles “In 
Stock,” some in widths 
A to E inclusive. All 
numbers have Patented 
Crimped Tongue, Steel 
Arch Support and other 
JUSTIN features. 


Justin’s Riding Boots 


For Men and 
Women. Done in the 
English manner and 
made by the same 
Master Craftsmen 
who fashioned JUS- 
TIN Cowboy boots, 
known the world 
over. Some numbers 
“In Stock”. 


Catalog on request 


H. J. Justin & Sons, Inc. 


Manufacturers 


320 South Lake Street 
Fort Worth, Texas 











MENIHAN ARCH-AID STYLES IN STOCK 
FOR FALL AND WINTER 


ROCHESTER .U= Al 


. >, aasnne. 
“WESTLAKE” “MARLBORO” 


B-240—Black Suede (Beaded Ornament) . 172 : 
B-249—Mat Kid (Beaded Ornament) 7.00 B-178—Tak Eid 
B-173—Brown Kid 


272 Last, 14/8 Covered Heel = ‘ ; Se. 
B-246—Patent Leather (Cut Steel Orva ) 255 Last, 13/8 Solid Leather Heel, Uskide Top 
271 Last, 16/8 Covered Heel 


B-248—Imported Black Crepe Silk (Cut Steel Orna- 
ment) 


“ROBINA” 

B-208—Black Kid, Black Grain Calf Trim 

B-209—Brown Kid, Brown Grain Calf Trim 

B-210—Patent Leather, Mat Kid Trim 

B-213—Black Suede, Black Calf Trim 

B-218—Brown Suede, Brown Scorpion Trim nq 

272 Last, 14/8 Covered Heel “ERICA’ 
B-316—Brown Suede with Tan Calf Trim 
B-318—Black Suede with Black Calf Trim 
271 Last, 16/8 Solid Leather Hee! 


“ANCILLA” 
B-190—Black Kid with Genuine Black Lizard, Gun Metal 
Silk Kid Trim $ 
B-194—Brown Kid with Genuine Brown Lizard, Brown 
Silkk Kid Tri 7.00 “KOHUT” 
B-196—Black Suede with Genuine Black Lizard, Gun 
Metal Silk Kid Trim 6.50 (Center Buckle) 


B-198—Brown Suedé with Genuine Brown Lizard, B-264—Genuine Black Boa, Mat Kid Quarter.......$7.5 
ee EE i iikce cesta enibdendgsceesaees 7.00 B-265—Genuine Brown Boa, Brown Kid Quarter.... 7 


258 Last, 14/8 Covered Heel 258 Last, 14/8 Covered Heel 








SIZES AND WIDTHS The Arch-Aid Shoe Company 


4 
AAA Sis t09 e iue’ ROCHESTER, NEW YORK 
AA 5te9 C 3% te9 
D 4to9 MENIHAN ARCH-AID SHOES FOR MEN ARE MANUFACTURED AN) 
SOLD BY M. A. PACKARD COMPANY, BROCKTON, MASS. 
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SATURDAY, OCTOBER 5, 1929 


EVERY WEEK 








Wholesale Trade 
Satisfactory, Says 
Wm. T. Bailey 


Boston, MaAss.—William T. Bailey, 
of tne Ainsworth Shoe Co., Toledo, 
Ohio, president of the National Asso- 
ciation of Shoe Wholesalers, was in 
Boston for a few days recently, and 
called on a number of friends in the 
trade. He reports the wholesale shoe 
business in his section as very satis- 
factory. 

Prcsident Bailey is deeply interested 
in the forthcoming annual meeting of 
the National Association of Shoe 
Wholesalers, Atlantic City, Oct. 16-17, 
and expresses the hope that the gen- 
eral invitation to attend, that has been 
extended to all shoe wholesalers in the 
country irrespective of association 
membership, will meet with a good 
response. 

The program for the meeting will 
include addresses by E. D. Borden, 
manager of the Domestic Distribution 
Department, Chamber of Commerce of 
the United States, and one of the 
active forces in the annual wholesale 
conference; James H. Stone, manager 
of the National Shoe Retailers’ Asso- 
ciation, and Hon. Emerson L. Richards, 
a prominent banker of Atlantic City. 
The meeting takes place immediately 
after the semi-annual style conference 
in New York, and will be held at the 
“Ambassador,” Atlantic City. 


Men’s Black Shoes Strong 

in California 

Los ANGELES, CAL. (UTPS) — An 
unprecedented demand for men’s black 
shoes is reported by retail shoe mer- 
chants in Long Beach. The recent 
campaign “Wear Black Shoes after 6 
p. m.” apparently has had widespread 
effect, for resultant change of the vol- 
ume in black has materially lowered 
the stocks of dealers in that city. Now 
tan is being brought forward in all dis- 
Plays and advertising in an effort to 
equalize the demand. 

Display windows in the beach city 
are showing the fall shades and styles 
im women’s shoes. Autumn, Marron 
Glacé, Prado Brown, Cashew and dark 
blue are being displayed in kid, suede 





and kid, reptiles and the combinations 
of reptiles and kid. 
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Detroit Invites N. S. R. A. for 1931 


Move to Land Shoe Convention for Automobile City Given 
Momentum at Enthusiastic Meeting 


DETROIT, MicH.—Detroit has taken 
time by the forelock in an effort to 
entertain the shoe merchants and 
manufacturers of the United States in 
1931. To this end a formal invitation 
was extended to the National Shoe Re- 
tailers’ Association and to the Na- 
tional Shoe Travelers Association at a 
largely attended meeting of shoe mer- 
chants, traveling salesmen and tanners 
last Thursday evening at Hotel Stat- 
ler, Detroit. 

The gathering, attended by more 
than a hundred business men, was held 
at the call of Elwyn Pond of Flint, 
Mich., who is president of the Michi- 
gan Shoe Retailers Association, and 
Thomas A. Larkin, president of the 
National Shoe Travelers’ Association. 
Among the prominent members of the 
trade, in addition to those named, were 
Joe Kalisky, chairman of the member- 
ship committee of the N. S. T. A., Sec- 
retary T. A. Delaney, M. S. Tasson, 
George Gorman and Charles I. Slipher, 
of that association; Stephen Jay, Clyde 
Tyler and Al Day, of R. H. Fyfe, Inc., 
J. Milliman, H. G. Burkhardt Shoe 
Co., G. W. Snyder, Victor Giesheimerer, 
of the Carl E. Schmidt & Co., Inc., J 
E. Goertz, Stewart Rickham, Secretary 
George Taylor, of the Michigan Shoe 
Retailers Association, J. E. Wilson, of 
the Chisholm Shoe Co., Joseph Kalisky, 
M. R. Merrill and Charles I. Slipher, 
of Indianapolis. 

President Pond of Flint, presided at 
the meeting following the dinner, and 





Theater Organist Becomes 
Shoe Store Manager 


Danbury, Conn. (UTPS).—Miss 
Katherine Lane, vice-president 
and treasurer of the Lane Boot 
Shop, has assumed active manage- 
ment of the store, replacing Jo- 
seph J. Daragan. She is the only 
woman in this city managing a 
shoe store. Until recently Miss 
Lane was organist at the Empress 
Theater here. 














introduced the several speakers. Mr. 
Pond, who also is a director of the 
N. S. R. A., spoke of the advantages of 
Detroit as a convention city, stressing 
the hotel accomodations, the excellent 
railroad facilities and the enthusiasm 
of the retail shoe merchants of the 
state to have the big convention come 
to Detroit. President Milliman of the 
Detroit Retail Shoe Dealers Associa- 
tion, next spoke, emphasizing the de- 
sire of the Detroit shoe merchants to 
have the convention brought to their 
home city. 

Charles G. Sedan, secretary of the 
Detroit Chamber of Commerce, as offi- 
cial representative of the business men 
and manufacturers of Detroit, formally 
extended an invitation to the N. S. R. 
A. and N. S. T. A. 

Other addresses were made by Sec- 
retary Thomas A. Delaney of the Na- 
tional Shoe Travelers Association, Bos- 
ton; Victor Geisheimer, President 
Frank E. Larkin, of the N. S. T. A., 
and Charles I. Slipher of Indianapolis. 


Florsheim Shoe Co. to Make 
Women’s Welts 


CHICAGO—The Florsheim Shoe Co. is 
actively preparing to enter the women’s 
shoe field. The company’s success with 
their special construction shoe in the 
men’s line has encouraged its adapta- 
tion to women’s shoes in connection 
with a line of better grade welts in 
which style will play a considerable 
part. 

While various managerial economies 
will be effected in the way of executive 
direction, the handling of the women’s 
business will otherwise be entirely 
separate and apart from the men’s 
shoe business. Plant quarters were re- 
cently obtained in the aequisition of 
the four story factory building at the 
southwest corner of North Lincoln 
Street and Bloomingdale Road, Chicago, 
affording approximately 47,000 square 
feet of floor space. This plant will be 
devoted exclusively to the manufacture 
of women’s shoes. 








Aillod 


To meet modern competition, the independent retailer must 
find a manufacturer who has a line designed and priced to a 
enable the retailer to fill his entire requirements from it. 


This manufacturer must have the desire and the organiza- 
tion to extend cooperation and assistance in every department 
of retailing. 


Central Shoe Company offers you a tried and proven plan of 
retailer-manufacturer cooperation which gives the indepen- 
dent shoe retailer advantages otherwise enjoyed only by units 
of big combination. 


You can’t have too much knowledge on this subject. Write 
for full particulars or ask our salesman. 


CenTRAL SHO Co, 


st. Lous, MANUFACTURERS. U.S.A. 


Boot AND SHOE RECORDER ‘ni 
106 combining THE SHo# REetTAILER, Oct 192s 

















Many Suedes Going 
Through Factories 


toes 


Manufacturers Note Trend 
Toward Plain Pump 


HAVERHILL, Mass.—Suede shoes fea- 


ture immediate production in local fac- | 


tories, and because of the large volume 
of this type of shoe, many new prices 
covering suede handling have had to 
be made between the price experts of 
the Haverhill Shoe Manufacturers’ 
Association and the local unions. Hour 
prices have been in existence, but with 
the suede shoes now representing a 
large proportion of the output of some 
firms, piece rates have become neces- 
sary 

Kiii and suede effects in straps, ox- 
fords and plain pumps feature the Fall 
production. Oxfords are in less de- 
mand than a few weeks ago, while 
there is a notable trend to the plain 
pump patterns. 


| 


New Records in 
St. Louis Industry 


St. Louis—Not in many months has 


| the St. Louis shoe market experienced 


such activity as marked the month of 
August. The bulge of business was 


| widespread, with a majority of manu- 


facturers reporting the largest month 
ever experienced. One of the big gen- 


| eral line manufacturers totaled ship- 
| ments greater than any August in fifty 


| facturers 


Some of the specialty manu- 
boasted of similar per- 


years. 


| formances. 


The upswing has held through the 


| early period of September, with some 


| executives confident the month 


will 


| surpass the figures for shipments as 
| well as dollars for September of 1928. 
| This situation is of great importance 
| due to the achievement of these manu- 


he local plants h i 
. f ‘ae at lea | have with prices lower than they were 


at cay acity since the middle of August 
and «re still active. There has been 
a slight decline this week in‘some of 
the better grades. The present run on 
the popular price McKays is at its 
height and a gradual falling off in busi- 
ness is predicted to follow the middle 
of October. Retail conditions, however, 
are reported satisfactory and local shoe 
men expect late fall business to be 
good. 


Howard Stephens Improved 


St. Louis—Word has been received 
at the offices of Johnson, Stephens & 
Shinkle Shoe Company from Howard 
V. Stephens, president of the company, 
who has been recuperating in Califor- 
nia from a serious accident, caused 
when he was thrown from his horse, 
that his condition has improved suf- 
ficiently to permit him to take short 
trips. He is expected to be back at 
his desk sometime the middle of 
October. 


| a year ago. 


facturers in building the volume they 


Many more pairs were 


| required to surpass the dollar and cents 
| figures of last year. 


| have 


are grinding out more 
They 
never 


Factories 
pairs than they ever did before. 
reached a_ production 


| dreamed to be possible by the manu- 


| facturers 


themselves. 


| tional Shoe Company has reached the 


| highest point of production in its his- 


tory, with a daily volume of 212,000 


| pairs per day. 





| in the early 


The Brown Shoe Company reports a 
similar condition, producing 68,000 
pairs per day, a figure never before 
reached in the life of the company. 
Statements of a like character were 
made in other factories, with some of 
the younger firms shipping in August 
an maount equal to the annual figures 
days of the _ business. 
Profits are reported to be commen- 


| surate with the volume. 





A Fine Display 





from the Coast 








Shoes and buckles were featured attractively in this beautiful window 
display by the Frank Werner Company, San Francisco 
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Style 318 


HIKING BOOTS 


UND WEAR 


——) 





Price $5.70 


Brown Elk with Hooks and 


Eyelets 
Height 14 inches 


NATIONAL PARK 


Reg. U. S. Pat. Off. 
rt 


Hiking— 


Spo 


Aviation 


BOOTS 
IN STOCK 


6 — STYLES — 6 


THE OTHER FIVE 


inch $5.90 


Yellowstone 14 
Black Hills 14 
Aviatrix 12 
Rocky 

Mountain 14 
Sport Boot 8 


Style 300 
Style 310 
Style 311 
Style 312 


inch 
inch 


inch 
Style 317 inch 


6.00 
5.20 


5.70 
4.60 


Suitable for members of the Girl Scouts 
and Camp Fire Girls Organizations. 


Sizes 


5/8 A, 4/8 B, 2%4/8 C, 2%/8 D 


Terms 5% 10 days 


Net 30 days 


Write for sample pairs or folder 





See Our Line 
N.S.R.A. ST. LOUIS SHOW 
January 6, 7, 8, 9 
Hotel Lennox—Parlor B 
Jefferson Hotel—Room 1037 











"THE JUVENILE SHOE CORPORATION 


OF AMERICA 
Aurora 


Missouri 


Makers of the famous Kewpie Twins Health 
Shoes for Children, Sportwalks—smart light 
weight welts for college girls. 
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! TO Many new styles will be launched at the oo : 
HALA MILLER mon Aged mane neohome sony Aedes rn 
TREES appear on your customer’s feet. — ; 


MEAN Enter Miller Shoe Trees! two m: 


grande 

EXTRA They prolong the life of these styles m..- 
into which so much thought and money =n 

PROFIT have been poured. They make satis- tury hi 
fied customers by keeping that fitting- of the 

stool fit which you pad The 

have worked so hari pos Zs 
to sell. of his 
stores | 
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Trees — the mark o! With 
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profit in any sho: di 


store. A complet: 
catalog will be maile 
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O. A. MILLER § =: 
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BROCKTON, MASS. he 
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Shoes Featured in Columbus 
Fashion Show 


COLUMBUS, OHIO (UTPS)—In con- 
nection with the style show and fash- 
jon revue put on September 23 by re- 
tailers in Columbus in conjunction with 
the “Gateway Jubilee”, displays of 
shoes in the exclusive shoe shops as 
well as in the shoe sections of depart- 
ment stores were most important. 

Suedes, both in black and brown 
were highlighted in many of the dis- 
plays. Kids in brown and black and 
combinations of kids with reptiles were 
also given considerable prominence in 
the showings. 

As far as color went, brown was the 
leacer, with black running a close sec- 
ond In some of the displays blue 
played an important part. Some greens 
and dark reds were shown but these 
were not given much prominence. Com- 
binations of reptile and suede were also 
shown. 

In the modeling of frocks and coats, 
which was done by a large number of 
the -eady-to-wear stores, shoes played 
an important part. The shoe depart- 
menis were called upon to furnish the 
footwear which would carry out the 
ensemble idea and this was done most 
artistically. 

Mcdium heels predominated, the 
range being from 14 to 18 eighths. 
For dressier wear heels up to 21 
eighths were shown. 

Party slippers in silver, gold, beige 
and other shades were displayed, also. 
Straps, pumps and buckle effects. 


Veteran Ohio Retailer Dies 


DAYTON, OHI0O—Fred Hageman, 76, 
president of Fred Hageman & Sons 
Co., Dayton, O., died at his home, Sun- 
day, September 22. Funeral services 
were held at the residence, Wednesday 
afternoon with burial in Woodland 
Cemetery. He is survived by his 
widow; by three sons, Messrs. Edward, 
Henry and Charles Hageman; also by 
two married daughters and fourteen 
grandchildren. 

Beloved because of his genial nature, 
Fred Hageman counted his friends by 
his acquaintances. For a quarter cen- 
tury he worked for the Dayton store 
of the D. C. Arnold Co., later known 
as The Haas Shoe Co. He began his 
own business about twenty years ago 
and developed it with the assistance 
of his sons to a point where three 
stores were in operation at the time of 
his death. 

With his customary application to 
business, Mr. Hageman remained ac- 
tively in business until a fortnight ago. 


New Novelty Firm 


CHELSEA, MAss.—The World Shoe 
Co. recently incorporated, $100,000 
capital, is to make women’s novelty 
McKays at 221 Fifth Street. David 
Clayman and Jacob Gold, both of 
Lynn, and Hyman Isenberg, of Boston, 
Incorporated the concern. 


Herman Co. Outing 


PROVIDENCE, R. I. (UTPS)—Em- 
ployees and officials of the Joseph M. 
Herman Company, of Millis, Massa- 
chusetts, occupied about 75 private 
automobiles and 20 busses on their an- 
ag and clambake held at Rocky 
oint, R. 
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Old Colony Ad Club 
Holds Regular Meeting 


BROCKTON, Mass.—A word picture 
of the happenings at the recent inter- 
national advertising convention con- 
ducted in Berlin, given by John C. 
Nicodemus, advertising manager of the 
Continental Clothing Co., Boston, and 
who was chairman of the New England 
delegation, provided the feature for the 
first Fall meeting of the Old Colony 
Advertising Club at the Commercial 
Club last week. A reel of motion pic- 
tures, showing the advertising men and 
their ladies in Germany, also proved 
entertaining. The speaker was intro- 
duced by the newly elected president 
of the club, John J. Feeley, who also 
outlined the comprehensive programme 
the club hopes to put over during the 
Fall and Winter months. 

Announcement was made that mem- 
bers will be entertained at the South 
Shore Club Oct. 8 for golf and dinner 
by the Shoe Style Digest. Arthur 
D. Knight was named as chairman of 
the committee to arrange for a big 
delegation from the club to the New 
England advertising men’s get-together 
convention Oct. 28 and 29. The next 
meeting will be held the last Wednes- 
day of this month. 


Style Revue To Be 
Held In Haverhill 


HAVERHILL, MASS.—The first style 
revue of Haverhill-made shoes before 
a Haverhill audience is planned for the 
third annual Pageant of Progress, 
under the sponsorship of the Haver- 
hill Chamber of Commerce, beginning 
Oct. 24. Haverhill shoe men are co- 
operating with the pageant committee 
and will present living models wearing 
the latest modes in feminine footwear 
on each night of the pageant. The 
revue is awaited with much interest 
because local shoe men have gained 
a high reputation for their style pres- 
entations at the annual style shows 
in the big shoe markets of the country. 
The homefolk now anticipate such a 
spectacle. 





Warm Weather 
Slows St. Louis 
Retail Activity 


St. Louis—Business in the retail 
shoe trade has been halting, with mer- 
chants reporting sales slightly under 
the same period a year ago. 

Indications for the month of Septem- 
ber were that the month would not 
equal the volume for the same period 
of last year. 

Warm weather has had its effect in 
retarding retail activity. At least this 
was given by merchants as the prin- 
cipal cause for the present sluggish 
trend of business. 

Brown suede dominates the style 
situation, practically all merchants re- 
porting a heavy demand for this color 
and material. Lizard in brown is an- 
other type which has been popular in 
the smarter shops where higher prices 
prevail. In the same tonal field kid 
is equally good giving evidence that 
brown will continue to be a part of 
the dress vogue for this color which 
at present is outstanding in ready-to- 
wear-stores. 

Blue remains pronounced in all 
stores, with an occasional store report- 
ing a slight tendency toward slacken- 
ing in the call. In instances of this 
kind green is mentioned as having a 
good call in wanted styles. Green, par- 
ticularly in suede, is eagerly sought 
but only a few stores sensed this. 

Black mat and patent are doing busi- 
ness as usual, meeting the normal de- 
mand for this merchandise experienced 
in every store. Evening slippers have 
had an upward swing in business cre- 
ated by the Veiled Doentat Ball, an 
outstanding social event in smart St. 
Louis society, scheduled for October 9. 


Watkin’s Bootery Expands 


SANTA ANA, CAL. (UTPS)—So popu- 
lar have Watkin’s corrective footwear 
lines proved that Watkin’s Bootery 
here has had to expand, taking over an 
adjoining store and enlarging the 
mezzanine and second floors. 
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See our display of new model 


shoes for spring and summer 
A t B 0 0 t h 1930 made from 
SURPASS BLACK KID 
2 2 and also our famous 
COLOR 5, LIDO SAND 


as well as several 

















TANNERS COUNCIL OF AMERICA 
EXHIBIT OF LEATHERS PASTEL SHADES 
HOTEL ASTOR, OCTOBER 14-15 and 
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All these styles lined 
with our 





leading lining colors: 


COLOR 5, LIDO SAND 
and 
COLOR 7, GRAY 
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The Modern 


PROPHYLACTIC SHOE 


LT-WiLLIAMSON 
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MODERN 


rop actie 


REG. . S. “PAT. OFF. 


STEEL ARCH fe, oe 
SUPPORT 
No. 187—83.85 


Black Ruby Kid, 14/8 nepter heel. 

In stock Auburn—A, B, D. 

In stock en Louis—As Stee k No. 195, AA, 
A, B, D, B. 

No. 187- 3—84.35 


Same style in Spanish + that Fit to Perfection 


In stock Auburn—A, B 
In stock St. Louis—As Stock No. 195-3, 
AA, A, B, C, D. m ° 
No. 195-1—$3.85 Modern Prophylactic Shoes fit perfectly into 
Same style in Patent Leather. 7 


In stock St. Louis—AA, A, B, , D. almost every retailer’s requirements. 
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—fit into the most profitable part of the re- 
tail price-range ($6 to $8.50). 


—fit into the Fall and Winter style-picture 
with combinations of the newest shades of 
fine leathers and black Ruby kid. 


Best of all, they fit the style-sense of youthful, 
No. 32-—84.00 


Black Ruby Kid, Patent Tongue and ‘Trim, modern women and fit their feet to perfection 
Beaded Gore, 14/8 Leather Heel. 
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In stock Auburn—AA, A, B.C, D. because they are made 100% on new Co-ordi 
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Write for the Agency Plan 


AULT-WILLIAMSON 
SHOE COMPANY 


TURN SHOE SPECIALISTS 


Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 


BOSTON, MASS. AUBURN, ME. ST. LOUIS, MO. 
(Sales Office) (Factory and In-Stock Dept.) (In-Stock Dept.) 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
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50 STYLES IN STOCK 
EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 
WRITE TODAY FOR CATALOGUE 
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() M. A. PACKARD CO., Makers (P) 
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BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 





























NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 


Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 

















Twin Cities Plan 
for Cooperative 
Shoe Advertising 


MINNEAPOLIS, MINN. (UTPS)—More 
intensive advertising and cooperative 
advertising of shoes is expected to re- 
sult from the first meeting of the 
Twin Cities retailers, traveling sales- 
men and manufacturers, which is a 
renewal of a custom dropped three 
years ago when the Twin Cities shoe 
men had monthly meetings. The meet- 
ing was held Sept. 27 in the Nicollet 
Hotel, and its success was so pron- 
ounced that it is planned to continue 
every other month, instead of bi- 
monthly, as planned in advance. The 
next meeting will be held late in 
October in St. Paul. 

An important matter was the 
change of the dates of the Northwest 
Shoe Retailers regional convention, 
which association was sponsor of the 
meeting this evening, from next July 
to Jan. 27, 28, 29, 1930. The district 
is accustomed to winter meetings, and, 
consequently, the new dates were 
chosen. 

Reservations for advertising space 
for the regional meeting in the Nicol- 
let Hotel here are to begin Oct. 15, 
and are to be made exclusively 
through Miss F. E. Snyder, 711 Lum- 
ber Exchange, Minneapolis, who is to 
act for the association. 

The plan for more shoe advertising 
arose from a discussion of the prin- 
cipal talk of the evening in which R. 

Snodgrass, of the Minneapolis 
Journal, showed from a study of fig- 
ures obtained from 69 cities that in 
per capita amount of newspaper ad- 
vertising of shoes, Minneapolis 
ranked 47th and St. Paul 54th. The 
moral drawn was that there is not 
enough newspaper advertising of 
shoes, individually and collectively, to 
sell the idea of footwear effectively to 
the consumers. 

It is expected that at the October 
meeting a definite advertising plan 
will be presented by President Joseph 
Langley and Secretary H. S. MclIn- 
tyre, so that dealers will advertise cer- 
tain types or colors of shoes on cer- 
tain days. A plan for cooperative ad- 
vertising by the industry to make peo- 
ple more shoe conscious will also be 
presented. 

Mr. Snodgrass’ talk on ways and 
means to increase the sale of footwear 
was followed by other impromptu 
brief addresses on similar lines. Mr. 
Langley presided as president of the 
regional organization. 





Shoe Section Enlarged 


BIRMINGHAM, ALA. (UTPS)—The 
shoe department at Drennen’s, located 
on the first balcony, has been en- 
larged. Approximately thirty feet has 
been added to the department, which 
includes women’s and men’s shoes as 
well as a section for children. 

No doubt, much of the rapid growth 
of this department is due to energetic 
work of W. C. Peek, the manager. ““We 
owe our rapid growth to the fact that 
we are constantly on our toes and 
know the need of the majority of the 
people in Birmingham, an industrial 
town, and that is the popular price 
shoe,” he said. 
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A New Sandal 
(CONTINUED FROM PAGE 37) 


on the models displayed. 

Appliques of leather in many col: rs 
was an attractive treatment used on a 
number of patterns. The leather : p- 
pliques were tissue paper thickness ad 
when placed on the shoe formed wi at 
appeared to be inlaid leather. 

Two new materials will be int o- 
duced by Perugia for the Riviera and 
Palm Beach. These two materi:ils 
have been the effort of three years’ 
labor by Perugia, and they are hcre 
described for the first time. One is 
Sea-Kid, a close fine-grained fish s!:in 
with the softness of antelope. It has 
the toughness of the most dura le 
leather and can be produced in 4d. |i- 
eate colors. Shoes will be created in 
sea-kid for the winter resorts in pastel 
shades and its acceptance is not doub ed 
by its creator. The second materia! to 
be brought out in the luxury latitu:les 
is a woven material, knotted with whit 
cording, having the appearance of ‘ine 
seed pearls. For the beach resorts, .n- 
questionably, this material will create 
much excitement due to the unusual 
patterns possible. 

In addition to the multiplicity of du- 
ties, Perugia is an intense exp:ri- 
menter. Constantly is he working with 
materials and leathers, ever ambitious 
for a unique fabric, an unusual leather, 
and a new source of skins and hides for 
footwear usefulness. Many fabrics are 
produced under his supervision. 

Perugia and his profession of bootier 
is a business romance, interesting and 
unusual, but more striking is the calm- 
ness and ease with which his enervie 
flow into the various channels of his 
business. 


Fourth French Slipper 
Shop Opens 


Los ANGELES, CAL. (UTPS)—The 
French Slipper Shop has opened for 
business at 720 South Flower Stvrcet. 
The store is the fourth and most beau- 
tiful in the string of shoe establish- 
ments in Los Angeles and Hollywood 
owned by Charles D. Cline. It is lo- 
cated in the heart of Los Angeles’ most 
exclusive shopping district. 

The color scheme of this beaut iful 
salon is eggshell and gold, fixtures and 
woodwork of brown and walnut. The 
entire floor is carpeted in rich t:upe 
velour and almost recarpeted with 
numerous imported oriental and Per- 
sian rugs, especially designed. Ex- 
quisite imported tapestry hangings 
adorn the walls, while full size mir- 
rors in carved walnut frames with 
spotlights at the base display the ‘“oot- 
wear to its best advantage in day or 
night lights. Three chandeliers with 
hundreds of sparkling crystals con- 
tribute handsomely to the sho \pe’s 
splendor. 





T. L. Gordon With Guara:itee 


BIRMINGHAM, ALA. (UTPS)—. L. 
Gordon, formerly connected wit! the 
Guarantee Shoe Co., is now conr »cted 
with Drennen’s in capacity of assist 
ant manager. 
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Demand Develops for Green | New Styles 


Footwear 


CINCINNATI, OHIO— With dresses 
lenzthening and the uneven hemline 
yorue at its best, something different 
in footwear styles is bound to be de- 
manded. At present there is a tend- 
ency toward higher cut pumps with 
tailored heel and it seems that these 
go better with the new dress styles 
than anything else available. 

Lrown is being featured everywhere 
anc has done fairly well, but the big 
denand for the past thirty days has 
becn on green. Merchants’ under- 
bought on green and all of them are 
losing sales on account of not having 
them in stock. Re-orders are very 
slow in being filled, as manufacturers 
did not anticipate such a big season on 
grecns, therefore are not prepared to 
give quick service. 

Biack suede is listed as one of the 
best sellers even this early in the sea- 
son and brown suede is fair. Kid in 
brown and black is coming up to early 
expectations and blue kid sales have 
dropped off considerable. Not only is 
this true with kid, but with other blue 
materials also. Merchants are not 
alarmed at this, however, as blue is 
being carried as a staple and will find 
its place a little later on. 

One merchant said, 
Fall openings, that each store is selling 
just what it bought and this seems to 
be the proper version. In one particu- 
lar case, 150 pairs of reptiles with box 
heels were put on display on Monday 
and on the following Monday only 14 
pairs were left. A full-page news- 
paper ad featuring opera pumps at 
$12.50 to $18.50 caused an almost com- 
plete sell-out at one store, while an- 
other had results almost equally as 
good from a page on oxfords and ties. 


A Shoe Warehouse 


SALEM, Mass.—Phillips Shoe Co., 
operating a chain of popular price 
stores in New England, has leased a 
warehouse on Church Street, Salem, 
where it will assemble shoes from fac- 
tories and make them up for shipment 
among its stores. 


New Store for Geneva, N. Y. 


ROCHESTER, N. Y.—A branch of the 
Mitzi Boot Shop of Rochester will be 
opened about Oct. 1 at 501 Exchange 
Street, Geneva, N. Y., selling women’s 
popular-priced novelties. 








shortly after | 





Without End 


Now the Rule | 


MaAss.—Business continues 
and manufacturers are 


LYNN, 
strong here, 


fighting to keep it so to the end of the | 
New styles are being pushed | 
along as a means to stand off the year- | 
More new styles will fol- | 
low after the New York conference, | 


year. 
end slump. 


which Lynners will attend in numbers. 

Ties have stepped into the fashion 
picture. They’re selling from coast to 
coast. One firm made up a special lot 
of them for a moving picture filmed in 
California. When women see a new 
style in a picture they’re apt to ask 
for it in the store next day. Another 
firm is to carry ribbon ties in stock in 
growing girls lines. Street ties are of 
kid or suede, and dress ties of satin or 
moire. Heels are as high as 22/8 on 
dressy styles, and as low as 10/8 on 
growing girls lines. Bows of wide rib- 
bon are tied modestly or saucily, ac- 
cord to the whim of the wearer. They 


flaunt fashion on the forepart of the | 


foot. Maybe it’s a consequence of 
longer skirts. Anyway, dress shoes, 
made to be worn with the ankle cares- 
sing frock, have rich adornments on 
their foreparts. 

New lasts have narrowed toes, and 
vamps shaped suspiciosly like those of 
longer skirt days. Arches are slim and 
shapely, and heels are high and also 
shapely. Last makers keep up their 
fight to emphasize the body shape or 
form of the last. 

Patterns continue to emphasize the 
thread and needle effects. For in- 
stance, there are the ombres, already 
familiar, some applied to the vamp and 
some to the quarter. Then there are 
picket points on quarters, and on 


straps a sort of a corkscrew spiral, | 


made by stitching on to the straps nar- 
row strips of leather of contrasting 
colors, and the pieced vamps, made of 
panels of leather of different colors, 
as well as novelty tips, fancy foxings 
and inlays on the lace rows or saddles. 
But the big idea is to get a stitch so 
perfect that a person does not realize 
that the shoe is stitched any more than 
the operator of a silent automobile 
engine realizes that the motor is run- 


| ning. 








Guarantee Shoe Folks Enjoy Outing 








Here are the people who work for the Guarantee Shoe Company, of 

Birmingham and Bessemer, Ala. The picture was made while the 

personnel of the company were on a picnic recently at W. E. Shine’s 
summer home, near Birmingham. Mr. Shine is superintendent 
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WHERE TO 
Men’s Shoes 


BUY 





“A MAN’S DECISION” 


THE 


SHOE 


Beston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 
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WHERE TO BUY 


Women’s Shoes 
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FOR WOMEN 
THE JOHN EBBERTS SHOE CO 
IN Baffalo, N. Y. 





.. INC. 
STOCK 
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WHERE TO BUY 


Bowling Shoes 
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BOWLING SHOES 


“Coast IN-STOCK 
Smoked Etk 


prices 
higher”’ $3.20 
BROOKS 

SHOE MFG, CO, 


Swanson and Ritner Sts. Philadelphia, Pa. 
Los Angeles, 1162 So. Hill Street 
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‘WHERE TO BUY 


Store Fixtures 


HAVE YOUt A COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 

Cc. L. GOODWIN & CO., Ine 


Worcester, Mas 
SS Se 
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Slippers 
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GENERAL, FOOTWEAR CORP'N 
476 BROADWAY | 





actory and Offices 


New YORK 
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MULES and D’ORSAYS 


FOR MERCHANTS 
WHO DEMAND QUALITY 


Send for Beautifully 
Illustrated Catalogue 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
4n.4G West 25th St., New York City 


$27.00 per doz. and up 





Catalog 
sent on 
request 








High Grade Turn Mules and D’Orsays 
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Men’s and 
Women’s 
“Companion- 
ate” Slippers 
Turns only— Cata- 
log on request. 


$2.65 
L. B. EVANS’ SON CO. - - Wakefield, Mass. 


In Stock 
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Prices from 
$2.16 to $8.50 





W. 8S. CHASE & SONS 
Haverhill, Mass. 
Boston Office: Room 501, Statler Bldg. 


MEN’S FINE 
HAND TURNED 


SLIPPERS 
Manufactured 


by 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 


N. B. Thayer Men 
Taken Into Company 


Boston—F. H. Thayer of N. B. 
Thayer & Co., Inc., of East Rochester, 
N. H., announced here this week that 
after many years of successful opera- 
tion of the business he has decided to 
take a less active part in the affairs 
of the company. Mr. Thayer said: 

“Accordingly I have made it possible 
for the factory and selling organiza- 
tions and those interested in its pro- 
duction to become stockholders in the 





company, at the same time giving them 
the major control of the business. 

“IT am happy to say that while I am 
to continue in an advisory capacity I 
have the utmost confidence in the abil- 
ity of the men to successfully manage 
the affairs of the company.” 


Roy M. 
McQuillen, 
who 
continues as 
president of 
N. B. Thayer 
Company 
under new 
plan of 
operation 





Roy M. McQuillen, who has served 
as president of the company, continues 
as such. In adidtion to his sales man- 
agement and personal attention to the 
trade in the larger cities, he now as- 
sumes the general management of the 
company. 

Frank E. Fernald, factory superin- 
tendent for many years is the vice- 
president. E. G. Sweet, who has di- 
rected the affairs of office, continues 
as office manager and becomes assist- 
ant treasurer. Lou H. Smith, on the 
sales force for the past twenty-five 
years, will act as secretary. 

Herbert Posner of Dr. A. Posner, 
Shoes, Inc., has agreed to serve as 
treasurer. For several years Dr. A. 
Posner Shoes, Inc., has had the sales 
agency for Thayer shoes in Greater 

ew York, and will continue to rep- 
resent distribution there. 

The sales organization, composed of 
men who have been with the company 
for many years have become stock- 
holders and will cover their territories 
as before as follows: Lon H. Smith, 
New Jersey and New York State; 
Charles J. Tyler, Denver west to the 
Pacific Coast; Fred C. Davis, New 
England; Gene Rivers, Washington, 
Baltimore and the larger cities in 
Pennsylvania, Ohio and W. Virginia; 
Jim Estey, the South and Southwest; 
Ralph D. Long, Chicago, Detroit, Mil- 
waukee and surroundings; Dave D. 
Doran, points in Pennsylvania and 
Ohio; William C. Havener, Middle 
West, and Harry Kunze and Harry 
Rosenwasser, under the supervision of 
Louis Rosenwasser, Greater New York. 

The company has offices at 183 Essex 
Street, Boston; 140 W. Broadway, New 
York City; and Security Building, 














Room 208, Chicago. 
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Export Trade Discussed 
By Arthur B. Butman 


Boston, Mass.—Arthur B. Butman, 
chief of the Shoe and Leather Manu. 
factures Division, Department of Com. 
merce, Washington, D. C., made apn 
official visit to New England last week 
to get in touch with shoe manufactur. 


| ing concerns interested in export trade 
| He attended a conference at the rocms 


of the New England Shoe and Leather 
Association, September 23, at which he 
met a number of export managers «ind 


| gave these a general report on foreign 


conditions, including various Europ:an 
and Latin-American countries. 
Arthur L. Evans of Ault-William son 


| Shoe Co., Auburn, Me., who recently 
| returned from a visit to Great Brit.in, 


| ferred with Lynn, 


was present at the conference and re. 
ported some of the results of his in- 
vestigations there. 

Mr. Butman later in the week con- 
Haverhill and 
Brockton manufacturers. 





I. Miller Shop Planned 
for St. Louis 
St. Louis, Mo.—I. Miller & Sons, 


| Inc., have taken a twenty-year lease 
| for a St. Louis shop at 823 Locust 


| architect for I. 


Street. 

Louis H. Friedland of New York, 
Miller & Sons, an- 
nounces that extensive alterations will 


be made in the premises. In designing 


| the front, Friedland will use for its 
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modern effect the transitional type of 


| architecture carried out in marble and 


bronze ornament. There will be a ves- 
tibule entrance, at each side of which 
will be a show window with floors of 
Italian marqueterie and background of 
maple, English hardwood and _ satin- 
wood inlay. 

The entire building, on property 25 
feet wide and 104 feet deep, will be 
constructed in harmony with the front 
of the shop, and it is the aim of the 
company to have it take its place 
among the finest appearing shops in 
St. Louis. 


Feet Insured for $40,000 


LYNN, Mass.—Miss Mae Moran's 
feet have been insured for $40,000 by 
McNichol, Taylor, Inc., for whom she 
models. This figures $20,000 per foot 
and $4,000 per toe. The policy covers 
any accident which might lessen the 
value of Miss Moran’s feet in their 
daily task of testing the fit of new 
style shoes made over new lasts. _ 

Legs of dancers, fingers of pianists 
and wrists of violinists have beer in- 
sured and are insured. It is believed 
that this is the first instance in which 
feet of a shoe model have been in- 
sured. 

Miss Moran has been with Mc- 
Nichol, Taylor, Inc., for four years, 
and, during that period has teste:! the 
fitting qualities of thousands of new 
style shoes for the benefit of shoe 
manufacturers and shoe merchan s 4s 
well as last makers. She has, as may 
readily be surmised, a No. 4-B foot, 
or standard dimensions, accordi:¢ to 
the chart. More than that, sh has 
“foot sense,” a sort of a sixth <ense 
which enables her to tell if the shoe 
feels right to the foot as well fits 
right. 


1929 
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Shoe Man Has “‘Haunted 
House’”’ 


LYNN, MAss.—Harland Little, 
of A. E. Little & Co., owns the 
historic “Haunted House” at 
Hampton, N. H., but nary a sign 
of a ghost has he found about 
it. Nevertheless he keeps by the 
chimney place a pair of great 
boots, which may have been the 
veiy boots that figured in the 
failed transaction by which Gen. 
Meulton, builder and first occu- 
part of the house, sold his soul 
to Satan for a boot full of gold 
to be paid to him regular on the 
fis: day of each month for the 
remainder of his natural life. 

Also about the house Mr. Little 
has choice specimens of shoemak- 
ing, ancient and modern. He 
has transformed “The Haunted 
House” into a fine country estate, 
with gardens and orchards and 
lawns without, and fine furnish- 
i mostly antiques, within. 

; are not the least among 
adornments. 

Some might like to know of 
that boot full of gold. Well, the 
legend has it that the General, 
thinking to outwit even Satan 
himself, cut the sole off the boot 
so that when Satan poured the 
gold into it, the coins would fall 
in a heap on the floor and the 
boot would never be filled. But 
Old Nick discovered the trick 
and, forthwith, seized both the 
General’s soul and body. 

Some ancients of the town 
maintain that their grandfathers 
told them that Satan must have 
taken the General for during the 
night the body vanished from its 
casket, which was found filled 
with stones. None dared to live 
in the mansion after Gen. Moul- 
ton’s death, and it became known 
as “The Haunted House”, and 
was so called up to the time that 
Mr. Little took it and trans- 
formed it into the present estate. 











J. G. Menihan to Sail 
for Europe 


Rocnester, N. Y. (UTPS)—Jere- 
miah G. Menihan, president and treas- 
urer of the Menihan Shoe Company, 
1225 Clifford Avenue, will leave for a 
month’s trip to Europe next week for 
a combined pleasure and business trip. 
Mrs. Menihan will accompany him. 


To Distribute Boroso Sea 
Leathers Here 


New YorkK—The Frank Hecht Com- 
pany, Inc., of New York, have been ap- 
pointed American distributors and 
agents for Boroso Sea Leathers, made 
in Vienna. After years of experimen- 
tation the correct tannage was ascer- 
tained for the tanning of Baby Shark, 
one of the Boroso products. 

Baby Shark is an unusual leather, 
flexible as kid, durable, has tremendous 
resiliency and looks and feels like 
moire silk. It is used by fashionable 
Farisian bootiers and bag makers. It 
is being produced in all fashionable 


| was unanimous. 








colors, 
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Savannah Shoe 
Men Organize 
Local Group 


SAVANNAH, GA. (UTPS)—The Sa- 
vannah Retail Shoe Association was 
organized at a meeting of the retail 
shoe dealers of Savannah held Septem- 
ber 25, and Mark Silver, proprietor of 
Faver’s Boot Shop, was elected _presi- 
dent. It was voted to become affiliated 
with the Southeastern Retail Shoe 
Dealers’ Association and the National 
Shoe Retailers’ Association. 

Hal Steele, secretary of the South- 


| eastern Retail Shoe Dealers’ Associa- 


tion, was present and assisted in the 
organization. He urged the advantage 
of a close association between the shoe 
retailers of the city. 

Mr. Silver, the new president, is a 
retail shoe dealer of many years’ ex- 
perience and his choice as president 
The business session 
was held following a dinner. 


New Shoe Department 


BIRMINGHAM, ALA. (UTPS)—A new 
shoe department, to be operated as the 
L and O Shoe Company, of St. Louis, 


| has been opened at Herzberg-Loveman 


department store at Gadsden, Ala. It 
is under the managership of H. J. 
Geter, formerly with Drennen’s here. 





Sandals Again! 








8s 8 ee ee 


WHERE TO BUY 
Men's & Women’s 
Slippers 


8 ee ee ee 





STRAP SLIPPER 
Center Buckle 
Patent $1.60 
Satin $1.60 
Velvet $1.60 
Pat. Gun Metal 

$1.7 


ass. 
Terms 7% 
Strictly 10 

Days 








fEzsiphd 


LEATHER HAND-TURNED 
SLIPPERS 


Nationally Advertised 
Year-Round In Stock 
SERVICE 


Send for 
Catalog 
Prices 
$210 up 4 


ABBOTT 
SHOE Co. 
N. Reading, Mass. 


Boston Office—Room 502, Statler Bidg. 








| 


Charge purchases made the remainder of this 
month will appear on bills rendered Nov. 1st. 


Best & Co. 


Fifth Avenue at 35th Set.—N. Y. 
Paris Palm Beach London 


DANCING FEET 
WEAR BEST’S 
“CLEOPATRA” SANDALS 


Moire with gold or silver kid pipings 18.50 and 22.50 


"THESE decorative, frivolous little -san- 

dals that Best’s introduced are the 
pet footwear of the light-hearted young 
things in New York’s smart dancing 
places. Of moire in black or white (to 

- dye) there is just enough material to 
hold the silver lined sole to your foot, 
and your gossamer stockinged heel, 
instep and toes are revealed in the 
openings between straps, 


a a a a ae ee ee ee lee ee en 
a Bi Ri Ci Ri Re a i 


— 


An up-to-the minute ad by Best & 
Co. that reflects the new interest 
in sandal patterns 
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The Last 
Word in 
Quality 
Slippers 


TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 











_ Greatest Value 


$1.65 


E wide, 3 to 9. 
Send for sam- 
ples and we 
will prove it. 
SUMNER SMITH 








we. 
325 W. Monroe, Chicago 








tell e 


WHERE TO BUY 


Shoe Ornaments 


—~ 


— 


SHOE 
ORNAMENTS 


for 


MANUFACTURER 
d 
RETAILER 
THE 


A 


REYNOLDS <a fe COMPANY 
Providence, Rhode Island 

















Oe ee erm ee et ee * 


WHERE TO BUY 
Ballet Slippers 


—~ orm rs 











it 


Rights and Lefts 
Twe Grades 






Woes. Miss. Chi. 

$1.60 $1.45 $1.40 

1.36 1.80 1.26 
Ia Stock 


wh, 
SUMNER 

SMITH 
Chicago, Ml. 








328 West Monroe 








Soft Toe 








Black Kid 


Lefts and Rights Expertly Designed 
Misses & 


In Ne. 100—Regular ...... 
Steck Ne. 566—Buck Sole 

H. F. MALOTT SHO 

1915 Girard 








In Stock Black Ballet 


Slippers 
Ladies’ $1.25 
Misses’ $1.20 pair 
Childs’ $1.15 pair 

BLOG SHOE CO., INC. 


147 Daane Street 
New York City 


pair 











* KENDALL “zourouy 
SLIPPER 
FOR YOUR BEST CUSTOMERS 
AND A GOOD 
MONEY MAKER 


IN sig 
STOCK 














In Black 


id Only 
SEND FOR CLKCULAR 
OF KENDALL’S BALLETS 








Dept. 
KENDALL SHOE COMPANY 
* HAVERHILL, MASS. * 








BALLET SLIPPERS—IN STOCK 


of the unusual kind 
8102 Bik. Kid Hand Turn 
Soft Toe 





Child’s 6 to 11—$1.35 
M 11% to 1.40 
Women’s 2% to 8— 1.45 

Also Hard 


SCHWARTZ & HERDER, Inc. 
fatists in 


Wide Variety of Styles 
At Wanamaker’s 


PHILADELPHIA (UTPS)—John Wan- 
amaker shoes for the fall and winter 
include one of the largest assortments 
of styles that they have ever presented. 
They begin with the simple classic, 
custom-made satin slipper at $12 which 
they promote for bridal wear, together 
with white moiré operas at $10, sand- 
als at $14, and white velvet sandals 
at $15, and go on up to the more 
intricately designed slippers. 

Color is definitely established in the 
mode, and they are especially featur- 
ing the “right” greens. As an example, 
there is a green all over perforated 
three-eyelet oxford of suede in a dark 
shade. Among the other models that 
they point to as leaders is an instep 
tie in brown kidskin and lizard piped 
with gold, at $20, the opera in black 
or brown suede at $16, or in black 
satin and patent at $14, the stepin 
pump of brown suede with brown liz- 
ard also piped in gold, with brown 
and gilt buckle, at $16, the brown or 
black suede one-strap slipper trimmed 
with chestnut brown calf at $15, the 
sandal of chestnut brown kid, its cut- 
outs piped with gold kid, at $22, and 
the walking shoe of tan Russia calf 
with two buckled straps at $16. 

To take care of the demand for 
something to wear with the popular 
tweed costumes, they are showing es- 
pecially for tweeds a one-strap with 
lizard grain trim at $14.50. Oxfords 
at $15 have silver kid piping on kid. 





Open Store in Altoona 


ALTOONA, PA.—Philip and Meyer 
Klevan, brothers, have opened the 
Klevan Brothers shoe store at 1300 
Eleventh Avenue, Altoona, Pa., with a 
line of exclusive footwear and silk 
hosiery. 








Playing Up Pumps 

















Ballet and Comfort Slippers 
No. 11th St., Philadelphta, Pa. 















Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 





Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 

I California 























Lord & Taylor 





7 
We set out to get the finest pumps made — ~~ 
And we think we have them! TENT LEA Ta NI 
They bug the arch. ponte 
They do not cut over the instep. out oD 
4 CORES GD 
They do not slip at the eek mow to 
mnowr wee 
They are bench made “one man” shoes the’ same kind mk supe 
ow get when you have them custom made. Show of (CARES 9 ee 
which onty 2% pairs can be made ie « day—bend Pea 
mokied so that they i perfectly, hand sewn for sur aun ae 
fece smoothnes, hand shaped st the arch so that they SLACK LIZARD AND 4D 
retin their symmetry Made over lasts thet took six QROWN UZARD AND LID 
moathe to perfect — 10 amare slim heels, greeeful archee Cas Gat me 
ert woos, 


these ares few of the rescue why we know they're 
differen. We have and will have complete sine rengee 
1m sramless or regent styles and three types of beris. 
Io ewe che te 
nts neoe 














The pump vogue of the current 
season is strikingly portrayed in 
this Lord & Taylor advertisement 
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Max Nankin Back from 
Buying Trip 


MiaMI, Fuia. (UTPS) — Max \. 
Nankin, vice-president of the Cowen. 
Nankin Shoe Stores, Inc., has retu: ne 
from an extensive buying trip on w iich 
leading shoe centers of the United 
States were visited. This firm handles 
Florsheim shoes, and while in the |Jas 
Mr. Nankin consulted the construc tio; 
engineer of the Florsheim Shoe ( om. 
pany and obtained plans for a ney 
store front for one of the two stores 
occupied by his firm on Flagler st cet 

A black and white scheme wil! 
worked out by the use of black vii rio). 
ite for the base and columns, an t 
offset the black a chromium whit» 4). 
loy metal will be used. While the work 
is being done an alteration sale wil 
be staged and the present stock cleaned 
out so as to make way for new fal 
merchandise. 





Louis J. Robertson Sails for 
South America 


New YorK—Louis J. Robertson, 
president of the Robertson Leathe 
Co., domestic tanners of reptile |ecath. 
ers, sailed Sept. 21 for Panama ani 
Colombia, where he will visit the alli- 
gator hunting regions, expedition 
which his company maintains to pro- 
vide raw material for alligator leather 
for use in shoes, luggage and fancy 
goods. 





A. E. Burns Opens New Store 


Detroit, MicH. (UTPS)—A. E£ 
Burns & Company, large Detroit shoe 
retailers, opened their fourth unit in 
Detroit at Newport and East Jeffer- 
son Avenues last week. The main 
store is located in the Burns-Graj 
Building at Grand River Avenue and 
Griswold Street, in the heart of the 
downtown section. 





Prize Contest Stimulates 
Slipper Sales 


DAYTON, OHIO—Elder & Johnson 
Company recently completed an ur- 
usual campaign featuring Day-Time 
slippers in a type of turn sole d Orsay 
manufactured by Sachs & Vivgorith, 
Incorporated, Cincinnati. The idea of 
the campaign was to give a prize to 
the clerk who sold the most pairs of 
slippers to customers who had pur 
chased a pair of regular shoes. 

The campaign was held for ter days. 
During this period, 45 pairs wer» sold, 
all of which were counted as extra 
pairs. The prize was won by Mr. 
Haverer who sold a total of 1 pairs 
of Day-Time Slippers. 





Dr. Kahler Visits Baltimore 


BALTIMORE, Mp.—Dr. Peter }-ahler, 
foot specialist of New York, spert four 
days during the past week at t'e new 
Baltimore, Md., Higsby’s Kahle» Sho 
Store recently opened at 336 North 
Charles street. During his st:y, Dr. 
Kahler gave free advise to cu: omers 
about their feet. Many took ad: intage 
of Dr. Kahler’s presence in the Monv- 
mental city’s store. 
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Spring Showing of Leathers 


(CONTINUED FROM PAGE 39) 


ness, flexibility and durability. This is 
because Nature makes these skins thin 
and tough with a hard surface, which, 
from a practical point of view, means 
that the wearer of reptile shoes can 
have presentable shoes with less care 
and attention than shoes of any other 
leather, with the possible exception of 
patent. After American women had an 
opportunity to recognize the good quali- 
ties of reptile leathers through wearing 
alligator shoes in 1925, certain style 
tendencies with respect to women’ S gar- 
ments made it logical to increase the 


use »f reptilian leather for shoes. When | 


the demand for additional reptilian 
leathers developed in Europe tanners 
who were equipped with lighter machin- 
ery «nd who had been making fancy 
leathers were first to tan substantial 
quan'ities of lizards and snakes, this 
probubly for the reason-that the style 
influence came from Paris and it was 
natural for foreign manufacturers to 
patronize their own tanners. American 
ingenuity, however, led to the success- 
ful tanning of reptiles of such excel- 
lence that prices have been greatly re- 
duced and the leather is much more 
widely used. Lizard will be a spring 
feature with alligator probable in sport 
shoe combinations. 

Patent is probably the most promi- 
nent ijeather in Paris at the moment, 
and this fact is expected to usher in 
greater activity on this smart and ser- 
viceable leather. Patent is one shoe 
which will look well with practically 
any costume in the average woman’s 
wardrobe and requires less attention 
than practically any other upper leather. 
In pumps and strap effects it appears 
to especial advantage. 

The colored kid shoe has become very 
important, because it is smart both to 
match and to contrast with the costume. 





Navy blue has become a staple, and ri- 
vals brown and black in volume. Dark | 
red and dark green kidskin shoes have ! 


been accepted by smart women, pastel 
shoes were worn last summer, and will 
be worn to a much greater extent in 
1930. 

The bag to match the shoe has be- 
come important because of the fashion 
for wearing two matching accessories, 
to contrast with the rest of the cos- 
tume. 
cided increase in the amount of kidskin 
used by bag manufacturers because re- 
tailers are demanding bags made ac- 
tually in the same materials in their 
shoes. 

The formal feminine trend of the 
mode demands shoes that are made of 
light, soft, delicate materials—another 
reason for the increased popularity of 
kidskin. 

Natural pig will be a “dark horse” in 
the sport shoe lines for spring. In fact, 
it will be used 
dark horse, white buck, brown and black 
calf and the cattlehide sport leathers 
more generally known as elk. 


Fred Hageman Dies 


DAYTON, OHIO (UTPS)—One of the 
most widely known retail merchants of 
the Middle West, Fred Hageman, presi- 
dent of the Fred Hageman and Son 
Shoe Company, died here Sept. 22. He 
was 76 years old and had resided in 
this city since coming to this country 
from Germany at the age of 13. 

Mr. Hageman started his business 
career with the D. C. Arnold Shoe 
Company, as a boy. Later he became 
affiliated with the Haas Shoe Company, 
working there until twenty-five years 
ago, when he started his own business. 
Stores owned and operated by his com- 
pany include: Hageman Boot Shop, 31 
East Fifth St.; Hageman’s Economy 
Shoe Store, 110 East Fourth St.; and 
the Haas Shoe Company, 27 S. Lud- 
low St. 








An Effective Autumn Display 








This artistic window display by The Emporium, in San Francisco, 
suggests most attractively the atmosphere of the full season 
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This has brought about a de- | 


in combination with | 


WHERE TO BUY 
Ballet Slippers 


Fe er er ree 


BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss. Childs 


seo— (Sep Gente 1.45 ee 1.35 
60 1.25 1.20 


1.30 
Coost Prices Slightly Higher 


Brooks Shoe Mfg.Co. 


Philadelphia— 
Swanson and Ritner Sts. 


Los Angeles—1162 So. 


IN 
STOCK 
Hill 8t 


Oh i i ll le ell 


WHERE TO BUY 


Women’s Novelties 


6 8 6 er re 





BON DWAY 


PROCESS 
produces footwear of remark- 
able lightness, smartness and 
flexibility. 


BOND SHOE COMPANY, 132 Duane St., New York 











8 Oe 


WHERE TO BUY 
Children’s Shoes 


el 


Appreved by keene 











IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
387 Fourth Avenue 
New Y 
323 W. Jackson Blvd. 
Chi 


cage 
1307 Washingten Ave. 
St. Leuie 
49 Fourth St. 
San Franciece, Cal. 


Factory, Danvers, Mass. 
Send for Cataleg 











i eh i i i ie i eid 


WHERE TO BUY 
Shoe Forms 


E66 8 6 6 








TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 


Light, Inexpenstve and 
Practically Invisible 
Linings and case num- 








THE SHOE FORM CO., Auburn, N. Y. 








WHERE TO BUY 
Spats 


SPARTON 


SPOTPRUF SPATS: 


2 Bh 


profits. BEFORE AFTER 
Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 


This new 
idea in spats 
this fall will 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO e 





ON APPROVAL 


WE CARRY STOCK FOR YOU! | 


PRICES: 
$11.50 
$14.50 
$18.50 


COLORS: 
Pearl and Medium 
Grey, Light and 
Medium Fawn. 


Before buying Spats, let us ship on approval 
1 or 2 dozen for your inspection We stock-up 
for you and size-ups, no matter how small, 
are shipped at once When ordering samples 
specify price wanted 


GOLD SEAL 


536 Broadway New York 





Church’s 
Imported Spats 


Large stock carried all year 
around to insure prompt service. 
Write for samples. 

LYONS & CO. 
122 Duane St., New York City, N. Y. 














Nationally knowr. 
—nationally ad- 
vertised. A com- 
plete line of fine 
spats— te retail 
from $1.50 to 
$5.00. 


Send for price 
list. 


S. Rauh & Co. 
650 Sixth Ave. 
New York 








| day for five dollars. 


| babies take all my time. 
| is only two and rather sickly. 
| my best, and now if you’ll excuse me, 


ber, mister. 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


In All Selling Colors 
$10.50 to $36.90 do 


Howard and Norris Sts. 











Philadelphia 





Billy Rogers Hits a Snag 


(CONTINUED FROM PAGE 54) 


wondering if I shouldn’t have a girl?” 

“In that case, I should go and see 
Miss Gorman—she’s the employment 
manager of the Fretton Department 
Store. She may be able to give you the | 
name of some girl who used to work 
in their shoe department, who is now 
married and who might like to get a 
little extra money for Saturday work. 
That store, like most department stores, 
keeps lists of married former employees 
whom they call on for extra help during 
special sales and at Christmas time.” 

“That’s a hot one. It’s awfully good 
of you, Mr. Parker. I’ll go and see her 
right away.” 


They shook hands, and a few minutes | 


later Billy was talking the matter over 
with Miss Gorman. After reference to 
her files, that capable but rather 
brusque woman gave him two names. 
“Try those, Mr. Rogers—both had 
good records with us. 
you can interest them—best I can do— 
glad to help you any time we can. Good 


| afternoon.” 


ANP Billy was out. “Some snappy 
femme,” he gasped to himself. 





appealed to the customer. “That's , 
better shoe, I’ll take that pair.” 

“One pair enough, or have yoy 
ra | to change around?” 

“Er . I guess one pair wi!! 
me.’ 

“Thank you. I'll wrap them up, 
May I suggest you slip a pair of ‘rees 
in these when you get them home. |; 
keeps the shoes in shape better, and 
increases the life of the shoes, yoy 
know.” 

“T’ve never used trees, 
haven’t any at home.” 

“No!” Billy raised his eyebrows 
“And I suppose you have half a cozen 
pairs of shoes around the house —a] 
spoiling for want of trees to keep then 
in shape and comfortable.” 

“Just three other pairs are all | 
have. But I can’t afford trees. 


Rogers, 


so | 


| How much are they?” 


Don’t know if | 
| cost you eight dollars. 


only 
how 
you 


“The four pair you need will 
Let me 
you these aluminum ones, so light 


| can use them when traveling.” 


| going right home. 


“T’ll get them some time when I’m 
I don’t want t 


| bother now.” 


He wrote to both the addresses, with | 


the result that a Miss Alamo told him 
she was now a bookkeeper and there- 
fore above selling in a store! The other 
woman was a Mrs. Phips. She was a 
slim, dark woman about thirty-five 
years old—quiet, neat and with a pleas- 
ant, though rather sad, smile. She 
would be willing to come every Satur- 
They finally agreed 
on four dollars and she promised to 
turn up the next Saturday. 

“T haven’t sold for some years—three 
My youngest 
I'll do 


I’ll hurry home to get my husband’s 
dinner.” 
“Thank goodness, that problem’s set- 


| tled,” Billy congratulated himself. But 
| he was soon to find that the help prob- 


lem was there as long as he had to 
have help! 
As Mrs. Phips left the store Billy 


| heard Joe Rowe say to a young business 


man who was looking dubiously at a 
pair of shoes, “That’s a real hot num- 
‘See? I’ve got a pair like 
’em. Only four bucks and that’s good 
enough for anybody. . . . ’Cause we’ve 
got them more flossy—but you can’t do 
much better—and think what you 
save!” 

“Good heavens!” Billy muttered, as 
he recognized the customer as an in- 
vestment broker he had met at the 
Chamber of Commerce luncheon. He 
—— quickly to the man and smiling, 
said: 

“Good afternoon, Mr. Scott. I’m glad 
to see you.” Then looking at the shoe 
still held by the customer, continued 
“That’s rather a good shoe for the 
money, but not what I would person- 
ally select for you. Let me show you 
a shoe I selected for business and pro- 
fessional wear.” 

He produced the best shoe he had 
in the store. A special number to sell 
at eight fifty. He had only bought a 
few after much hesitation, feeling that 
the price was out of his class of trade. 

“Let me slip this on, Mr. Scott.” 

It was apparent that the new shoe 
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“Don’t blame you. But I'll send 
them with the shoes and save you th 
trouble.” 

“Well . . I guess I’d better take 
them,” Scott was apparently looking 
in the glass case at the rather attrac. 
tive display of men’s and women’ 
hose. 


BILLY noted this, so while making 
out the sales slip, he placed some of 


| the hose on the case and said casually, 


“Rather a smart pattern, isn’t it?” 
“Yes, rather, how much are they?” 
“Six pair for five dollars.” 

Joe Rowe was watching the progress 
of the sale open-mouthed. This was a 
brand of selling beyond his comprehen- 
sion. Scott fingered the hose for a mo 
ment and then said, “Send me half a 
dozen pairs.” 

“Thank you, Mr. Scott. . That 
comes to twenty-one fifty.” The cus- 
tomer took out a roll of bills, peeled 
two twenty dollar bills off it and after 
receiving his change, nodded pleasantly 
and left. 

“Sweet mamma! But that was a 
wow of a sale,” Joe could not refrain 
from expressing himself. 

“Glad you noticed it, Joe—and ™ 
were trying hard to cut it down t 
four dollars. Why did you do it?” 

“He looked an ordinary kind « 
—and I figured he’d use about what 
I did—but to spend twenty-one fifty 
like—like phut! A week’s wage: gone 
blooey without batting an eyelash.” 

“Joe, you are making the same mis- 
take I did when I started in the = 
business. Don’t judge other p 
spending capacity by your own 
because you and I can’t spen 
dollars any time we want 
mustn’t forget that there are 
of people who can, and do—an 
here in Fretton. Don’t be af 
sell the best. It pays the cust 
the end, and he thinks more 
good wear he’s getting, than t! 
already paid.” 

“I was wise to selling the b« 
—but then to sell all them tree: 


ylenty 
right 
iid t 
ner in 
f the 
price 


t dope 
Four 





pair at two bucks each. I neve: hearé 
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of anybody buying so many at one 
” 


ck. 
we wouldn’t have done it if I’d told 
him two dollars a pair, I’ve found out 
that if you give quantity prices people 
buy in quantities. Just the same with 
the hose. If I’d said a dollar a pair, 
six pairs for five dollars, he’d probably 
have bought one, or possibly two pairs. 
The idea is to make the larger quan- 
tity seem the reasonable amount to 


uy. 
Hot stuff, boss, but I’d never be 
able to do it.” 


AND Billy, looking at the flashy 
«*% young man with his rather vacu- 
ous, even though good natured face, 
was inclined to agree with him. 

Trouble loomed up the next after- 
noon when Captain Jacks marched into 
the store with the air of a conquering 
hero. His face was flushed and his 
eyes {ashed exultantly. 

“«The fat old fool—to have the 
damned impudence to stop me, me, in 
in the street. . .Huh. . . by the 
time his eye is better he’ll have learned 
discretion . . . Damned old fool!” 

“What’s the trouble Cap —been 
fightin’ the Civil War again, or some- 
thin’?””. Joe Rowe grinned as he spoke. 

“Don’t you get fresh with me, you 
young whipper-snapper,” growled the 
Captain, but there was no animus in 
his voice. 

“What is the trouble though Cap- 
tain?” asked Billy. 

“There ain’t any now. That ass 
Featherfew— you know, Morland’s 
brother-in-law, stopped in on Carr 
Street as I was cutting through to get 
here. And he says, ‘Left yer hammer 
home, Captain?’ ‘Meaning what?’ I 
asks! ‘I was wondering whether you 
were still knocking yer competitors 
that had you and your boss on the 
run. 
Billy’s heart sank at this news. He 
had a premonition that it spelled 
trouble, but he said nothing. 

The Captain continued, “The way 
that soft pudding leered riled me— 
the damned mealy mouthed, fat nin- 
compoop—so I said, all quiet and 
peaceful like, mind you. ‘Me boy, run 
home and play with your marbles or 
I'll have to spank the naughty little 
boy.” At that he says, ‘Yeah, you and 
= else?’ So I showed him—that’s 
a ” 


“Good heavens, what did you do?” 
was Billy’s question. 

“Do? Oh, I just gave him one good 
poke in the eye. He went off then I 
can tell you. He’ll be careful what he 
says after this.” 

“Hot mamma! I’d like to have seen 
the scrap,” said Joe. A sharp glance 
from Billy caused that young man to 
walk away sheepishly. 

‘lm afraid we haven’t heard the 
last of it,” Billy spoke sadly. “I don’t 
know what he can do, but he’ll do 
something to hurt us if he can.” 

Billy was to find out quickly what 
could be done. The first thing next 
morning he received a letter from the 
law firm of Marvin, Hart, Sulloway 
and Smith, stating that their client, 
Featherfew, had placed in their hands 
a claim for damage. 

The letter further stated that their 
client did not wish to embarrass him 
with a police court case of assault and 
battery against his employee, who was 
evidently acting with Mr. Rogers’ ap- 
proval. To prevent any such disgrace- 
ful, unprovoked assault in the future, 
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the following demand was made, and 
this demand was backed up by Feather- 
few’s employer, Morland. 

Mr. Rogers must publish a public 
apology in the Fretton Courier, both 
for the assault by his employee and 
for the harmful statements made of 
Morland’s business and to pay the sum 
of five hundred dollars to cover the 
doctor’s bills in attending the disabled 
Featherfew and other legal expenses! 

Billy blinked, he rubbed his eyes and 
read the letter again. He found he 
was trembling all over. This was a 
calamity. “I wish June was here,” 
he thought longingly. “I wish the 
Captain was here,” he next thought as 
a hot wave of anger surged up against 
the belligerent Captain who had caused 
him this trouble. 

“I’d better see my lawyer,” he mut- 
tered. At once he put on his hat and 
walked across to the law office of Wise 
and Whitman. There he talked with 
Wise who had known Billy “before you 
were born even” as he once put it. 

After he read the letter he looked 
grave. “Of course, there is no real 
case here. Jacks committed the assault 
during his own time. But you can’t 
afford the publicity of a law suit. 
Marvin, Hart, Sulloway and Smith are 
fine people. I’ll go and see just what’s 
wanted.” 

Billy had to be satisfied with that. 
When the Captain turned up that af- 
ternoon, Billy handed him the letter 
without a word. When the Captain 
read it he simply blew up. 

“The damned impudence. Let me go 
and talk to that bunch of contempt- 
able rate. . .” 

“Shut up,” Billy lost his temper for 

the first time. “You and your eternal 
scrapping got me into this mess. Now 
you quit talking like an old fool. This 
isn’t politics—it’s success or failure for 
me.” 
Captain Jack’s eyes opened —he 
stared in amazement. Then after a 
painful pause he said, “If you don’t 
want help that will stand up for you, 
I don’t want to work for you. But 
perhaps I did go a bit too far. Tell 
your lawyer I’ll pay what is necessary 
to settle things.” 

But money was not important appar- 
ently. Wise came to the store with 
the report that Morland wanted pro- 
tection from further attacks on his 
reputation by a public apology. “And 
_ a strongly against that,” said 

ise. 


APTAIN JACKS listened in silence. 
As he left the store that night he 
gave a note to Billy. It read: 

“Billy: 

“IT got you in this mess. The best 
way out is for me to go. Before I see 
you tomorrow I shall have told Morland 
I am through and that as Featherfew 
started the fight I shall start suit 
against him immediately after my no- 
tice expires. I’m afraid I’m too old a 
dog to learn new tricks. 

Jacks.” 


Billy felt sorry for the old Captain. 
He showed the letter to June as soon 
as he had finished the bookkeeping. 
“Of course, I shan’t let him go,” was 
his comment. 

To his surprise, June said: “I think, 
honey, you’ll make a mistake to keep 
him. He’s an old dear; he’s all bark 
and very little bite.” Billy smiled, 
whereat June went on: “Oh, I know 
he hit Featherfew; so would I if I 
could. But, honey, you can’t afford to 
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stand for all the trouble he causes. 
However much you may like or sym- 
pathize with a person, you can’t afford 
to employ him if he doesn’t fit into the 
business. If he hurts the business, he 
ought to go, or before long there will 
be no business to hurt. The welfare of 
your store, Billy, has to be ahead of 
the welfare of the people working in it. 
I don’t know how to express my ideas, 
Billy boy, but perhaps you follow me.” 

“T sure do, June, and have been fol- 
lowing you for a long time now.” He 
grinned happily, for he always felt 
better after a good talk with the sober- 
minded June. 

“Quit talking foolish,” she repri- 
manded with her lips, but her eyes told 
a different story. 

“T’ll take you home now. . ~ Ce 
did I tell you that next Thursday is the 
day for the Chamber of Commerce talk 
on ‘How to Increase the Rate of Turn- 
over?’” 
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Boustness 
BAROMETER 


Business 


CON NECTICUT — Stamford — Frank Logan 
(Sterli:¢ Boot Shop), boots and shoes; admitted 
son, Frank Logan, Jr., to an interest. 

ILL! \OIS—Chicago—Paul P. Shopper (6817 
Stony ‘sland Ave.), boots and shoes; succeed: 
hy Jack and Jill Shoe Shoppe, Inc. 

MAS ACHUSETTS—Amesbury—Fashion Wood 
Heel Co.. manufacturers ; have filed $10,000 issue 
of common stock. 

Chel:»a—Harold Shoe Mfg. Co., nye manufac- 
turers; ‘nc. authorized capital $250,00 

Haver hill—Brown & Bloomfield a Co., shoe 
manufs '‘urers; ine. authorized capital $25, 000. 

Malden Spencer Shoe Stores, Inc., boots and 
shoes; :imed changed to Spencer Chain Stores, 
Inc. 

Stour 
facture 

MINN 
(2501 
hoots ar 

NEW 
(3605-07 


iton—Ben Marsh Shoe Co., shoe manu- 
inc. authorized capital $100,000. 
SOTA—Minneapolis—Murray B. Ewalt 
ntral Ave.) (4259 Minnehaha Ave.), 
shoes; reported sold out both stores. 
JERSEY — Wildwood — Calogero Bros. 
Pacific Ave.), repairing and shoes; re- 
scontinued shoe business—continuing 
ing line. 

YORK—Albany—I. Miller (Salon of 
ots and shoes; inc. authorized capital 


sn—Jacob Schneider (797 and 903 Ful- 


Changes 


ton St.), shoes and repairing; reported selling 
or sold out. 

Brooklyn—Sol Lefkowitz, Elite Bootery) (1230 
Avenue U), boots and shoes; reported selling 
or sold out. 

New York City—Emanuel Harris, boots, shoes, 
etc.; inc. authorized capital $20,000. 

Whitehall Shoe Repairing Corp.. 
shoes; ine. authorized capital $20, 000. 
_ Dave’s Sample Shoe Shop, boots and shoes; 
ine. authorized capital $10,000. 

NORTH CAROLINA—Graham—J. W. Roney 
(“The Specialty Shop”), shoes, etc.; recently 
commenced business in Paris Block. 

OHIO—Columbus—Rebecca and Harry Green- 
berg; shoes, etc.; recently incorporated. 

PENNSYLVANIA—Philadelphia—I. Finkel & 
Herman (825 S. 4th St.), boots and shoes; re- 
ported filed certificate to trade as the American 
Shoe Stores. 

Leader Shoe Stores Co., 
authorized capital $10,000. 

Veronica Ramanuskas (3152 Richmond St.), 
boots and shoes; sold or closed out business. 

TEXAS—Amarillo—Cinderella Slipper Shop, 
boots and shoes; succeeded by Jarett’s Fashion 
Shops, Inc. 

Whitney—Spot Cash Dandridge Store, 
ete.; recently commenced business. 


boots and 


shoes, etc.; inc. 


shoes, 








Failures, Embarrassments, Etc. 


ARKANSAS—Blytheville—William Lang (The 
Fashion), shoes, etc. ; ~/% offering to com- 
promise at 50 per cent cas 

Helena--I. Rothschild Shoe Co., boots 
and shoes; reported assigned. 

North Little Rock--Ellis H. Adams (Adams 
Mere. Co.), shoes, ete.; reported petition in 
bankruptcy. 

FLORIDA—Orlando (also Dunnellon & Ocala), 
L. F. & F., Inc.; chain store: reported petition 
in bankruptcy. 

Plant City—A. L. Green, shoes, etc. ; 
petition in bankruptcy. 

Sanford--B. L. Perkins, 
petition in bankruptcy. 

ILLINOIS—Danville—-Otto E. Newman, shoes, 
ete.; reported petition in bankruptcy. 

INDIAN A—Huntington—E. B. Young (Young’s 
Quality Shoe Store), boots and shoes; reported 
petition in bankruptcy y. 

Rensselaer—Robert Fendig (Fendig’s Shoe 
Store), boots and shoes; reported offering to 
compromise at 50 per cent—25 per cent cash 
and 25 per cent in 30 days. 

MASSACHUSETTS—Brockton—Craig, Reed & 
Emerson, shoe manufacturers; reported offering 
to compromise at 25 per cent. 

Lynn— Harry Feldman (Feldman’s Family 
Shoe Store) (252 Summer St.), shoes and re- 
pairing; reported petition in bankruptcy. 

New Bedford—Harry Lumiansky (Lucas Shoe 
Co.), boots and shoes; reported assigned. 

Westfield John E. Poulin, boots and shoes; 
reported petition in bankruptcy. 

MICHIGAN—Detroit—B. Marx & Son, Inc. 
(300-802 Griswold St.), wholesale boots and 
shoes; reported offering to compromise at 40 
ber ceht—payable 20 per cent in cash Sept. 30; 


Inc. ; 


reported 


shoes, etc.; reported 


10 per cent in 30 days: 5 per cent in 60 days; 
and 5 per cent in 90 days. 

NEW HAMPSHIRE—Concord—M. Brams Shoe 
Stores, Inc., boots and shoes; reported offering 
to compromise at 20 per cent; liabilities $25,500 
—creditors committee appointed to investigate 
and report at meeting Sept. 27. 

NEW JERSEY—Hoboken—Ethel Gulkis (844 
Park Ave.), boots and shoes; reported called 
meeting of creditors 

Newark—Charles "Roth (76 Broadway), boots 
and shoes; reported called meeting of creditors 
for Sept. 26. 

NEW YORK—New York City—Barney’s (Bar- 
ney S. Bonaventure, Prop.) (304 W. 42nd St.). 
shoe manufacturers, etc.; reported meeting of 
creditors called for Sept. 23. 

NORTH CAROLIN A—Raleigh—Dan F. Bridges 
(Bridges Shoe Dep’t.), boots and shoes; reported 
offering to compromise at 50 per cent—payable 
about half cash—balance in 3, 6, 9 and 12 
months. 

Silver City—J. M. Marley & Son, shoes, etc. ; 
receiver appointed. 

OHIO—Columbus—Michael Atlas (1063 Mt. 
Vernon Ave.), shoes, etc.; reported receiver ap- 
plied for. 

OREGON—Salem—Hillpot & Sons, shoes, etc. ; 
reported petition in bankruptcy. 

PENNSYLVANIA—Philadelphia—Morris Zel- 
din) (715 S. Fourth St.), boots and shoes; re- 
ported petition in bankruptcy. 

WYOMING—Laramie—Cordiner Co., boots and 
shoes; reported petition in bankruptcy. 

Rock Springs—Dain’s Shoe Store (Opal Dains, 
owner), boots and shoes; reported offering to 
compromise at 20 per cent. 


New Shoe Dealers 


New York, N. Y.—Brooklyn Shoe Supply Co., 
6ll Argyle Road. 

rlotte, N. C.—Sears, Roebuck & Co., 3rd 
and Tryon (soon). 
Grand Island, Neb.—Sears, Roebuck & Co. 
Bellows Fails, es J. Newberry Co. 
Springfield, Vt.—J. J. Newberry Co. 
Uniontown. Pa.—Miller’s, Inc. 
yaiwenkee, Wis.—J. C. Penney Co., 3419-21 
Graham. N. C.—The Specialty Shop. 
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Callaway, Neb.—Frank F. Garrison. 

Arkadelphia, Ark.—Green Department Store, 
Bell Ruilding. 

Columbia, Ky.—Crawford-Catlin, Inc., Russell 


Bldg. 
Sioux City, Iowa—J. C. Penney Co., 408-14 
(soon). 
C. Penney Co. 


4th St. 
Britton, 8. D.—J. 
Owensmouth, Cal.—J. C. Penney Co. 
Hartford, Conn.—Arch-Aid Shoe Co., 99 Pre+t 
St 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Coolidge, Ark.—Bell Boy Store, Main Highway. 

Scottsbluff, Neb.—Buck’s Booterie. 

Atlanta, Ga.—-Saul’s, Inc., 91-93 Whitehall St. 

Tuscon, Ariz.—Kaplan’s Boot Shop, 202 E. 
Congress. 

Fort Wayne, Ind.—Family Shoe Store, 1512 S. 
Calhoun St. 

Omaha, Neb.—Dr. Mason, 214 S. 15th St. 

Newberry, S. C.—Paul E. Anderson, 1208 Main 


t. 
Brenham, Tex.—D. R. Denby Co. 
New York, Y.—Jackie-Jean Shoe Stores, 
2385 Grand Concourse. 
Dodgeville, Wis.—Giese General Store. 
Hendersonville, N. C.—J. C. Penney Co. 
Portales, N. M.—J. C. Penney Co. 
Gilman, Ill.—J. C. Penney Co. 
Hiawatha, Kan.—J. C. Penney Co. 
Arkadelphia, Ark.—Sterling Store. 
Jonesboro, Ark.—Dixie Stores. 
Morrilton, Ark.—Flessigs’. 
Baltimore, Md.—Betty Shoe 
Gay St. 
. semennds 8. C.—-Paul E. 


“Rolla, Mo.—R. B. Leavett. 

Dardanelle, Ark.—The Cox Store, Inc. 

Napoleon, Ohio—Harry Fuller. 

Unionville, Mo.—Brody & Sons. 

Merrill, Wis.—Leader Department Store. 

Gastonia, N. C.—Jack’s Department Store. 

North Hollywood, Cal.—Louis Bloom, 5226 
Lankersheim Blvd. 

Buffalo, N. Y. 
Inc. 


Shop, 519 N. 


Enderson, 1208 Main 


Shoe Co., 


Shoe 


Henry Goldstein 

Long Beach, Cal..—-Hamilton’s Men's 
Stores, 120 E. Broadway. 

Lake City, S. C.—Kaplon'’s Bargain Store. 

Chicago, Ill.—-Walkover Shoe Stores, Sherman 
Hotel Bldg. (soon). 

Evarts, Ky.—-Red Nicodemus. 

Woodward. Okla.—L. T. oa & Co. 

New York, N. Y.—C. G. Shoe Co., 
-_ —< St. 

jew York, Shoe 

Ave. 

New York, N. Y. 
Roosevelt Ave. 

Paris, Tenn.—Crawford-Gatlin, Inc. 

New York, N. Y¥Y.—Foot Gloves, Inc. 

Borger, Tex.—Green’s Department Store. 

Henderson, N. C.—Kline’s Department Store. 

Griffin, Ga.—Morris Department Store, W. 
Broad St. 

Marshalltown, Ilowa—Golden Rule Store, 
N. Ist Ave. 

New York, N. Y.—Lansky Slipper Co., 
5th Ave. 

Hinesburg, Vt.—E. W. Shedd. 

Wayne, Mich.—The Gladstone 
Gerbstadt Bldg. 

Hillsboro, Tex.- 

Nashville, Tenn.- 
Union St. 

Alta Vista, lowa—Samuel Kaufman. 

Timpson, Tex.—C. M. Willis, Bremond’ St. 

Madrid, lowa——John Grodt. 

Wolcott, Ind.Lewis Nevitt, Blesecker Bldg. 

Lake City, Fla.——E. N. Clark, N. Marion St. 

DeKalb. I1l.—Montgomery Ward & Co. (soon). 

Rutland, Vt.—Montgomery Ward & Co., Mer- 
chants Row. 

Claremont, N. H. 
Pleasant St. (soon). 

Dover, N. Y.—Montgomery Ward & Co., 
tral Ave. and Main St. (soon). 

Austin, Tex.—-Sears, Roebuck & Co. 

Moline, Ill.—Sears, Roebuck & Co. 

Auburn, Ind.—J. J. Newberry Co., N. Main St. 

Independence, lowa—-W. G. Woodward Co. 

Little Rock, Ark.—Sardeson-Hoveland, 
Main St. 

Youngstown, Ohio -Kline’s Department Store. 

Junction City, Ore.—Martin Pederson. 

Diamond, Ore.—H. R. Dunlop. 

Cottonwood, Idaho—Baker Merc. Co. 

Coeur d’Alene, Idaho—Kemp & Hubert. 

Spring Garden, Cal.—August Anderson. 

San Francisco, Cal.—Irving Shoe & Repair 
Shop, 1819 Irving. 

San Francisco, Cal.—F. L. Heim & Son, 
374 Geary St. 

Sedro Woolley, Wash.—Western Stores, 

Bellingham, Wash.—-E. W. Elliott & Co. 

Hopewell, Ore.—R. F. Kidd. 

Andrews, Ore.—McLean, Turner & Witzell. 

Gold Hill, Ore.—F. L. Green. 

Corvallis, Ore.—Gordon Harris, Inc. 

Meridian, Idaho—Edw. E. S. Hart, Broadway. 

Troy, Idaho—W. S. & C. O. Bellomy. 

Okanogan, Wash.—C. J. Breier Co. (soon). 
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Y.—Saks Co., 54 Classon 


Roosevelt Shoe Shop, 8319 
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Store, Lee 


-The Famous Store. 


Robert’s Slipper Shop, 306 


Montgomery Ward & Co., 


Cen- 
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DUR DES. SHOWCARD SERVICE OF FE gis 
Including 100 Price Tickets xclu: 
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Gold lettering on black—orange pumpkin 
(From our October Service) 
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is the most profitable form of consumer-advertising, or of customer-appeal. RECO 

Every manufacturer’s problem is half solved if he can get his shoes and show cards in olver 

windows of either the best or the near best store in each town, failing which he faces ity, an 

the problem of opening his own. MAN 

: , coast 

The annual card services include: — ae 

Modernistic card holders, gold with black trim (3-color 
festoon base between frame and plateau) enhance the interchangeable show card monthly service, 
beauty of your window cards—harmonize with the finest ] 4. all sales messages different, each month’ 
of window display fixtures cards of different designs and colors. 
Printed Price Tickets - 


Annual Card Service is exclusive for one mer- 
chant in an average size town, suburb or metro- 
politan shopping center. 


Either of the tickets illustrated below will 
be supplied free to annual card service 
members in place of blank tickets each 


month in the quantity indicated in the Ask us if your town is or may be open. Se 
description of each monthly card service. 
































A) 
wi 
Printed Price Tickets sel 
3-Color All Regular and Clearance Sale. 
Attractive Any prices wanted 25c to $22.50—Green Border 
Hand-Lettered Any prices wanted 85c to $14.00—Orange Border 
Price Ticket 
Actual size, blue and 6-doz. odd lot assortment $1.10 
/ reddish brown design, | 
’ _ | black figures—80 dif- 12 doz.—$2.00 
<a 24 doz—$3.50 
ee 12 each of 6 prices 85. N. I 
aval 
_—— sagen 12 doz.—$1.5° abo 
1 6 doz.— $1.25 d $2 sn men 
: 24 doz.—$2. 
i i as doz.— $2.25 in either Orange or a 
ee ap es in eithe 
C if 24 doz.— $4.00 Olive Green Border—Black 1 doz. of one price 15¢. 
Figures tai 
Check With Order, (Actual Size) Cash or stamps wi’! oF R 
Please 
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Distinction 
She the . 
Pa Soeeay/ ag RY 


y Sturdy Interesting? 


selections from our AUGUST service) 


(Car:is illustrated above are 








cs” Select the "Ng 


Service You Wish— 
Then Mail Coupon 


i 8 cards (7”x11”) 4 Card 
rvi 
2 . Holders. 100 Blank Price 
o Tickets, or 72 Printed Price 
Tickets, any prices wanted, of either de- 
sign illustrated below. 
$4.00 monthly ($48.00 the year) 


WINDOW 


RECORDER WINDOW CARDS put truth into your consumer- 
advertising, done from your windows. They articulate your personal- 
ity, and your merchandise, not somebody’s else! 


MANY WELL RATED MERCHANTS from coast to 

. . : . ; : 12 ds (7”x11”) 4 Card 

coast now use it for pulling window-shoppers into their stores. ages aoe Be. ae 

: Tickets, or 72 Printed Price 

Tickets, any prices wanted, of either de- 
sign illustrated below 


NOW READY ' soe monthly ($60.00 the year) 
OCTOBER CARDS JUNIOR © cards, 2 Card Holders. 


Ss . 50 Blank Price Tickets, or 
‘ ervice 
(3 colors) (7x11 inches) 





36 Printed Price Tickets, any 
prices wanted, of either design illustrated 
below. 

$3.00 monthly ($36.00 the year) 


SINGLE SHOW | Pa ogy 
A | rinte rice ickets 
CARDS \ a ye Ay fe 
EACH - 








tickets indicated above at 50 cents per month 
additional. 





Check With Order, Meil the Coupon 
Please 

In the panel are brief descriptions of 
the several Services we offer. Select the 
one you wish. 





Select any subject below by number 


Available to merchants in towns only 
where there is not an annual card 
service member. 


October Cards reflect the 
Halloween spirit — die cut 
orange color pumpkin. Gold 
lettering on biack. 


COUPON 
BOOT & SHOE RECORDER, 


WOMEN’S 
1—Style Note—Shoes and Fur 
Trim— 
2—A Smart Note—For Fall— 
Genuine Lizard— 
3 —Fal! Shoes—are Colorful— 
4—For the Junior Deb—Cor- 
rect Shoes are Important— 
5—Brown — Leading Color for 
Fall, 1929— 
MEN’S 


HOSIERY 
9—Wear—is quite as essential 
as Good Appearance— 


GENERAL 

10—Your Feet — will be more 
Comfortable in Arch Hug- 
gers— 

11—The Autumn Shoe Mode— 
Smart Models— 


189 W. Madison St., Chicago, III. 


Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of cards each month 
and art card holders. with the first 
month’s service, beginning with cards for Oct. 
for which we will pay $ per year, pay- 
able $ — per month. 


For cash in advance full year’s service, 5% 


6—Fall Oxfords—Fraternity of > ow, . “— 
Geed Dressers— No. 12—We. Follow Thru Always 


7—Dark Blue the new color in E with Smartest Footwear— 
Men’s Shoes— No. 13—For Wet Weather—the new 
CHILDREN’S styles in Rubber Footwear— 

8—Happy Feet — Make Better No. 14—No Static Here—The New 
Scholars— Styles— 


discount. 

(If service be discontinued before expiration of 
order, we agree to pay $1.00 per month additional 
for each month’s card service delivered.) 

We sell Men’s, Women’s, Children’s shoes and 
hosiery. (Cross out lines not carried.) 

Printed Price Tickets :— 


N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed 
above card texts, abbreviated here because of space require- a 
ments, which better cover their merchandising program. 


Owner 





City 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 


(October Sth issue) 
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THIS MAY BE 
YOUR OPPORTUNITY 














LINE WANTED 











LINES OF SHOES WANTED—Unus 
portunity for several non-conflicting 
lines to secure St. Louis office and exce; 


bd e - : : _. “sti my a) 
Do You Want a Profitable Side Line? tye Atty 3h 
dress B368, care Boot and Shoe Recorder, 239 
The next four months are the best months to sell Herman’s West 39th St., New York, N. Y. 


Men’s and Boys’ Shoes from STOCK. INES WANTED — MANUFACT! 


. ° ° ° e e —Int t € 

We want responsible side line salesmen in the following states:— aie mated a , =e fadics velties 
$ P for the volume trade in the DLE WES 

Arizona Kansas New Mexico Well acquainted with jobbers, chain a: 


Colorada Missouri North Dakota partment store buyers. Covering the entire 
I Montana South Dakota = by a past ive —. 
dah ested address B- . care Boot and > 
ot — a corder, 239 West 39th Street, New Yor 
eva ; yoming 


For details, write, wire or telephone to R. A. Longmore, Sales Manager, => 
Joseph M. Herman Shoe Co., Atlantic Ave., Boston, Mass. POSITION WANTED 

















SHOE BUYER—My experience is ten years 
with Bargain Basements doing a big volume 
and five — in _ ll Willing 
Volume Sales n for to go anywhere. ress B- . Care at 
ma Salesmen Wanted! yn, a am 239 West 39th Street, New 
Southeastern States _ 


We have an opening for a salesman who To sell an unusual line of women’s hot XPERIENCED salesman and live wire inside 
has established business with volume novelty shoes, carried in stock, all at man ten years’ experience with large job 
buying accounts in Southeastern states. one price, styled high and priced low, bing house on Duane Street open fi side 
A line of style McKay shoes to retail at which can be retailed at $3.00 and up. or inside selling. Best references. Address 
$5.00 and $6.00, made by reputable TEXAS, ARKANSAS, KENTUCKY, TEN- B376, care Boot and Shoe Recorder, 239 West 
factory. NESSEE, MICHIGAN, IOWA, WASH- 39th Street, New York, N. Y 

Applicant must furnish satisfactory ref- INGTON, OREGON, CALIFORNIA, WEST 
erences and be in position to finance VIRGINIA and other desirable territories 
himself. We pay a straight commission open. This is big proposition on straight — 


without drawing account, but make com- 

plete settlement on monthly shipments. a a a Le WANTED TO PURCHASE 

This is a zeal opportunity for the right STYLO SHOE COMPANY 
ress 


—- i Am nny bs west 14th and Washington Avenues, WANTED—A secend-hend Ex-cay 5! 
39th Street, New York, N. Y. St. Louis, Missouri machine in good condition. Give 
all details. Address B-371, care Boot 


Recorder, 239 West 39th Street, N 
mw. Be 






































FINE opportunity for side line salesmen with 
established trade to carry short specialty 
line, Men’s service and sport shoes. Patented FOR RENT 
exclusive health and comfort features. Big TO LEASE 
gg grip, Commpicsion —— = Ss 
ress B- care Boot an oe Recorder, , : 
West 39th Street, New York, N, Y. SUCCESSFUL Women’s Specialty Shop oper- ANTED—Shoe department in a | 
° ating four potting. floors in 100% location cialty or Department store. M 
has space for Shoe Department for rent to live location in New York City ie aah 
WE have an opening in several territories for operator; four large windows for display. Ap- dress B-380, care Boot and Shoe R¢ 
a sideline shoe salesman, to carry a com- ply Cantor’s, Waterbury, Conn. West 39th Street, New York, N. Y. 
plete line of spats, rhinestone ornaments and 
cut steel buckles of our own make. Address 
B-27@, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 




















—— Classified and Opportunities Departme:: 
ALESMEN WANTED—Snappy | side line. teen 
Well known Infants’ First Step Shoes—Soft RATES AND OTHER INFORMATION stock 


Sole a Gift Sets. PK 4 
2 fo a ae c t be received at the Boot and Shoe Recorder, 239 West 39th — 
Soe. Se See ee eee St. New York, N. Y. on Monday of the week of publication in order Large: 
ing Middle West and West Coast. Give refer- that advertisements "be published same week. Gikereies insertion in the 


ences, territory desired and lines now selling in 
first letter. G. W. CHESBROUGH, Manu- will be put over to the following week’s issue. City 


facturer, 797 Smith St., Rochester, N. Y. POSITIONS WANTED When advertisers desire answe territo 
4c per word. Minimum Charge 75c. our care twelve words for r 


come in 
REAL opportunity for salesmen with estab- LINES be allowed for address. When need 


lished Il li f 4c Mae rd. Minim Ch 75c. tisers desire replies forwarded 
ished territories to sell our line of In- per wo um arge i: i alae anche ward of ' mobile 


Stock Leather House Slippers. States nm at ALL OTHERS h i : 

resent: Eastern New York, Alabama, Eastern 7e per word. Minimum Charge $1.25 apeete sume ~*~» td c Seg tention 

yn gene we _— a. Kansas. We ALL DISPLAY SPACE Payment in advance is require GIL 
workers only. o drawing accounts. Five dollars per inch. Allow 45 cept when regular advertise: 


Weekly settlemetits against orders. Maid-Rit 
al (Manufacturers) 35 York St., Seodiivn. words to an inch amounts are too small to open ac: : —_ 
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HELP WANTED 


HELP WANTED 


WANTED TO PURCHASE 











middle west. 
price footwear. 


Managers for Retail Shoe Departments 


Chain organization wants young men experienced in popular 
] Department store experience required. 
experience and salary wanted in your first letter. 


Address B-373, care Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, III. 


Please state age, 





TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 


596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 0656 











—_— 
Brooklyn, New York City and 
Long Island 
experienced Representative 
for long established trade. Good commission 
ba-'s with drawing account based on sales. 
Li ready to start at once. 
H. MALKIN’S SONS 

Wew York’s Children’s Shoe Headquarters 
150 Duane St., New York City 











LV! there a young man with shoe knowl- 

that thinks he can succeed in an ideal 
store where others don’t? Address B-374, care 
Boot 2 | Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








5ALES-MANAGER 
WANTED 


By prominent manufacturer of chil- 
dren's, misses’ and growing girls’ shoes. 


Unosual opportunity for capable man 
who can produce results to become part- 
ner in a well established business. State 
age, salary expected, experience had in 
correspondence with salesmen and cus- 
tomers, sales made personally and what 
acquaintance with larger trade 


All correspondence treated in_ strict 
confidence. Address B-363, care 
Boot and Shoe Recorder, 239 
West 39th St., New York, N. Y. 














FOR SALE 


at FEET Oak Shoe Shelving in 14 Sec- 
tions, capacity for 1260 pairs men’s shoes. 
Will sell one. Address CRAWFORD 
BOOTERY, 203 High St., Columbus, Ohio. 








FOR SALE 


Shoe store in fast growing New 
Jersey town near New York. 
$7,000. Must have $4,000 cash. 
Agents please do not answer. 
Address B375. Care Boot and 
Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 











‘OR SALE—Four exclusive ladies’ novelty 
shoe stores, doing a splendid business and 
well established in Baltimore City. Owner 
must retire from business. Address B-381, 
care Boot and Shoe Recorder, 239 W. 39th 
Street, New York, N. Y. 


FOR SALE 


Exclusive shoe store. Know fif- 
teen years cleanest, best balanced 
stock in South Dakota. Chiropody 
department, bargain department. 
Largest Arch Preserver business 
in the state. Only shoe store. 
City 3000. Best location. Big 
territory. Cash, but will reduce 
for reliable purchaser. Agents 
need not answer. Reason, auto- 
mobile business needs entire at- 
tention. 

GILLESPIE SHOE CO. 

Redfield, S. Dak. 
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FOR SALE 


Geer paying family shoe store for sale in 
Brooklyn, this is a real cppertunity’ no auc- 
tioneers need refer. Address B-372. care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y 








OR SALE—A full equipped factory for 

manufacturing children’s shoes. Poor man- 
—— threw it in hands of four mortgages 

o know nothing of shoe manufacturing. Will 
sell equipment and building, or sell equipment 
and rent building, or uipment may be re- 
moved. A bargain to right party. Address 
Clyde E. Cooper, White Cloud, Mich. 





OPPORTUNITY 





HIGHEST CASH PRICES 
PAID 


for shee stocks, slow sellers, ete. Shert term 
leases taken over. Transactions confidential. 
Est. 1890. 
MAX GLAUBERG 
54 Lispenard St., New York City 
Canal 8014 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds anc 
Ends. Unexpired leases taken over 
hone or write 


POSTER @ DEUTSCH 


436 Grand &t. New York Oity 
Dry Deck 03523 





BUSINESS Opportunity—Partner wanted in 
retail shoe store; business established 15 
years. Population of town fifteen thousand 
people, near Fg sony N. J: Address B-377, 
care ‘Boor and Shoe Recorder, 239 West 39th 
Street, New York, Be 





MERCHANTS’ NEEDS 














If you contemplate selling your 

entire or surplus st com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1443 








Complete with 5 color screens. Made 
entirely of paraluminum. The perfect 
color light for shoe window displays. 


Sent C.0.D. If check accompanies 
order we pay parcel post. 


SHOW WINDOW LIGHTING CO. 
69 WOODBINE ST., PROVIDENCE, R. I. 











MERCHANTS’ NEED 








| WINDOW : 
DISPLAY i giaae 


| SEGALLE SONS| 


933 ARCH ST. 
PHILADELPHIA, PA. 


BUSINESS GETTERS | 











Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 
ly 


They last a lifetime 
and 


Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the best 
ladder for your use. 


Milbradt 


Manufacturing Co. 
Established 1895 
2416 No. 10th Street 


ST. LOUIS, MO. 











CSTABLISHIO 1690 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Co. 
SSO, 
23° 271 LEXINGTON AVE , BRODKLYN, 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 

















MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 











Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Established 1902 New York 

















Price Tickets ‘ene 
FREE 
Original Designs in Colors and Odd 
ees: 21 years nothing but Tickets 
~argest Size 3 by4 New Styles constantly 


B. STAUFFER °218. Larchmont Bivd. 


LOS ANGELES, CAL. 2 




















PRESERVO 


Prevents patent leather ‘‘kumbaks,’’ checks, 
cracks. Waterproofs and preserves. Makes 
shop-worn shoes look like NEW. Tube 25c. 
postpaid. $1.75 doz. $20.00 gross. ASK 
jobber or ASK us. 


PRESERVO POLISH CO., INC. 
Gateway Sta., Kansas City, Mo. 

















HOTELS 





© @ 


ronress AND ons AEN rs FOR 
FT SOLE SLIPPE 
The re merchandise at the aa a 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 


























RHINESTONE 
PUMP STRAPS 


Beautiful, Strong and Practical 





These New Type Straps will please your 
most exacting trade. Only a moment to 
put them on or remove them. 


Assorted patterns. 
Per Dozen Pr. $7.20 
Lincoln Store Supplies Co. 


1508 Washington Ave., 
ST. LOUIS, MO. 





SOUVENIRS 
and 
ADVERTISING NOVELTIES 


fer store openings, anniversaries and special mer. 
chandising events for men, women and childrens, 


SAMPLES UPON REQUEST 
VICTOR E. LEDERER 


123 West 33rd Street New York 








ERS cusuios TIRE 
STORE LADD 



































Insure perfect 


SES shelf service for 
any line of mer- 
chandise. Deep tread 


steps, properly spaced, 
with convenient full 
length handholds on both / 
sides of ladder permit / 
mounting or descending 
with ease. Both hands 
free to remove or 
js seg — a 

anger of falling. 
Cushioned Tired Gl 
Trolley and Truck 
Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely vail. 
able for stock purposes. One style—neat of 
eee | finished—any height ceiling 
c , housands in use. 

cues | OM! REMVYERS & BRO.Co 
request. ASHLAND, OHIO 
(PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 





























Room and. i! 49th to 50th Sts. 


Tub and Shower Lexington Ave. 
$3 to $5 NEW YORK CITY 
per day 
For 2 persons 
*4 10% || 800 Rooms 
r da 
a, Each with Tub 
$8 to #12 and Shower 
ce per day 


Special Monthly |] Radio in Every Room 


and Yearly Rates 








(ee ee} 

3 minutes’ walk from Grand Central. Times 
Square, Fifth Avenue Shops important 
commercial centers, * «ding shops and 
theatres nearby. 10 minu:es to Penn. Station. 


Grand Central Palace 
only 2 short blocks away 






S. Gregory Taylor, 
President’ ° 











Men’s Shoe Colors for 
Spring, 1930 


New York.—Advance swatches 
of the Spring, 1930, colors for 
men’s shoes have just been sent 
out by the Textile Color Card As- 
sociation to members in_ the 
leather industry, according to 
Margaret Hayden Rorke, manag- 
ing director. 

These colors, seven in all, se- 
lected in cooperation with the 
Tanners’ Council of America, the 
National Boot and Shoe Manu- 
facturers Association and the Na- 
tional Shoe Retailers Association, 
will be widely promoted for the 
1930 spring and summer season 
by the allied shoe and leather in- 
dustries. 

Four shades of tan and brown 
are included. Regent Tan is a 
light, warm tan; Henley Tan, 
light in tone also, has a coppery 
cast, while Angola Tan is the 
darkest shade in the tan group. 
English Brown is a darker tone 
with a reddish cast. 

An innovation in men’s shoe 
colors is Commander Blue, a dark 
navy tone. This shade has been 
especially chosen to harmonize 
with the dark blue suit. Another 
new shade is Oxblood, adequately 
described by its name, and in- 
tended to complement the suit in 
a reddish brown tone. Newport 
Sand is a neutral sandy shade 
suitable for sports shoes. 
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College Opening Helps Shoes 
in Washington 
WASHINGTON, D. C.—The_ reopening 


of colleges in Washington, D. C., has 
helped business of-representative exclu- 
sive shoe shops and department stores. 


There are a number of exclusive wo- 
men’s schools in this city, together with 
co-educational institutions, which have 
helped sales of footwear considerably. 
It is quite apparent from the shoe ac- 
tivity during the past week or so that 
many college misses deferred buying 
their footwear in their home towns for 
the privilege of buying them in their 
favorite shoe shop or shoe department 
here. 

Reptilian footwear has been given a 
decided preference. Suedes have als 
been good, with other seasonal footwear 
sharing in the good activity. Some of 
the stores have experienced goo: busi- 
ness in evening footwear, indicating 
that many of the college misses were 

preparing for early social events con- 
nected with their college year. 

Stores selling men’s footwear have 


also experienced an increase in busi- 
ness since the reopening of © lleges. 
Blacks and tans have shared eq: ally in 
the activity to date. Reptilia foot 
wear for men has not been t.<en to 
very strongly. The color sc! me 
men’s footwear likewise holds no 4ap- 


peal, local shoemen and shoe buyers 
pointing out they do not even »lan t 
make an effort to push light colored 
footwear, which it was predic :d at 4 
recent shoemen’s convention uld be 
sponsored for the men whi wanted 
style in footwear. 

























twear 
me of 
busi- 
-ating 
were 
; con- 


have 
busi- 
lleges. 
lly in 
foot- 
en to 
me in 
10 ap- 
puyers 
lan to 
olored 
1 at 4 
uld be 
vanted 


New Stores to Open 
In Birmingham 


BIRMINGHAM, ALA. (UTPS)—Three 
new shoe markets, two exclusive shoe 
stores and one new department store, 
will be open to the public here about 
Oct. 1. Emerson’s will locate on the 
ground floor of the Watts Building, 
facine Twentieth Street, Birming- 
ham’s shoe row, and the Baker Cor- 
poration will open about Oct. 1 at 212 
Twentieth Street. 

The Liberty department store, at 
Eighteenth and Fourth Avenue, opens 

with a popular price line of 


goods. 
Managers for these three stores have 
not ye 





been announced. 


Fred H. Gray Dies in 
Kansas City 


Kansas City, Mo. (UTPS)—Fred 
H. Gray, 52 years old, formerly owner 
of the Bostonian Shoe Store at 1021 
Main St., died at his home here after 
two weeks of illness, September 26. 
Mr. Gray was vice-president of the 
Allison Rubber Company, 1830 Grand 
avenue, having allied himself with that 


| firm after selling his Bostonian store. 


He had operated the shoe store since 
1920, when he first came to Kansas 
City from Charleston, IIl. 

Funeral services will be held at 2:30 
Saturday at the home, and interment 
will be in the Forest Hill Cemetery. 





Brown Kids Lead in 
Arkansas 


ForT SMITH, ARK. (UTPS)—Brown 
kids are leading on the Fort Smith shoe 
market, with a good demand also re- 
ported for black kids, reptiles, suedes 
and patents. Blue kids are enjoying a 
fairly good run. High and low heels are 
sought, and there seemed to be no more 
preference for straps than step-in ef- 
fects, and buckle trims. 

Men are asking for both black and 
brown, the browns being darker than 
during the summer. In children’s shoes 
there is a demand for oxfords, and 
there is also a good demand for oxford 
types from men and women. 
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for the 





HEEL 


347 CONGRESS ST., BOSTON, MASS 


FINE QUALITY TOPLIFTS 
BEST OAK TOPLIFTS 


NEW WOMEN’S LEATHER 


* 











The above number and others can be had in the 
following combinations—patent, suede, kid with silver 
or gold trim, black satin, velvet, moire and any other 
colored leather combinations. 
to 36.50 per dozen pairs. 


VANITY NOVELTY WORKS 


Makers of Leather BOWS and Buckles Since 1912 
1261 Atlantic Avenue, 


A™ EXTRA 
PRC FITE&OR 
THE RETAILER 
SATISFYING 
THE tREMEN= 
DOUS DEMAND 
FOR LEATHER 
Bows 


Prices ranging from $3.00 
Special discounts for jobbers. 


Brooklyn, N. Y. 











3.95 
4.00 
4.25 
4.45 
4.50 
4.75 
4.85 
4.95 
5.00 
5.45 
5.50 
5.85 
3.95 
6.00 
6.50 
6.75 
6.85 
6.95 
7.00 


ABOVE IN STOCK 


5 8 a, las Ti TONE 


HAND LETTERED 


6 doz.— $1.50 


12 doz.— $2.50 


1 doz.— $0.35 


(CHECK WITH ORDER—PLEASE) 


YOUR CHOICE OF EITHER OF TWO COLOR 
COMBINATIONS 


Purple with gold edge trim on white 


pasteboard with black figures. 


Red with black edge trim on white 
pasteboard with black figures. 


Available in 72 different prices: IN STOCK 


If other than in-stock prices are specified in orders, 
the rate per doz. is 50c. 
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you will find 
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E go on the theory that every 

man is at least a potential 
three-pair customer. Against the 
tight one-pair customer there are 
many well-to-do men who buy eight 
to ten pairs per year’—so says Jack 
A. McRae of Denver, and what he 
says about putting one style on the 
left foot, another on the right and 
giving the customer a third to handle 
is somebody’s busy business. Let’s 
go, right into this issue, for Earnest 
Burrill’s Harmony Blues and Oppor- 
tunity’s best bet, “hand made shoes 
for men.” If we only lift the horizon 
of men’s prices up into Quality Street 
we are bound to lift the bottom of 
prices up a peg, by comparison. 
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As Uniform as Human Skill Can Make Them 





Right in step with every advancement of modern shoemaking 
— millions upon millions of VULCO-UNIT BOX TOES are . 
supplied to leading shoe manufacturers each year — manufac- 
turers who know VULCO-UNIT BOX TOES to be of as uni- 
formly high quality as human skill can make them. 
























BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the world 


STATLER BLDG. + BOSTON 
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n ANNOUNCEMENT regarding 
Mi LILA SMOOTH SIE MIE 


n EXCLUSIVE STOCKING 
or the MERCHANT and the MILLIONS 


Since the announcement of Romilla Smoothseme Hosiery a few short weeks 
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ago, country-wide inquiries have come in concerning arrangements for handling 


this remarkable new stocking. 


There is a TRIPLY FORCEFUL selling idea back of Smoothseme— 








it is an EXCLUSIVE stocking—no other like it in the world. 





it is a stocking offered on an EXCLUSIVE TERRITORIAL basis. 


it is an exclusive stocking in the price class for the MILLIONS — 
the chiffon retails at $1.95 . . . the medium weight at $1.65. 


This triple combination presents a hosiery set-up and opportunity ABSOLUTELY 
UNEQUALLED IN ITS PROFIT-MAKING POSSIBILITIES. 


Make your arrangements NOW on territorial protection for Romilla Smoothseme. 
Generous LOCAL ADVERTISING, DISPLAY HELPS and DIRECT MAIL support are 
part of the picture. 


We urge all dealers interested to get in touch with us immediately. Territories 

















available NOW may not be available tomorrow—and it costs nothing to find ‘out. 


SMOOTHSEME HOSIERY 
ILLER HOSIERY CO,, Inc. FEATURES A NEWLY I 
sf VENTED, PATENTED SEAM 


0FIFTH AVENUE ...... . . .NEW YORK —FINE, FLAT, DISTINCTIVE. 


HE STOCKING FITS BETTER 
ILL ned i , ' 
at Bethayres, Penn.—Complete stock also carried at LOOKS SETTER AND STAYS 


orth American Bldg., CHICAGO. 51 Fremont Street, SAN FRANCISO STRAIGHT ON THE LEG. 
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priced hosiery display 


attracts customers !’’ 









M. L. Cohn, Preside the 

Hosiery Company, te] hy t 

N adopting the Hall Mark of the Hosier, B 
Distributors Institute, and having it ap- ll 

pear on every pair of Society Maid fyll- ae | 
fashioned hose, we feel that we, together with |” 


A well - merchandised line of popularly 
priced hosiery pays good dividends to the 


shoe retailer. 


Many merchants find that hosiery not only 


“,...a good popularly 
| 
; 


. : ‘ ‘ tailer 
attracts customers, but actually increases the other mills who are doing likewise, are per- test | 
. . . ~ 
forming a real service to the retailers and giving ‘ight 
sales and consequently—profits. to them a definite answer to the unethical and], ° 


; a ep ‘ S has 1 
cut-price competition which is so seriously aftect- Th 


ing the profit of the retailer’s hosiery department. 

The Hosiery Distributors Institute permits use 
of The Hall Mark on first quality full-fashioned 
silk hosiery only, and its appearance on a stock- 
ing is immediate and definite identification, giy- 
ing the retailer an indisputable certification with 
which to meet the substandard competition where 
that merchandise is offered without identification 


opini 
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remo 
been 
ing, é 
mate 
a leg 


JADE Hosiery 


Elliott Hosiery Co., Inc., Makers 
258 Fifth Ave., New York 
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| 
At the crossroads of fash- j 
CHIFFON © #,32"3.'e ¢ | 
Style 2700 42nd St.. New York City. HU 
Now , > Z\ SOL SZALIN 


11-75 THE NEW SMART 
To retail 150 BLACK FRENCH HEEL\| 1 












































Fine Chiffon silk from 


















icot top to toe. French 
eel. In Sable, Afternoon, color 
Almora, Biscay Nude, Made of Fine Gauge Chiffon cause 
Crystal Beige, Onion Skin, : 
Romance and other smar SILK FROM TOP TO TOE N' 
shades. 
In Smoke, Sea-Fog, Dust streal 
and Crystal Beige us ‘ 
E Pai oveli 
indo STYLE NO. 62 | 
| Bears This s Se 
’ Hall Mark | Aso 
emcee 
e106. us rat Or } 
PER DOZ. 
PATERSON MUTUAL HOSIERY MILLS, Inc. TRIUMPH HOSIERY MILLS.» | 
267 Fifth Avenue - - - - New York City CManufacturers of Full Fashioned and Spring Needle Sili: !ockings LEE 
Mills: Paterson, N. J., Philadelphia, Pa. 902-10 BROADWAY ~NEW YORK # Mills: Philadelphia anc \~ <P. 









Stockrooms: 
Paterson, N. J., Chicago, Hll., San Francisco, Cal. NW WZWHWH77/ 
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|| JTODb : In The Smartest Shoe Shops 
‘sTILY OF FRANCE” 


Hosiery in all the 
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smartest shades, is winning 
——— CF ; “2 . - . 
. the preference of critical cus- 
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tomers everywhere! 





\ TOMEN have gradually 


come to expect fine ho- 


/ i Ve Y Mg 2 siery in modern shoe shops 
byt Jall d OY. . ‘ and you can meet their 


—_ - ; expectations profitably and 
| resided the Society Maid m a satisfactorily by featuring the 
pany, telfhy they have adopted it. . ¥ “ay of Peanes” Gao 
Send for Details! 

Hosiery Beginning July Ist, every pair of Society Maid 
§ it ap- iull-fashioned hose has borne The Hall Mark, 
laid full- and the enthusiastic acknowledgment of the re- E 2 “Til 
ther with tailers who have given The Hall Mark the actual y 
are Pet-Ftest is proof conclusive that it is a step in the of i 
nd giving right direction. It is also noteworthy that there France 
hical and nas not been a single adverse criticism. Hosiery 
‘ly affect-] The Hall Mark of the Institute is, in our 
partment. opinion, the most definite and constructive action 
Tmits use |that has been taken to help retailers “trade up.” 
tashioned Hosiery bearing The Hall Mark is automatically 


1a stock- removed from that general suspicion that has FEDDEN BROTHERS COMPANY, Inc. 
“on, 81V-Theen created by the malpractices in merchandis- 392 FIFTH AVENUE, NEW YORK 


(At the Northwest Corner of 36th Street) 


tion withing, and is a very definite assistance to the legiti- 
) MILLS AT SHILLINGTON, NEAR READING, PA. 


on where mate retailer in selling legitimate merchandise at 
itification. | legitimate price. 
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us by the Hosiery Distributors a. 
appears on all Society Maid Full Fashione 
Lasting Beauty! Silk Hosiery. It is proof absolute that Society 
Maid Hosiery Co. is faithful to the highest 


ARRIS INGRAIN HOSIERY in quality standard. 
















































- 45 and 51 guaranteed gauges, Society Maid “Slips of Hosiery Fashion” on 
retain the charm of their original re 
quest. 
colors through many washings—be- 
cause they are skein dyed. : 
Byvicten _ Sate Pc 
1: : , tif Chiffons. Step 
O faded, lifeless hues no Fine Sheer 45 gauge Twin double epicet 
dullness of texture no all silk Chiffons with heel Chiffons and 
streaks or clouds proper wash- SS Picot Tops and other original Soci- 
ing seems only to augment their sheer otherwise. Medium ai ae 
loveliness! ' sheers and service ee 
weights. All with Price Range $11.50 
Send for Samples and Color Card! Blue Line “stop to $18.00 per dozen. 
A runs” in the welt 
Created by: ‘ and other service 7 
Harris Silk Hosiery Co. yielding features. - 
Springfield, Mass. 
S wwe. NEW YORK OFFICE: 389 FIFTH AVE. 
viockings LEE & COWAN, Selling Agents HOSIERY COMPANY 
— , 354 Fourth Ave. New York City 
——, 
ws — \ Mills at Willow Grove, Pa. 
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Ste 
ahead « of \A 
Fashion 


“FIRST WITH THE LATEST”— 


Everwear again scores a distinct triumph with these stun- 
ning new Fall and Winter Hosiery Creations for Men, Women 


and Children. 


From every side comes news of the success of these and other popular new ‘ 
Everwear items in the Fall and Winter setting. 


The smart new Everwear line offers the progressive dealer an oppor- 
tunity to create permanently increased hosiery sales volume. 


And by the way, have you heard of our new Cooperative 
Plan—not a cut and dried proposition, but an individual 
merchandising scheme created by study of your particu- 

lar conditions. 


Write for details and Fall and Winter Sample Card and 
Price List. 


The Everwear Hosiery Company 


Chattanooga, Tenn. 


CThe Complete Lire 


vou 
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The New 
Butterfly Heel 


No. 950—A most charm- 
ing butterfly novelty 
appearing just over a 
narrow French heel, both 
Butterfly and heel in 
black. Fine quality chif- 
fon in (10) popular 
shades. To retail for 
$1.25. Per Doz., $9.50. 


No. 500—Black French 
Heel All Silk Chiffon. 
With Tailored Ankle 
and Fashioned Points 
in Leg. A fine gauge 
300 needle stocking in 
10 shades. To retail for 
$1.00. Per Doz., $8.00. 


No. 600—Self Color 
Step Twins Heel. All 
Silk Service Sheer. 18 
popular shades. To re- 
tail for $1.00. Per Doz., 
$8.00. 


No. 700—Same as above 
except Black Step Twin 
Heel. 1! shades. To re- 
tail for $1.19. Per Doz., 
$8.50. 


No. 800—Ensemble 
(Self Color Shadow 
Clox French Heel) Silk 
to Top. Chiffon Weight. 
Fine Gauge with Tai- 
lored Ankle and Fash- 
ioned Points in Leg. 10 
shades. To retail for 
$1.00. Per Doz., $8.00. 


No. 900—Same as above 
except Black French 
Heels and Black Clox. 
To retail for $1.25. Per 
Doz., $9.59. 


Society Maid “Slips 
of Hosiery Fashion” 
on Request. 




















Tempt 
The Customer’s 
Love for Style 


Styles which make the feminine 
ankle so engaging to the eye have a 
universal appeal. They capture the 
customer’s fancy and with the 
energy of a low price behind them, 
business picks up and becomes 
profitable for the store which shows 
them. See these styles. 


HOSIERY CO., INC. 


354—4th Ave., N. Y. City 
Mills at Willow Grove, Pa. 
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IRON CLAD 907 


Our No. 907 is a Full Fashion, light service 
weight stocking, silk to hem, and with mercer- 
ized top and foot. 


Colors 
White Light Gun Metal Allure 
Atmosphere Manon Crystal Beige 
Beach Tan Mauve Taupe Sable 
Breezee Mirage Romance 
Champagne Mistery Almora 
Cuban Sand Parchment Silver Grey 
Evenglow Pastel Parchment Skin 
Flesh Pink Pearl Blush Sunbronze 


Grain Reveree Suntan 
Gun Metal White Jade 


Sizes 8 to 10% 


$10.00 


per dozen 


Packed 3 pairs of one size and color to box 
IMMEDIATE DELIVERY 


COOPER, WELLS & CO. 
100 Broad St. St. Joseph, Mich. 
Manufacturers of Full Fashioned 
and Seamless Hosiery at St. Joseph, 
Michigan, and Decatur, Alabama. 


Manufacturers of Quality Hosiery for Fifty Years 
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Effective Advertising 


needs more than mere 


mw RY SD... . wpm 


It needs honest news-value—and news-value must 
have a merchandise foundation. In other words 
— successful stores — successful departments — 
are those which are merchandised in a way that 


actually creates news-value for advertising. 


GORDON 
INDIVIDUALLY -PROPORTIONED 
STOCKINGS* HAVE NEWS-VALUE 


They constitute a new Hosiery-Service — because 
they are proportioned to the individual leg—as 
well as to the individual foot. 

And not in one or two colors and styles only — 
but in all the new Gordon shades for Autumn — 


and in a variety of designs. 


GORDON PETITE GORDON PRINCESS 
GORDON REGAL GORDON SPLENDIDE 


BROVVN DURRELL CO. 


NEW YORK - * BOSTON 
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The Gotham 
Style and Color Club 


— Enables the Gold Stripe 
merchant to keep his stock 
color-right at all times, by 
continually supplementing 
outmoded colors by those 
that are in immediate des 


mand. 


This has proven a most suce 


cessful sales promotion plan. 


ROIS PUR Rae OS 
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OF THE 


BOOT ann SHOE 
RECORDER 


A 


In this Issue you will read 


AS SKIRTS LENGTHEN 

KILLING KICKS BEFORE THEY ARE BORN 
FIVE TO ONE 

IT’S IN THE BAG 

A HAPPY WEDDING 

IS PERFUME NEXT STEP? . 

FALL WINDS BLOW IN VARIETY OF NEW IDEAS 
THE COLOR TREND 

SEAMLESS PROMOTION PLANNED . 

LOOK AT THESE FOR GOOD IDEAS 
NEWS O’ THE MARKET 
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The Fastest Growing Line in the Industry . 


_Mojud Slosiery 


Quick re-salability... this is finding that Mojud’s combi. 
the profitable feature of | | nation of quality and price 
Mojud that is winning a : Seeemspeeds turnover and points 
unprecedented demand from j e way to bigger hosiery 
merchants all over fhe = = ts. @. Inquire about this 
country. Hosiery stocks — , ae "iiem: competitive, high-yield 
| tee ess that Mojud Hosiery 

bring to you. Write 
hy for further details. 


must turn over quickly to 
raake money for their de- — 
partments... and stores) | 


The first quality kail- 
mark of the HOSIERY 
DISTRIBUTOR’S IN. 
STITUTE...stamped on 
all Mojud Hosiery as 
your protection against 
unfair competition 


o 
ANKLE {TAILORED . 


HOSIERY 


MOCK, JUDSON, VOEHRINGER CO., Ine. 


PIERCE AND EIGHTH AVENUES « * LONG ISLAND CITY, N. Y. 
Salesrooms: 212 Fifth Avenue, New York City 


Factories at GREENSBORO, N.C. * PHILADELPHIA, PA. * LONG ISLAND CITY, N. Y. 
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well bestow a flock of medals on 
the |’arisian couturiers who have managed definitely to 
bring the skirt hem line down over the knees. 


Those who shout that ankle length 
skirts are on the way are out of order. 
Some evening gowns will be ankle 
length, but even there, gauzy front 
draperies or deep scallops will reveal 
enough of the leg to make stockings 
an important accessory to the costume. 
On the street and for day wear gen- 
erally skirts aren’t going anywher- 
near the ankle. A survey of leading 
fashion shops throughout the country 
and the most important fashion buying 
offices shows a general consensus of 
opinion that skirt hems will fall from 
three to six inches below the knee for 
ordinary wear, the shorter length for 
sports wear and the longer skirts for 
more formal occasions. 

Is there anything in this that por- 
tends a lessened demand 
hosiery? Not by two or three jug-fuls. 
On the contrary (and fashion is often 
contrary) the longer skirt, cominz 
closer to the shoe simply throws th: 
hose into higher relief. 
be more important than ever before 
this fall and winter and the women are 
finding it out now. When the skirt 
and shoe were widely separated, the 
long connecting link between them 
(the stocking) could harmonize, con- 
trast or do whatever it wished. 
if it 
could stand alone in any tone it chose, 
for there was so much of it that it car- 
ried its own color. 


for silk 


Hosiery will 


Even 
didn’t harmonize or contrast, it 


ing link. 


Hosiery aNnpD ACCESSORIES 
SECTION 


NSTEAD of fearing an ad- 
verse effect on hosiery from 
longer skirts, it is now de- 
veloping that the trade might 


With skirt and shoe coming into 
closer proximity, you can’t play tricks with the connect- 
It must harmonize, or contrast in a harmoni- 


[143] 


AS SKIRTS LENGTHES 


News and Views on (Colors, Styles, 
‘Prices and Other Th ings in 


the Realm of Hosiery 





v ¢ > 












ous manner. 


take to 
monies. It is 


sells the woman 





Here’s the skirt length that 
seems to have been adopted 
by smart folk. 
is Mrs. Frank Henderson, 
New York society woman, 


Its wearer 


and the photograph 
taken at the opening of the 
Belmont races where the 
first flash of what “they” 


are wearing is obtained. 


was 


Building color con- 
trasts is above the ability of most 
women, so naturally they will 
matches or 





har- 
the 


close 


safer for 


woman, and, incidentally, safer for the retailer who 


her stockings. 


The Browns Have It 


HICH leads into the subject of 
what colors will harmonize with 
what? With costume colors gone pre- 
looks like a 
good season for brown hosiery. Al- 
ready the ruddier golden brown shades 


dominantly brown, it 


in hose are selling well over the retail 
counter. Black comes next to brown 
in the ranking of costume colors this 
fall. 

Closely following black are dark red 
and the deep dahlia (purple) shades. 
With these three colors, of course, an 
harmony in 
The 


stocking shades that fit in with these 


exact match or close 


hosiery is out of the picture. 


costume colors fall into the bronze rosy 
taupe class—variously called Ali Baba, 
Rose Dijon, Veter Pan, ete. 

With the darker oxford gray and 
blue, the latter registering strongly as 
both a dress and suit color, gun metal, 
dust and similar tones in hosiery are 


in good harmony. 


Prices 


RICES on women’s full-fashioned 
hosiery followed a general down- 
Manu fac- 
turers who distribute through whole- 


ward course last month. 


salers generally cut prices around 25 to 


50 cents a dozen, while cuts made by mills selling direct 
to retailers averaged from 50 cents to $1 a dozen, 
Toward the end of the month one direct selling mill 








hose at $1.15, $1.25 and $1.35 a pair. 


The price reductions have been made in the face of 


a stronger silk market, and point to a period of intense 
selling competition among the manufacturers. 


Heels 


HILE novelty heels continue to give a little 
spice and pep to the market, the major trend 
in heels continues toward the 
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cut prices from 50 cents to $3 a dozen, putting its 
branded goods more on a parity with unbranded prices. 

As wholesale prices now stand there should be plenty 
of retail offerings of good quality full fashioned silk 








should make a record-breaking business. 
of the sock business at this season is that it is practically 
all extra business. Sox do not replace stockings, but 
are bought as additions to the wardrobe. 

With the vogue for outdoor winter sports running 
more strongly than ever, these sport sox, and even the 
longer varities of sport stockings look to be in for a 
mighty good season. Special hosiery for the occasion 
can be made a merchandising feature just as the proper 
shoe for the occasion has been emphasized to sich 
an extent that it is producing much additional shoe 
business. 

The new wool mesh hose and the “tweed” hose have a 
prominent place in the fall 
fashion picture as accompani- 





narrow French variety. 





Many of the very narrow 
panel heels are now on the 
market and more and more 
producers are cutting down 
on the width of heel panels 
to bring them within the 
“smart” class. There are 
some calls for black heels on 
dust and gun metal stockings, 
but most of the makers 
are taking to these rather 
gingerly. 


The Conservative 


Male 


retailer. 





Football Hose 


ND we don’t mean the stockings worn 

by the players, but rather the new 
ideas in sport hose that are being widely 
adopted by women for so-called “spectator” 
sports wear. Wool meshes, new mesh mix- 
tures of silk, rayon and wool which look like 
tweeds, anklets in a wide variety of patterns 
and weaves, some of them with little figures 
of goal posts and players embroidered on the 
cuffs, all have a place in the stadium this 
fall. They all supply that extra pair busi- 
ness that spells a little more profit for the 


ments to the spectator or ac- 
tive sports costume. 


The Ensemble Idea 


MONG retailers the en- 
semble idea of mer- 
chandising hosiery and ac- 
cessories is growing at an 
extremely rapid pace. The 
shoe merchant today cannot 
do a good job of selling un- 
less he knows where the 
shoes he has in stock fit into 
the ensemble scheme. So it 

















HE most dyed in the 

wool rooters for men’s 
fancy hose are beginning to admit that the fashion trend 
in men’s ankle and leg coverings is growing more con- 
servative. Plain colors or subdued mottled effects, 
clocked and ribbed effects and similar conservative 
types of hosiery for men are at the top of the style 
heap now. Even full length sport hose have gone 
largely into plain colors and the colors themselves are 
subdued in tone. Fancies, in either half hose or full 
length sport hose, are confined largely to neat all over 
effects. From advance orders now on the books it 
looks as if the light weight wools or wool mixtures 
will be the proper ticket for winter selling. 


The Unconservative Female 


F this fall and winter doesn’t produce a whale of a 

business on sport ankle sox for women and chil- 
dren, there is going to be a lot of disappointed people 
in the hosiery business. New styles and colorings in 
this type of foot covering is limited only by the fertile 
imagination of designers. Judging from past experience, 
sport anklets cannot be too wild in pattern or coloring 
to suit the taste of the feminine public. There is good 
basis for the belief that these ankle sox will go over 
with consumers in a big way this fall and winter, and 
with a little exploitation on the part of retailers, they 





is with hosiery. Of course, 
the important point in the 
ensemble selling of hosiery is that of color. Many mer- 
chants are using charts showing the proper color in 
hosiery and shoes to go with the more popular colors 
in dresses, coats and suits. These charts are frequently 
printed in newspaper advertisements or used as direct 
mail pieces. The idea is further extended into window 
displays and to displays within the store. The hosiery 
department that does not link up its merchandise with 
shoes and with garments in actual displays before the 
customer is missing a good bet. In shoe stores it 1s 
not necessary to use complete garments—large enough 
pieces of new materials in the new colors to give the 
customer a good eyeful of color are sufficient. 


Seamless 


OOKING ahead to next year, the bare leg fad 
seems to be definitely out. By the same toke 
things do not look so good for the so-called bare-le 
seamless hose next year. However, through the |are- 
leg hose this year, seamless goods of 300 needl« or 
finer were introduced to a large public that never be ‘ore 
wore seamless goods. Great strides have been made 
in producing good fitting, fine seamless stockings. 
Manufacturers are now planning a promotion camj ign 
that may put fine seamless goods in the quality group. 


4a 
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KILLING KICKS BEFORE THEY°RE 


BORN 


By M. M. TURPIN 
Hosiery Buyer for Goldstein Bros., 





wan «we 


> 

OMPLAINTS and demands for adjustment have 

been almost eliminated in our hosiery department 

said M. M. Turpin, hosiery buyer at Goldstein 
Bros. department store, Indianapolis. This is due to a 
policy, which we inaugurated some time ago, of having 
every pair of silk stockings examined before it leaves 
the department. Of course we still have with us the 
demand for adjustment which is based on damage due 
to abuse of hosiery, after the latter is in the hands of the 
customer. As every hosiery department head knows 
only too well, it is impossible to eliminate such com- 
plaints. In such cases, we take the attitude that “the 
customer is always right,’”’ even though we know that 
the customer is entirely wrong. If it is impossible to 
repair the damaged hose, we replace them with a new 
pair—and we do it with a semblance of cheerfulness. 
Even though the adjustment is costly, we find that the 
policy pays—in the direction of building up good-will. 
This is particularly true in the case of our own store 
brand “Gold Bond,” for which we have built up a fine 
following. 


SIDE from these really unjustified demands for 
adjustment, however, our rigid inspection policy has 
worked wonders in the direction of solving our “returns” 
problem. All our hosiery, before leaving the stockroom, 
is carefully inspected for defects in order to offer to 
the buying public a perfect piece of merchandise. This 
inspection is carefully done by my assistants, and has 
decreased our complaints not less than 90 per cent. 
When a shipment of silk hosiery arrives, whether our 
own brand or a nationally advertised line, the first thing 
that is done when the goods are unpacked is to check 
them, assort the colors, and then inspect each and 
every pair. 


HOSIERY AND ACCESSORIES 
SECTION 


Indianapolis, Ind. 


Mr. Turpin’s Department 


> 






> 


Dark colored hosiery is usually where we find our 
greatest trouble, probably caused in the dyeing. Some- 
times we discover holes, but streaks in dark hosiery is 
the principal complaint. The little holes that are almost 
impossible to see, but which cause the runs are mostly 
caused by needle slips, in which the thread doesn’t catch 
and the result is a runner. 

HE reason we inspect the hosiery in the stockroom 

is to avoid confusion in the department. Very often 
a customer will change her mind about a certain hose if 
a defect is discovered over the light on the counter. This 
has been checked several times, and led us to the idea 
of inspecting the merchandise before offering it for sale. 
Then it is rather embarrassing to the sales woman to find 
any defects in the presence of the customer, and some- 
times it is rather difficult to explain. We advertise our 
merchandise as first class and aim to offer it in that way. 
Light shades of silk hosiery is not so likely to be 
defective ; however we have found some to show streaks 
just where the foot and leg of the hose are joined to- 
gether. 

Perhaps some of the patrons wouldn’t notice the de- 
fect when buying but would discover it later, and in- 
stead of returning the hose just decide that we carried 
seconds and buy their next pair some place else. In that 
case we would lose not only the customer, but the good 
will of the customer, so we find that while there is a 
lot of extra work connected with the double inspection, 
it proves very profitable in the long run, 

Since the policy has been inaugurated we seldom have 
any complaints, but before its inauguration we had lots 
of complaints and especially on runs. The system has 
proved to us that it is easy to forestall complaints by 
removing their cause at the source. 
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FiveE TO OnE 


(ounley Boot Shop, Sterling, (Colorado, Uses Unusual 
Publicity Methods to Ring Up the Sale of Five 
Pairs of Hose to Each Pair of Shoes 


EMOVE the elements of time and expense 
from the transportation problem and every 
American who has developed the style instinct 

in personal adornment would make a special trip to 
Paris every time the elastic in his garters lost its snap. 

The impression that style is to be found only at the 
end of the railroad is more acutely present in those 
communities farthest removed from the great centers 
of population. To blame the customer for this con- 
dition is the common practice of the small town mer- 
chant. He takes the attitude that it is a universal fail- 
ing of human nature to look for what it wants most 
beyond the dimmest horizons and that nothing he can 
do can change that viewpoint. He uses, as a matter 
of form, the weapons at his command, the common 
channels of advertising, and considers he has done his 
duty by himself and his dependents. 

But in Sterling, Colo., there is a dealer in shoes 
and hosiery who goes farther than that. He has for- 
saken the customary advertising mediums which have 
in the past proved their ineffectiveness in keeping 
people from going 150 miles to buy their hosiery and 
substituted more direct methods of familiarizing them 
with his merchan- 
dise. These de- 
partures have been 
made by the Coun- 
ley Boot Shop of 
this Coloradq town. 

For every pair 
of shoes sold in the 
shop five pairs of 
hosiery are retailed. 
Style, and not price 
concessions, is the 
prime mover of the 














merchandise. 

To attain this sales average the first advertising move 
was to take the hosiery to the women of Sterling 
rather than to appeal to them to visit the store. This 
was done by watching announcements of forthcoming 
bridge parties and donating patterns in the most ad- 


There is no profit in price cutting, 


vanced styles to the hostesses for prizes. Sometimes as 


high as thirty pairs would be given for this purpose 
‘6 aT a recent affair of this kind attended by 80 
A women we put up 29 pairs of silk hosiery,” says 
W. A. Miller, manager of the store. “Within a week we 
sold five times that many, directly traceable to this 
source. We were able to make the check because near- 
ly every woman commented upon the fact that she 
didn’t realize that hosiery comparable to that offered 
Which was 


To many of 


anywhere was to be found in Sterling. 
just the impression we hoped to make. 
the women who came in to buy hosiery we sold shoes. 

In spite of the fact that this store sells as high as 
$700 worth of hosiery within three weeks time as a 
regular thing the windows seldom display more than 
two pairs at a time. 
These are the two 
best 
the store. To a 
customer familiar 
with methods of 
display in the stores 
of larger cities such 
a meagre showing 
suggests style re- 
finement. It is 


[TURN TO PAGE 154, 
PLEASE | 
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Bridge Prizes 
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—r°’s IN THE BAG 


The Ensemble Idea Puts Fontius 
Bag Business Across After 
“Just Bags” Had Failed 


By MURRAY C. FRENCH 


ERE’S a 
story that 
illustrates 

what whale of 


difference a few de- 


a a 
tails make. 

Not so many years 
ago quite a number 
of retailers 
woke up to the fact that shoes and bags are really 


Shoe by I. Miller & Sons. 


shoe 


second cousins. They both belong to the leather 
family and can be handled together profitably. 

The Fontius Shoe Company, of Denver, shared this 
opinion. They scouted around and found that the ma- 
jority of women carried “popular priced” bags, bought 
at $5 and less. 

So they put in a line of bags at $4, $5, $6 and $8. 
The boys were instructed to show them to every cus- 
tomer, and the usual 5 per cent commission prevailed. 

But the customers neglected to fall over one another 
in their haste to buy Fontius’ bags. No, there was 
nothing wrong with the bags. It seemed that every 
single customer had just bought a bag, or was expect- 
ing Uncle Charley to give her one, or had some other 
excuse. Bags simply didn’t register. 

About then Fontius began to notice that not a week 
passed but that some department store or other had a 
quarter page sale on bags, anywhere from $1.95 to 
4.95. Of course these department stores had no right 
to interfere with Fontius’ bag business that way, but 
they did it just the same. 

To be honest, the department store bags didn’t look 
a bit bad either. They were really just as suitable to 
wear with Fontius’ shoes as were Fontius’ own bags. 


Fontius discovered his bags were “just bags,” with 


Hosiery anpD 


ACCESSORIES 
SECTION 


This is the kind of ensemble that sells, says Mr. French. Both 
bag and shoe are of black suede trimmed with patent leather. 


no distinctive fea- 
tures over the other 
fellows’ bags. Exit 


None 
last 


were 
at 


bags! 
carried 
all. 


year 


Har 


° a 2 > 
Bag by Mademoiselle Bag Co. put ry 


Fontius has always 


noticed than when- 
ever a shoe is just right with an outstanding appeal, it 
sells. Price is no hindrance. Why not apply this to 
bags? 

So, when buying his higher priced shoes for this 
all, he ordered two bags to match every style of shoe. 
These bags were made under the shoe manufacturer's 


They match the shoes in every particular. 


supervision. 
most cases the shoe and bag are priced alike, none 
Naturally, at 
these prices the workmanship on the bags is perfection 
itself. 
tings are of the highest grade. 
And did they sell? 
bags arrived the bags were almost cleaned out 


less than $15, and on up to $27.50. 
The linings are immaculate, and the little fit- 


Two weeks after the shoes and 
and 
recorded. The well known ensemble idea did it. 
They are not shown to every customer, as were the 
cheap bags, but only to those who are evidently able 
to pay the price. When the salesman has his customer 
fitted in a shoe he thinks she will buy, he gets the 
matching bag from the hosiery department, hands it to 
While he is 
gone she always examines the bag, opens it up, looks 


his customer and goes away for a minute. 


at the price and “views with pride” the general effect 
in the mirror. 
[TURN TO PAGE 159, PLEASE] 
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A Happy WEDDING | 


af a 


«More Marriages Between Bags and 
Shoes -Alean -More Business 
for the Shoe -Merchant 


UMORS of the in- , | A popular shaped bag the 
reo atnchenent fae,’ =a fits into the shoe mode-blue 
we Ge bag is. ul! ae calf with light blue binding 
and the shoe have not been ay, fy wast er a5 : 
: orks se and gold studs on the 
unfounded, for this season : . Soe ss , oy 
: ae + > | ie ae eter fastening — Morris | hite, 
we find them more closely ; tS i Bee ‘ 
: \ aes ide Ine. 
wedded than ever before. ’ 
The bag and shoe manu- 
facturers while they have 
worked together during . ee “a cannot be purchased with- 
previous seasons, have via out first giving thought to 
found it still more impor- these accessories as a single 
tant to be closely allied this unit. Kurzman’s for in- 
year and while a bag and a ma’ stance, last season saw this 
shoe may not always be need, incorporated a shoe 
identical in every detail, the «eS department in their  spe- 
bag and shoe people are AF cialty shop and now it is 
using the same leathers in Gs ney planned to do the same 
correlated colors, so that r4 I HQT thing in Bergdorf-Good- 
the consumer will not have K WBa?s Lo man, another Avenue spe- 
difficulty in matching her eT. i : cialty shop which _hereto- 
shoe with her bag this mh — : fore included bags but not 
season. / Ronen FY, shoes in its accessory de- 

The retail stores are be- ae > Y. partment. 
coming more conscious of eT i Pe HON 
this relationship, too. Like Vite ii ; A few examples to prove 
any other part of a woman's . BN the importance of this co- 
costume, the shoe and bag SOMES Pee ordination between the bag 

os and shoe, are shown in the 
At top—a Stone & Gropper bag accompanying _ illustration. 
and an Andrew Geller shoe, both One very new outcome of 
made of kid and using matching this vogue is the beaded 
buckles from Napier. At botton shoe vamp to match 

-Beaded seed pearl evening seed’ pearl evening 
shoe vamp and bag to match, which promises to be qu! 
from Alfred Katz Associates a sensation this fall 

winter. 

Frequently when 
shoe is a plain one an 
bag is also plain, the 
tionship between these tw 
accessories is loudly 


A soft bag of brown pin 
seal and calf, carrying one 
of the new Maggy Rouff 
trims which are adaptable 
to bags and shoes alike— 


Morris White, Inc. —— yy © 


matching buckles. 
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tp DERFUME NEXT StTED? 


_ & 


To Supplement the Color Uogue, or to 


Follow it Perhaps, Hosiery Producers 


are Experimenting with ‘Perfume 


as Possible Sales cAppeal 


E all know how the 

color chemist has 

been called into 

various industries to give 

products a new sales appeal. 

The automobile is the shining example. Kitchen 

utensils have been among the latest products to blossom 

forth in colors that please the eve of the beholder and 

add that little additional grain of desire for possession 
that is translated into actual purchasing. 

Color, for the last few years, has been the big, im- 
portant selling feature in hosiery. It is by no means 
on the wane, but since everybody has gone in for color 
in hosiery, there is need for an additional sales appeal. 
Novelty heels and novelty weaves have supplied this 
need to some extent, but these are more or less indi- 
vidualistic and do not supply a broad appeal that hosiery 
producers want. 

The eye isn’t the only sense organ. The ear, nose, 
tongue and fingers are important. It has lately been 


Hosiery AND ACCESSORIES 
SECTION 


discovered that the sense of 

smell exerts a greater influ- 

ence on our lives that had 

been thought heretofore. 

Accordingly a large number 
of industries are experimenting with odors as possible 
sales appeals—and prominent among these industries 
is hosiery. 


HILE the perfumer would not say what methods 

are being devised to do this, he was nevertheless 
willing to explain what merchandising possibilities the 
hosiery men see in perfuming their lines. 

Among other things, they vision the employment 
among the women of odor ensembles. Women wear- 
ing lavender colored dresses or hats will be very care- 
ful to select hosiery carrying at least a faint trace of 
lavender perfume. 

The tastefully costumed woman will of course avoid 
mixing her odors indiscriminately. If her lingerie is 
perfumed, let us say, with the fragrance of roses, she 
would certainly not put on stockings giving forth, no 
matter how faintly, the odor of cornflowers. 

In the same way, the well groomed woman will be 
strict in her observance of the odors for the occasion. 
She will never select hosiery unless it carries a perfume 
that is harmonious not only with the time of day and 
the costume worn but also with the function. 

For sports wear, her hosiery will no doubt—in order 
to be correct—be furnished with the tang of the pines. 

For evening wear, the perfume will be that of 


orchids. 








= Se 





, EON UAW) Ke NO 7 Whe 
UREA NE SIM ATIAVA\ » 


Slip-over sock from Esco Hosiery Company, 
made of fine mercerized yarn in all over pattern 
in nine color combinations in several patterns 
similar to the one shown 
New full fashioned, all-silk, half hose, 1 
three Derby ribbed pattern with dian 


b- <n 


Very sheer all silk number with French clock and 

narrow French heel, carried in 14 new 

winter shades with evening tones predominating point design and hand embroidered clock 
—Onyx Silk Hosiery Co. color combinations—McCallum Host 


extra 


One of Gordon's monthly rotation patterns in Five thread 42 gage, full fashioned all 

children’s seven-eighths hose—fibre plated on pointed heel with self colored inse) 

mercerized, fancy leg and cuff—made in a variety novelty just put on the market by G. « 
Hosiery Corp. 


of colors and patterns 
BooT AND SHOB RECORDER 
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ARIETY OF NEW IDEAS 





=o 


/ 


| 


al 





‘G, 
New sport Bonnie Doon sock in silk and wool, 
mesh weave with mesh jacquard top—full fash- 
ioned—comes in a number of beige and pastel 
shades—from Alex Lee Wallau 
Men's all woo! jacquard half hose, full fashioned, 


Silk and wool, over-mesh full fashioned sport 
English foot—heather mixtures and contrasting 


stocking for women, in which the mesh forms a 
colors—imported from England by Kreuger- 


large diamond—comes in new fall shades—from 
Tobin Co., Inc. 


Westminster, Ltd. 


Three quarter length children’s sock from House New 300 needle number from Society Maid 


of Byer, Inc—made of Australian wool and 
rayon—popular priced and comes in wide range 


Hosiery Company—black butterfly over black 
heel, in ten new fall shades—butter fly is raised to 
show above slipper top 


of colors. 
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characteristic of farming communities to accept a dis- 
play of this kind as evidence of a small stock. 
the class of trade which does its buying in Denver, 
150 miles away, such a window is an inducement, pro- 
vided prestige has been established by some such 
method as that of gift hosiery. 

Windows in Sterling hosiery shops are dressed on 


Friday night in prep- 
aration for the Satur- 
day trading day which 
brings to town the 
farming people of the 
community. Although 
newspaper advertis- 
ing has its uses as a 
sales medium the main 
street merchant places 
his greatest 
upon his 


reliance 
windows. 
The country customer 
does not depart from 
the pioneer custom of 
spending the day in 
town 
ping 


window-shop- 
before every 
store in the main bus- 
blocks. If he 
sees something in the 
window he wants he 
enters the store. In- 
cidentally he takes it 
for granted that the 


iness 


best merchandise is displayed in the window. 
is nothing he wants to buy in the window he passes on 


to the next. 
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FIVE TO ONE 


[CONTINUED FROM PAGE 146] 


But to 





OME extra profit now and then is realized by the best of 
Accessories give an opportunity around Christmas 
Here are some things that a few shoe stores have 
These laundry 


men, 

time. 

handled successfully as an adjunct to hosiery. 

bags, shoe bags, traveling kits, hat stand sets and sewing kits 

are made by girls at the Vocational Adjustment Bureau in 
New York 


If there 


in a small town. 


The rural customer does not expose himself to the 


wiles of high-pressure salemanship with the same self- 
assurance that his city cousin does. 
hosiery in the window with a price tag attached and 
he will go in and buy it if he likes it. 
tag off and he'll take his trade somewhere else. 
pressure him into buying something else instead, let 
him realize that the window display was just a leader 
to entice him into the store, and that’s the last time 
he'll be seen in those parts. 


HE Counley Boot Shop found it impossible to 
make the customer see that Denver styles were to 
be found in the home town by using the windows to 


convey that message. 


made through the medium of gift hosiery, style displays 
then became a fixture, but they are used to remind the 
customer that hosiery continues to be carried by the 
store. They do not serve as the most effective means of 
getting new customers because custom in small town 


After the discovery had been 


Put a pair of 


Leave the price 


High- large city store would display. 


department available in a town of this size,” 


Mr. Miller. 


theater slides. 


pletely. 


window appeal through mass displays. 


“In results obtained, 
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of trade could not have been built on window disp); 





merchandising makes it necessary to use as large a djs. 
play as can be put in the window to convince the 
shopper that a large stock is carried inside. Counley’s 
by depending upon selected clientele first built up by 
gift hosiery advertising, does not have to make jt 


> 


But that class 


Nays 


of the type now used. 


although the \ 


Indows 


in Sterling stores ar 


regarded as 
pre ductive 
advertising. 


the most 


form of 


As a result of th 


attitude that 


‘if It 18 


not in the windows jt 
is not in the store” 
window space in Ster- 


ling stores is propor- 


tionately higher than 


it is in 


large city 


stores. At the same 
time displays mu 
not be too crowded 
for the rural customer 
is quick to conclude 
that too much ina 
window meats “junk” 
merchandise. 

There is another 


reason for high win- 


dow ratios in a town the size of Sterling. 


Where a 


hundred people see a window in a large city one sees tt 


LTHOUGH Mr. Miller does not go after new busi 
A ness by using large hosiery displays, he does bid 
for it through his shoe trim. The shoe windows contai 
a larger selection of patterns than the same space in2 


It is his shoe depatt- 


than shoes to the purchaser of hosiery. 
“We use every form of advertising for our hosier} 


We aim to reach every type ©! pur 


we rate tl 


ment that brings the largest number of customers int 
the store, and it is easier to sell hose to a shoe customer 


cle clare 9 


m this 


way: suggestion within the store, gift hosiery, sho 
displays, hosiery displays, newspapers, circulars, an 


chaser possible and no one medium does that com 
Advertising is inexpensive in a sma! cof 
munity and the merchandise is sold at a price equ 
to that in larger cities, so the sales promotion advat 
tage lies with the small town merchant. 
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KNITBAC 


will bring good 


business to alert 


SHOE RETAILERS 














The market for Flawless Hosiery Repair is growing 
daily. With Knitbac equipment—the only machine 
method—you can provide high quality hosiery re- 
pair at low cost. Upon such a secure foundation 
—a vast market, high quality, and low cost—you 
can build an important source of profit. Many 


Knitbac departments are piling up proof of this fact. 


Yow’ll Profit by Offering 
Knitbac--Flawless Hoisery Repair 


KNITBAG 


GOTHAM KKNETIBAC service 
COMPANY, INc. 
508 FIFTH AVENUE NEW YORK 
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In accordance with these belief) 
we announce: g. 


Reduced Prices on 
Finery Nationally 


Advertised Hosiery) 


With all Interstate Mills running at {y| 
100% capacity, and the demand for Finery } 
growing by leaps and bounds—the price : 
revision, at this time, is a sensationa| 
step in merchandising. 
7 7 * 
It gives to retailers who handle Finer 
—a Nationally-Advertised, Style Line 
of Quality Stockings which they can 
sell profitably in competition with any 
unbranded, unadvertised, no-name 
hosiery...as well as in competition with 
all other consumer advertised lines, 


me wr re 





These prices, together with the} 








, : 1. 
Finery exchange policy, permit them | 2 
to concentrate—to cut down their 3 
stocks and increase their turnover, 
7 = e 
The complete Finery line, from ser- 1 
vice weights to sheerest 48-gauge . 
chiffons—including pointed and | 
double pointed heels. . . French 
heels... our own exclusive Triple- 1 
tipt heels... fancy clox .. . picot 2 
edged styles, etc... . will retail , 
¢ there has from 51.25 to 51.95, with a mark. 5 
pELIE E — the patt of up that averages 35%. 
0 d 
¢ loyalty © prande 
jack © tiseds ” , ‘ P 
been any war ~~ =o" read , With the combined production F | 
e 1 : 
consum’” is du — overt" a of the merged Interstate Mills, . 
hosiery — » an price n qualtty, 3 
vairerence a nd offered q henceforth to be concentrated 4 
he advan ges : on the Finery Brand, selected 
ity- ' nae 
style and unifo 4 railers of this additional accounts can be 
e 
that the S on k on taken on at once and more 
‘ : 
We believ™ 4g prefer pstacie & will be added as rapidly as 2 
ou pic?) 
; country - ality if the pf possible. The coupon opp ; 
Send this to the Fine Hosiery Divi- \ineS © ite indi inte 5 
sion of Interstate Hosiery Mills, Inc., 232 xist anded site indicates your interest. . 
Madison Avenue, New York City—for the not * rif br 
complete new price list, details of the pelieve ete on an 
Finery Service Plan, or a representative. in 3 word, € 3 ced t0 wy par- 
Qeewecscsnwensoseueegeoneeocesccecscons " n ; re re sery O ¢ 
: We'd like to know about the new low ‘ stocking el ith all hoste i. b greatly 
§ prices and the Finery plan. H ven pric v «tyation ou from the 2 
H .-% ality, the yori ed— : 
; Signed: $ — qble QU? creatly IMP and consume 4 
: : stabilize! th retail . 
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tyle Lin 
y , ALLEN—A GOLD MAID 
they can 
‘ith 1. Light Gun Metal 1. Light Gun Metal 1. Algerian 1. Claro 
ate any 2. Naturelle 2. French Nude 2. Almora 2. Almora 
no-name 3. Crystal Beige 3. Crystal Beige 3.Gun Metal 3. Algerian 
tion with 4. Sable 4. Naturelle 4. Boulevard 4. Gun Metal 
d |i 5. Suntan 5. Suntan 5. Grain 5. Crystal Beige 
= ines, 
, : ARROWHEAD 
vith the ' nigh 
it th = 1.Grain 1. Grain GOTHAM 
mit them B 2. Romance 2. Romance 5 
wn their 3. Afternoon 3. Afternoon 1. Sable 1. Seasan 
2. Duskee 2.Gun Metal 
arnover. : 3. Afternoon 3. Sable 
ARTCRAFT 4. Manon 4. Pawnee 
romser-| 1. Tangier 1. Tangier 5. Seasan 5. Manon 
8-oau 2. Mushroom 2. Mignon 
8 Bf 3. L’Avenue 3. Aloha 
ited and 
French CORTICELLI ne 
> Triple: "en 1. Nude i. Autumn Brown 
. . Dicot 2. Black 2. Crystal Beige 2. Ali Baba 
P ; “ 3. Turf Tan 
ill retail 3.Capucine Taupe 3. Suntan 
4. Almora 4. Almora 
a mark. 5. Nude 5. Afternoon 
HOLEPROOF 
DEXDAL — 

, . 1. Mocca 1. Grain 
duction 1. Rusty Briar 1, Samoa 2. Grain 2. Gun Metal No. 1 
e Mills, 2. Safari 2. Safari 3. Gun Metal 3. Mocca 
. 3. Duskee 3. Rusty Briar 4. Beige Castor 4. Beige Castor 
a 4.Rose Taupe 4. Vagabond 5. Blond d’Or 5. Blond d’Or 
selecte 

can be FEDDEN 
d more 1. Breezee HOLLYWOOD 
idly as 2. Sahara 
3. Suntan 1. Suntan 1. Suntan 
n opp? 4. Autumn 2. Light Gun Metal 2. Light Gun Metal 
nterest. 5. Misty Morn 3. Almora 3. Sable 
FINERY 
1. Almora 1. Breezee IRON CLAD 
2. Sunbronze 2. Almora : 
3. Grain 3. Light Gun Metal 1. Light Gun Metal 1. Light Gun Metal 
4. Sable 4. Misty Morn Pd 2. Sable 2. Sable 
5. Boulevard 5. Sable t 3. Almora 3. Mirage 
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THE COLOR TREND 


AS REPORTED BY LEADING MAKERS AND SELLERS 








+48 


Sheer 


Service 


KRUEGER-TOBIN 


1. Biscay Nude 1. Duskee 

2. Capucine Taupe 2. Sable 

3. Onionskin 3. Onionskin 

4. Almora 4. Allure 

5. Afternoon 5. Suntan 
LARKWOOD 

1. Kaffa 1. Kaffa 

2. Windblown 2. Beechwood 

3. Beechwood 3. Boulevard 

4. Mole 4. Ming 

5. Kangaroo 5. Kangaroo 
McCALLUM 

1. Barcelo 1. Sunmode 

2. Sunmode 2. Barcelo 

3. Gun Metal 3. Gun Metal 

4. Beechwood 4. Lafaire 

5. Lafaire 5. Beechwood 

MOJUD 

1. Sable 1. Sable 

2. Manon 2. Manon 

3. Pueblo 3. Pueblo 

4. Almora 4. Almora 

5. Duskee 5. Duskee 


ROSAIN 


1. Light Gun Metal | 


_ Light Gun Metal 


2. Sable 2. Mode Beige 

3. Duskee 3. Boulevard 

4. Shoe Brown 4. Sable 

5. Pecan 5. Shoe Brown 
SOCIETY MAID 

1. Cedarglow 1. Cedarglow 


2. Crystal Beige 

3. Afternoon 

4. Sable 

5. Light Gun Metal 


nme we 


2. Crystal Beige 


Afternoon 
Sable 
. Light Gun Metal 

























all-silk chiffon. 


1014. 


No. B240— Phantom 
Heels. A new idea in 
self- colored 

pointed heel design. 
15 gauge, 4 thread, 
all silk chiffon. Full 
lengths. Sizes 814% to 
10%. 


twin- 


Write today for sample 

and color chart. Im- 

mediate delivery from 
Chicago stock. 


No. B70- DuoSleeple 
Black Heels. Recog- 
nized from coast to 
coast as the leader in 


45 gauge, 4 thread, 
Full 
lengths. Sizes 84% to 





esust See Them 


that’s enough 





No. B80—Curved French Heels. For the 
woman who wants a stylish, yet conserva- 
tive, black heel. 45 gauge, 4 thread, all silk 
chiffon. Full lengths. Sizes 814% to 10. 


twin point heel styles. 











319 W. Jackson Blvd., Chicago, Il. 









MAID 


HOSIERY MILLS, Enc. 





f 


We don’t need to tell you these five attractive 
Gold Maid Heels are big sellers— when retailed at 
popular prices. Just look at them—you can see that 

for yourself. Or better yet, send today for sample and 
color chart of new Fall shades. Immediate delivery 
from our Chicago stock. 
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ne 
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br 
No. B53 — Steeple a 
Black Heels. A long ; 
time favorite now it 
made with black 
heels. Finest 45 gauge fa 
1 thread, all silk chif- ad 
fon. Full lengths. m 
Sizes 814 to 10%. to 
No. B241—Crystal I 
Heels An unusually ha 
pleasing self-colored - 
novelty heel. Fine A 
gauge, 4 thread, all : 
silk chiffon, Full - 
lengths. Sizes 814 to th 
1014. Y 
sel 
in; 
A few desirable ter- a. 
ritories still open for pa 
experienced hosiery 
salesmen. 
M 
in: 
Y 
she 
‘ Ri 
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— | SEAMLESS PROMOTION PLANNED 


ct. 5, 1929 








, 
% 


> 





GENERAL promotion campaign on fine gauge, 


A ek 


quality seamless hosiery for women was decided 
; upon Sept. 19 by a committee representing ho- 
isiery manufacturers, selling agents and knitting ma- 
ichinery manufacturers. 

| As outlined, the campaign will include advertising, 
merchandising and general publicity work. It will be 
jconcentrated entirely on women’s stockings of quality 
}manufac tured on 300 needle or finer machines. 

} Plans to emphasize the advantages of these stock- 
fings, with no seam up the back, are now being con- 
sidered in detail, and they will be presented within the 
Snext few weeks to a general meeting of manufacturers 
jo! this class of merchandise for approval. 

It is contemplated that promotion efforts will be di- 
Srected both to the trade and to consumers. 

In no sense will this be a campaign on so-called bare 





It will be much 
Mbroader in scope, intended to benefit all constructions 
jof fine gauge circular knit hosiery for women, which 


Hleg seamless stockings, it is stated. 


hit is planned to designate as spiral-knit stockings. 

A distinctive trade mark, to be used only by manu- 
facturers supporting the movement, will probably be 
adopted. Consideration is being given to the establish- 
ment of definite quality standards, which it is intended 
to maintain vigorously. 


EFINITE action on this program came with a 

swiftness that was not generally expected. There 
has been discussion for several months among inter- 
ested parties about the possibilities of such a campaign. 
A general meeting of a selected group of manufactur- 
ers, selling agents and machinery interests was held on 
the morning of Sept. 18 at the Hotel McAlpin, New 
York. 

This meeting, attended by approximately 30 repre- 
sentative seamless hosiery men, appointed the féllow- 
ing committee to go further into the matter and make 
ja definite report on a program for the proposed cam- 
paign : 

D. L. Galbraith, American Textiles, Inc., Bay City, 
| Mich. ; F. Y. Kitzmiller, Kitzmiller Hosiery Co., Read- 
}ing, Pa.; Walter L. Troy, Scott & Williams, Inc., New 

} York, knitting machinery manufacturers; J. P. Voor- 
hees, New York, selling agent, and J. Harvey Wilson, 
Richmond Hosiery Mills, Rossville, Ga. 


= Hosiery ann ACCESSORIES 


SECTION 


Publicity Campaign to Exploit 300 and 
jiner Needle Goods Under (Consideration 
By (Committee of Manufacturers 


> 


This committee held its first session on the afternoon 
of Sept. 18 at the McAlpin, and met again the follow- 
ing day at the office of Scott & Williams, Inc., in New 
York. 


the committee had definitely decided to go ahead with 


After the second meeting it was announced that 


the campaign, and had engaged the Byron G. Moon 
Co., Troy, N. Y., and New York, as advertising-mer- 
chandising counsel. 

At a subsequent meeting of this committee it was 
decided to form an organization to be known tenta- 
tively as the Spiral Knit Hosiery Guild. Plans for this 
organization, with by-laws and other important details, 
will be presented to a general meeting of the industry 
in the near future. 


a a ae 
fies IN THE BAG 
[CONCLUDED FROM PAGE 147] 


The 


Each is at- 


Not much salesmanship is required after that. 
bag sells the shoe; the shoe sells the bag. 
tractive by itself, but combined, the appeal is increased 
fold. 


comment. 


ten “T just can’t resist them,” is the frequent 

“Just bags’ can be bought anywhere, but when the 
bag matches the shoe exactly, competition vanishes. A 
sale of the proper hosiery then follows as a matter of 
course. 

Every woman craves individuality and is willing to 
pay for it. Bags such as these give the wearer that 
satisfying feeling of exclusiveness that the cheap stores 
can’t supply. In reordering a bag, therefore, great 
care is taken to change the style, shape and size, so that 
it will still match the shoe but will not duplicate any 
other bag that has been sold to go with the same shoe. 

The medium size bag, about 5 x 8 inches, envelop 
most according to Madeline 


style, is popular, 


Bell, the hosiery buyer. In dress bags like crepe or 
bronze, the size is still smaller, and the young trunks 
which were once popular are definitely out. 

The colors, especially the browns, sell better than 
black. 


Thev look the money better. The bags to go 


[TURN TO PAGE 164, PLEASE] 








Below is a sale window that cer- 
tainly is an eye smasher. The sale 
idea being paramount, the mod- 


ernistic background 


repetitionof 
“Gimbel’s 87th 
Anniversary 
Sale,” is ideal. 
Modernistic 
open box - like 
fixtures carried 
the hosiery 
which was sim- 
ply draped. 
Note that while 
this is a_ sale 
window, there is 
no overcrowd- 
ing of the mer- 
chandise 


with 


its 





DNA 


re ek Ce a 
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Five box-like fixtures of 
various heights and six 
ordinary T stands made 
this interesting hosiery win- 
dow at Orkin’s, Thirty- 
fourth Street, New York. 
The rosette of rolled stock- 
ings placed on each of the 
boxes is an added touch 
that takes the entire display 
out of the commonplace 
class 









BooT AND SHOE RECORDER ” 
combining THE SHOE RETAILER, Oct. 192? 


f 
Loon at Trest 


cA Disp 
Onless it 






x. 





7] 





Idea. Th as 


The window 


1 i/ 


seen recently at th 


Miller & Sons 


store on Thirty-foy 
Street, New York 


highly interesting 
that the huge bou 
of —chrysanthem 
suggests fall and 


long drapes of 


suggest the utm 
sheerness 


Is wi 
led 
it Li 
R, 
Nery, 
I sho 
he 
liner’ 
trea 
there 
pirica 
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on Goow IpEAs 


‘indow Doesn t eNean Much 


ased on a Real Selling 





Here is a good arrange- 
I ndo WS Have Them. ment for a small window. 
Lord & Taylor, New 
York, did it. Hosiery is 
dominant, but also shown 








ndow be 

aitly P - are shoes a bag, gloves, 

ss scarf and costume jewel- 
Sons Pe on 

MP sess: ry—a real ensemble set- 

L hirty-fou : 


up. The basis of the 

display is simple 
rectangular boxes of dif- 
ferent shades of gray 


Vew York 
nteresting 

huge bout. window might well be 

‘ysanthomtil 19g “Steps to Fashion.” 

fall and it Lord & Taylor, New 

1pes Of Tb build a fountain of 

the utmo iery, flanked by steps, 

ecrness Ti show not only hosiery, 
ist bags, sh. ae: kA 

Booey While Fee ick . While the window below, at the 

weatment is modernis- A. awe Powers Mercantile Company, 

here is a destinctly sym- iz mi Minneapolis, was devoted to ex- 

trical arrangement  . , ploiting a branded hose-Strut- 

7 wears “Strut-Step,” it contains 

features adaptable to any hosiery 

window. The halance and the 

use of leg forms 

are excellent, 

especially the 

manner in which 

the heels of the 

hose are shown. 

The peacock in 

the center of 

course, put over 

the “strut” idea 

admirably 
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Vocouond Qo Soon iskimo. 
X Snroninti®te Roast 
“Nie. M05 sp. on tho dion 
O Qarn _ Rooke Vado 


Otexmem. . Cantal Broa, 
Mineo. Noda Orion Skin. | 
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KRUEGER-TOBIN CO., Inc. 
2 PARK AVENUE, NEW YORK 


“Style Originators and Sports Hose Creators” 


Spanish Laces Exclusively Made For the K-T-C Trade 








NEWS O° THE 
MARKET 


REFACED with the remark that for months he has 
realized that the trend toward thrift buying among 
the women of the country would work its way in the 
silk hosiery market and that women are not only seeking 
style but style plus value, Ivan Selig, President of the 
Interstate Hosiery Mills, Inc., late last month an- 
nounced a new series of prices on Finery Coral |}rand 
hosiery bringing the staple numbers in this line on a 
closer price comparison with unbranded merchandise, 
The new price list shoes reductions of 50c to as high 
as $3 a dozen wholesale. The largest reductions have 
been on fine gaged hosiery, for example, style No. 111 
at 48 gage all silk chiffon top hose has been reduced 
from $18 to $15 a dozen. An all silk chiffon heel has 
been reduced from $13 to $11.50 a dozen and No. 350, 
an all silk chiffon stocking with double used heel has 
been reduced from $15 to $13 a dozen. 
The new list prices, according to Mr. Selig, will 
enable retailers of Finery hosiery to make retail prices 
range from $1.25 upward. 


KY 


Townsend D. Wolf, sales manager of the Onyx 
division of the Gotham Silk Hosiery Company will 
supervise both Gotham and Onyx sales in Canada when 
the new plant at St. Hyacinthe, Quebec, gets into 
Sales office for Canada will 
John Egan, who came to 


operation late this year. 
be established in Montreal. 
the Gotham organization last July following 26 years 
with McCallum will be production manager at the new 
Canadian plant. 


XP 


A construction and expansion program costing ap- 
proximately $650,000, with addition of about 400 per- 
sons to its payroll, is announced by J. A. Struthers, 
president and treasurer of the Strutwear Knitting 
Company, Minneapolis. 

Construction has been started on a $175,000 addition 
to the present plant at 1015 Sixth Street S., which is 
expected to be entirely enclosed by winter. A large 
expenditure has been authorized for purchase and in- 
stallation of new equipment, which will provide for 
increased production. 

The entire project will be completed in about 18 
months. Mr. Struthers said, when the payroll wil! have 
been increased from about 600 to approximately 100 
employees. 

The construction program provides for addition of 
three stories on top of the present three-story ‘actory 
building, making that structure a six-story plant. while 
the tower will be increased to 11 stories and two stories 
will be added to the dye house. 
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The Corticelli Silk Company has added two new 
numbers to its regular line of Corticelli dip dyed silk 
hosiery. One of the new numbers added, Corticelli 
style 345, is a light service weight, silk to the top stock- 
ing, to retail at $1.50. It is distinguished by its un- 
usual length, stop run, and the fact that it is silk to 
the top. 

Corticelli’s new style 365, is an all silk, 45 gage, 4 
thread stocking to retail at $1.95. It is made with a 
picot top, narrow square heel, and is extra long. Both 
stockings are made in a complete range of best selling 
colors. 

The Corticelli Silk Company has also changed the 
packing of its hosiery, having dropped the black and 
terra cotta box which was used for many years. The 
new box is dark green, with lettering and decoration 
in gold. 

As announced before, all ingrain Corticelli stockings 
are sold through the Krueger-Tobin Company, 2 Park 
Avenue, New York City, but the Corticelli Silk Com- 
pany continues to sell through its own organization, its 
line of dip dyed stockings. 


xX 


Alfred Zabel Silk Hosiery Co., Inc., of Willow Grove, 
Pa., has placed an order for additional equipment to 
the plant which only recently started production of full 
fashioned chiffon hosiery. The company is making 45 
gage, 4 thread all silk hosiery with picot top and 
French heel in the leading fall and winter shades. This 
same stocking is also being made with Paris clocks, 
and is now being offered to the retail trade. 


XY 


The Berkshire Knitting Mills have begun shipments 
of their Bemberg-to-top hose, distributed through job- 


bers. Lisle topped Bembergs have been eliminated 
from the line. The price to jobbers remains $7.75 a 
dozen. 


XA 


Charles Tomerlin, former general manager of the 
Cleland-Simpson Company, Scranton, Pa., has been ap- 
pointed general manager of the Gotham Knitbac Ma- 
chine Corporation, succeeding Walter T. Fitzpatrick, 
who has left the Knitbac organization. 


KY 


Dexdale Hosiery Mills, Lansdale, Pa., have formed a 
subsidiary company under the name of de Valle, Inc., 
to specialize in a new process dip-dyed stocking that 
resembles an ingrain stocking. The process involves the 
treating of the yarn before knitting and of the stocking 
after knitting. 
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This is the “Thi Hi” Fairy 
Form selling at $9 a pair 


All the Charm and Grace 
of Femininity Itself... 


. are found in Fairy Forms. 
Natural and lifelike in shade and 
contour, poised with attention 
compelling directness, Fairy 
Forms have an instant appeal— 
particularly when displaying ho- 
siery of the moment. 


. and they sell hosiery! 
Merchants, by the hundreds, are 
using them and voicing emphatic 
approval of their value in build- 
ing displays that win business. 


. try them yourself! Fairy 
Forms, in addition to their nat- 
uralness in flesh-like tint and 
posture, can easily be cleaned. 
And they stand alone. The 
weighted toe eliminates the need 
of supports. Fairy Forms are 
made of Fairylite—smooth as 
porcelain—they cannot harm the 
sheerest creations. Ask your 
jobber to supply you. If he can- 
not, our quick delivery service 





Here is a new 
Fairy Form—the 


“Lo Ne Hi’— : : 
for women’s ho- will have them off to you in 24 
siery. Priced at | J 

$5.50 @ pair. 10urs. 


SHOE FORM CO., INC. 
Auburn, New York 


UNITED LAST CO., LTD. 


Montreal, Canada. 


Fairy Forms are fully protected by American and Foreign patents. 


















Largman, Gray Company are now taking orders for 
immediate delivery on the new hosiery shade, Java, 
Shoe and Hose Chests This popular deep brown is available in all Blue Moon 
bd ° styles. 
and Gift Hosiery Boxes 


offer to enter- This new Ro- 
prising mer- milla hosiery box 
chants a tre- a <3 -, now being used 

d fit ake a ip by the Miller 
panapegngen _— Seek ha? Hosiery Company 
opportunity. baa es Cre is attracting con- 
Pro gres sive j a8 at siderable attention 
merchants ete ‘ hs \ and was cited as a 
throughout the ak, ary! fine specimen of 


country are abstract art in a 
recent issue of the 


merchandising ae oe American Printer. 

Chests not ; er mae It was designed 
only aS a Sepa- ay ea by John E. Melching and is printed on mica paper, 
rate unit but as i. Rf specially embossed and using a special ink. Many deal- 
part of a mer- The, shoe chest illustrated 1s Model ers have sent in unsolicited requests for empty boxes 


sgl ps - — s = : —_ ae with b d e ° d di 1 
ur ries o! 8 cor a - "4 ~ 
chandising plan | tim imeasures 22° tien “Ste to be used in window displays. 


wide, and 10%” deep. Made in 


S € ] | 1 nN g an en- A yh BA RA M, aka 


chests to hold more than eight pairs 


semble of shoes | papi —dedicrnll lr°-s I= THE BAG 


and hose. = 3" é . (CONTINUED FROM PAGE 159) 


In many beau- SB” with kid leathers are made of calf instead of kid, as 
tiful colors the Model No. 1H has one compart. calf is much more suitable for bags. Suedes and rep- 
° and gift box. Many merchants are tiles, however, are by far the best sellers. hey make 


consumer 1S selling more hosiery by offering this - r 
box with h ir. It is d > asicle > 
— eS oe. 2 pletine up smarter than the smooth materials, and besides, the 


qguic k | y at- oiwide, ond dem. woman who buys suedes and reptiles is usually the very 


tracted and the type most likely to be interested in a smart bag. Fontius 
desire to have doesn’t even carry a bag to match the plain staple styles. 
one is great. Another exclusive high class shoe store in Denver, 
Broadhurst Young’s, have carried the same idea even 
Photographs psa — _ hoa bag, ae and hat . 

Model 2H, as illustrated, has two matched pertectly and they are similarly successiu 
and engravings ‘pred paper af plein dec with them. Just having them to show adds to the 


tion Tt measures 214" ef 


cannot do jus- in toe a dee Ge ae store’s prestige, and furnishes splendid material for 


tice to the eee conversation at the bridge clubs. 

beauty and at- ” . Now for the heavy moral! Being exactly right is 

tractiveness of ing i” 2 ten times as profitable as being half right! That may 

these boxes — - yg e not be good arithmetic, but it’s good business. 

and if you fea- bh ove doing a job pene sc — by a dozen 
other merchants in town, you have no right to expect 

oe Poe your ms to succeed—unless you’re doing it plenty better than 

7 Ollday business ey they are. But if you’re doing a good job of something 

is bound to Model We. 4H as illustrated has at which the other fellow can’t even compete with you 


three compartments, w a 


show a real in- a ae a eee eee —say, you’re smart, that’s all! Success is in th 


papers of pleasing decoration; rib- 


crease this year. 4 fr tad,tinipe 1, msich: mednure for you! 


ag 








Write for descriptive folder of the line. 
Live Side Line for 


A. HENDON & SON HOSIERY SALESMEN 


e ° A new fast selling repeat item for hosiery departm: 
“Art Novelties for the Shoe and Hosiery Trades” is in need of wide awake salesmen who call on wome 
hosiery buyers. Convenient compact samples. ae 


186-192 West 4th St. New York commissions. Ask for full particulars Wright Pr 


Company, 506 North Dearborn, Chicago, IIl. 
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